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"LISTING REQUIREMENTS 


for 
"RELIEF VALVES. AND 


nt AUTOMATIC GAS SHUT-OFF DEVICES 


Latest American Standard Association 
Listing Requirements for temperature 
and pressure relief valves provide that 
they be sized more directly in relation 
to water heater input or output, for 
maximum protection in proportion to 
the size of the system. 


This means that the protection that’s 
supposed to be there actually is there, 
whereas the former method of rating 
relief valves did not provide for com- 
plete protection at times of extreme 
emergency. Properly sized and installed, 
the new temperature relief rating 
method guarantees a measure of safety 
never before available. 


The real object of the standard is to 
provide reasonable and adequate pro- 


ALL PARTS OF ALL WATTS PRODUCTS ARE MADE IN U.S.A. 


No. 36 
VACUUM 
RELIEF 
VALVE 


No. 3L 





PRESSURE 
RELIEF 
VALVE 


THIS 


IS YOUR GUARANTEE 














tection for residential and small com- 
mercial systems. It also assures more 
practical protection for the better instal- 
lations formerly protected in many 
cases by midget-sized, overrated safety 
valves not complementary to the other- 


wise good integrity of the installation. 


The new American Standard Listing 
Requirements were adopted by the 
American Gas Association on January 
1, 1959. This now becomes fully effec- 
1961, when AGA 


discontinues from its listings all 


tive on January 1, 


valves which have not been tested and 
accordance with these new 
requirements. 


rated in 


In view of this, we therefore recom- 
mend that the new ASA Z21.22-1958 


No. 500A 

) TEMPERATURE 
GAS 

SHUTOFF 


Check 3-002-01 on Reply Card 





AGAINST EXCESSIVE 
TEMPERATURE AND 
PRESSURE HAZARDS 


THE NEW 
AMERICAN STANDARD 
ASA Z21.22-1998 


assures complete protection for hot water supply systems 


be specified as a nationally recognized 
basis of protection for hot water supply 
systems, as approved by the American 
Standards Association and sponsored 
by the American Gas Association. 


Watts has a complete selection of 
quality products listed by AGA, availa- 
ble for immediate shipment from stock. 


SEND 

FOR FREE 
EASY-TO-READ 
“30 QUESTIONS’ 
& ANSWERS” 
FOLDER 


| 
= 


Be sure ... use 


WATTS 


Protection and Control Specialties 


WATTS REGULATOR COMPANY — LAWRENCE, MASS. 





You pay no more for unequalled SLOAN quality... 


ec good reasons 
\WHY your choice 
should be ROYAL 


The Sloan ROYAL Flush Valve is the standard of com- 
parison by which all other flush valves are judged. 
Only the ROYAL provides all of the quality features 
demanded in modern flush valves, which are— 
Segment Diaphragm - Natural rubber vulcanized to 


i 
Be brass reinforcements affords added strength and pro- 
“vides extra-long service life 


Inside Cover + Not only protects, but controls the flex- 
ing action of the diaphragm—while in cooperation with 
the outside cover, it makes a stronger union of both 
body and cover 





No regulation « A uniform flush every time with nothing 
to get out of order, means service and water economy 
you can take for granted 


Non-hold-open - A Sloan Royal will complete its cycle 
and shut off automatically, whether the handle is held 
or released—another important water saving feature 





Double-handle openings + Concealed Royals rough- 

in either right hand or left hand. This flexibility solves 

unforeseen problems on the job 
These are the quality features which account for the 
ROYAL’s overwhelming popularity, and sustain its 
leadership as the Flush Valve of universal preference. 
They are further examples of that bonus of quality 
you expect from Sloan. And, since you can have Sloan 
quality at no extra cost, why not make sure you get it. 


SLOAN iienniiiii 
cb 


SLOAN VALVE COMPANY + 4300 WEST LAKE STREET + CHICAGO 24, ILLINOIS 


Check 3-003-01 on Reply. Card 
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Be a Leader in the Profit Upswing 
This is the year of the big squeeze . . . on prices, on 
profits. In this issue, DE starts a campaign for fair prices and 
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NEW No. 424 
extends 
HAMMOND 


copper-lo-copper line 





W.0.G ang equipped wit! 4 renewabie composition 
, ; . 

aisc tor not and cold water service ‘ offered in sizes 

from *% to 2°. It extends Hammond's line of rated 





ole} 0} ol -1ea comrorel o) o\-1amr- 1) -3-Mn fo] am’ Z010] am nator) amel-Tanl-lalellale mr. 1 or 


: plications. Some of the other valves in this rated line are 


. — Me +“ 4 
. A A. Al 1} ' shown | 


For copper-to-copper use, Hammond also offers a broad 


selection of heating specialties, plus a complete line of 
non-pressure rated vaives t provide yutstana ng per- 
ar “hy 
, formance with maximun y 


For 
Ham 


No. 614 rising 
stem gate with 
double wedge 
disc. Rated for 
125 lbs. w.s.p., 
200 lbs. w.o.g. 


or 


Sizes 14” to 2”. 


No. 607 non- 
rising stem gate 
with single 
wedge disc for 
general purpose 
use at 125 lbs. 
w.s.p., 200 lbs. 
w.o.g. Sizes 34” 
to 3”. 


No. 613 non- 
rising stem 
gate. Rated for 
125 lbs. w.s.p., 
200 Ibs. w.o.g. 
Meets Federal 


No. 912 swing 
check rated for 
125 lbs. w.s.p., 
200 lbs. w.o.g. 
Meets Federal 
Spec. WW-V- 
5la, Type IV, 
Class A. Sizes 


34” to 2”. 
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Combined with Automatic Heat and Air Conditioning 
and Domestic Appliance Merchandising 
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= | TRIPLE-PLATED POLISHED CHROME 
mm OVER 2,000 COMPLETE-FOR-JOB-KITS 
SIZE MARKING AND TRADEMARKING 
CELLOPHANE OVERWRAPPED TRAYS 
= OVER 250 VALVE SIZES AND STYLES 
PRECISION MACHINING AND QUALITY CONTROL 
FULL IRON PIPE RED BRASS NIPPLES 
m» CLOSE TOLERANCE INSPECTION 
™ INDIVIDUALLY PACKAGED 
“ae 1 PIECE CONSTRUCTION 
—~ me SOLID BRASS INSERT 
a WW-P-541b 





es! 


WHAT QUALITY STEPS AT THE FACTORY 
MEAN TO YOU ON THE JOB 


Over 2,000 supply kits, conveniently pack- Over 14 Quality Steps and inspections go Have the confidence that comes with 
aged and completely protected, are custom into the manufacture of Speedway using nationally advertised, brand-name 
tailored to fit your needs . . . at produc- Supplies to eliminate on-job trouble. No material. Protect your professional reputa- 
tion line savings. matter how intricate the hookup, how tion and assure future job opportunities. 
difficult the job, there’s a trouble-free 
Speedway to fit your requirements. 


YOU DESERVE THE BEST...ASK FOR AND GET SPEEDWAY SUPPLIES BY BRASS-CRAFT! 


THE “SUPPLY CENTER” OF THE INDUSTRY WHERE OVER 2,000 COMBINATIONS ARE CUSTOM-PACKAGED TO FIT YOUR NEEDS 


SPEEDWAY SUPPLIES by louse BS ‘e £ 


DETROIT 1 MICH. 


©1960 Brass-Craft Mfg. Co. 
WRITE DEPT. D, BRASS-CRAFT MFG. CO., DETROIT 1, MICH., FOR YOUR WATER SUPPLY CATALOG NO. 91560 
Check 3-007-01 on Reply Card 
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New “Circlet"’ Lavatory New “Aurora” Wall Hung “Pompeii” Square Tub “Perma-Gloss" Laundray 
(Size: 18 x 18) Water Closet (Size: 48 x 44 x 16) (Size: 30 x 23, 
Vitreous China Vitreous China Enameled Cast Iron 20 gallon capacity) 


*Formerly known as Rheem-Richmond Plumbing Fixtures 


Check 3-008-01 on Reply Card 
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Rheem has always meant business 
... and profits . . . for you in water 
heaters. Now Rheem means business in 
plumbing fixtures, too, giving you the same 
high quality, instant consumer acceptance, 
and aggressive support that the plumbing 
industry has grown to expect from Rheem. 


Not just a quality line ...a 
complete line for every residential, 
commercial, and institutional requirement. 
Available in a wide range of styles, sizes, 
prices and colors. Made by old line 
craftsmen ... formerly known as Rheem- 
Richmond, these quality plumbing fixtures 
reflect almost 60 years of experience 

and development in the industry. 


PLUMBING FIXTURES,* TOO! 


Rheem doesn’t just say it means 
business . . . Rheem proves it! Valuable 
sales aids are only part of the benefits. More 
important, Rheem supports you locally, for 
throughout the year, personalized selling pro- 
grams will be coming your way. Furthermore, 
you benefit from our sales, distribution, and 
service policies, all designed to protect your 
interest. 


FOR YOU—A Rheem ‘“‘Laundray’”’ 
Promotion A special display package offer 
with personalized selling aids to increase 
your Laundry Tray sales. It’s the first of 
many new, exciting promotions heading your 
way from Rheem. Don’t miss it! Get all the 
details now. Simply mail coupon at right. 


Wholesalers! Investigate today. There may 
be distribution open in your area. 


FOR EVERY 
RESIDENTIAL 
COMMERCIAL 

AND INSTITUTIONAL 
INSTALLATION 


Rheem Manufacturing Co.- National Advertising Dept. DE-3 
Home Products Group - 7600 S. Kedzie Ave.- Chicago 52, Ill. 


Gentlemen: please send me details on Rheem Laundray 
Promotion. 


Name 





Firm Name 





_ Address 





3 City Zone State 





[} Dealer {-] Wholesaler 


Check 3-008-01 on Reply Card 


DomMEsTIc ENGINEERING, Marcu 1961 





News of the Month 


Engineers, Contractors Agree: Single 
Contract System Lowers Job Quality 


Peoria, Itt.—“The single con- 
tract system allows for profiteering, 
weakens the competitive bidding 
system and tends to lower the 
quality of the job done.” 

This was the strong indictment 
of single contracts voiced by a panel 
of five building industry represent- 
atives recently. 

The occasion was the 68th annual 
convention of the Illinois Assn. of 
Plumbing Contractors. Panel mem- 
bers were E. J. Long, an engineer 
representing the American Insti- 
tute of Architects; N. E. Lester, 
member of the host association; 
Roy Stromberg, manager of the 
Illinois chapter of the National 
Electrical Contractors Assn.; and 
L. Crawford, consulting engineer. 

Moderator of the panel was C. 
D. Brownell Jr., Champaign, IIl. 
contractor and second vice presi- 
dent of the National Assn. of 
Plumbing Contractors. 


a “In a system permitting the gen- 
eral contractor to make the choice 
of subcontractor himself,” engi- 
neer Long said, “he tends to choose 
the cheapest one. Im opposed to 
the idea of the general contractor 
taking complete charge of any part 
of the job, including coordination. 
Rather, I’m in favor of a ‘compet- 
itive-cooperative’ system in which 
the subcontractors work as a co- 
ordinating committee. 

“We engineers try to make the 
choice among contractors not on 


the basis of low cost but of finan- 
cial strength, qualification and in- 
tegrity. We try to get our clients to 
rely on us to select qualified con- 
tractors.” 

Engineer Crawford concurred 
with this, adding that “most con- 
sulting engineers are in favor of 
separate contracts because they 
tend to eliminate bid shopping.” 

Lester, the p-h contractor on the 
panel, argued that under separate 
contracts the owner gets a faster 


and better job. He also said that 
separate contracts eliminate the 
possibility of the individual sub- 
contractor losing a part of his job 
through unjust discrimination. 

Stromberg pointed out that the 
single contract system permits the 
general contractor “to manipulate 
for personal gain by bid shopping.” 
He urged the conventioners to 
work together to eliminate the 
single contract system. 


Wisconsin Contractors 
Name Angermeyer Prexy 


MILWAUKEE—Howard Angermey- 
er of Neenah is the new president of 
the Wisconsin Assn. of Plumbing 


THE HARD WAY OF LEARNING to say what they mean is demonstrated by 
NIBCO sales representatives as they pay fines for making statements that 
“could be misunderstood.” The proof that badly-expressed statements can 
cost money in selling came at a “Train the Trainer” course held by the Elkhart, 
Ind. manufacturer of copper tube fittings in connection with the Plumbing- 


Heating-Cooling Information Bureau’s sales fundamentals school. 


The firm 


told DE that many representatives who attended the school already are plan- 
ning classes among wholesalers and contractors in their own areas. 
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Contractors. He succeeds William 
Mudge of Milwaukee. 

Other elected at the 
association’s recent annual conven- 
tion are Louis Schmaus, Milwau- 
kee, vice president; Melvin Guen- 
ther, Stratford, secretary; and 
Wayne Sanderhoff, Racine, treas- 
urer. 


‘Prejudicial Ad’ Hit 
by Oil Heat Group 


New York City—The Oil Heat 
Institute has called on its members 
to protest a General Mills ad that 
appeared in the February issue of 
Fortune magazine. 

The ad, which promotes an addi- 
tive marketed by a chemical divi- 
sion of the firm, includes the fol- 
lowing, according to OHI: 


officers 


a “Petroleum fuels of themselves 
lack several qualities essential to 
trouble-free operation in home 
furnaces. Fuel oils from cracked 
petroleum stocks tend to form sedi- 
ments when they stand in storage. 
This plugs fuel lines and burner 
heads and generally ‘gums up the 
works,’ sometimes requiring repair 
work at the height of the heating 
season.” 

The ad is “prejudicial to our in- 
dustry and fails to reflect the strik- 
ing advances in refining methods, 
which have eliminated the condi- 
tions described,’ OHI said. 


Gas Heat Sales Near 
Record High in 1960 


New York City—Sales of resi- 
dential gas central heating equip- 
ment were at the second highest 
level last year in history. 

The Gas Appliance Manufactur- 
ers Assn. said the 1,174,000 fur- 
naces, boilers and conversion bur- 
ners shipped were exceeded only 
by the 1959 record-setting level. 
The 1960 total fell 13.5 percent short 
of the 1,357,262 units in 1959. 


a Factory shipments of furnaces, 
including forced warm air and 
gravity types, totaled 899,700 units. 
The only year in which more fur- 
naces were sold was 1959, when 
1,053,400 shipments were made. 
Sales of boilers numbered 141,728 
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AN INVISIBLE BARRIER of air enables this supermarket in Toledo, O. to main- 
tain comfortable temperatures inside although the doors are wide open. The 
“air curtain,” a Swiss invention, features a stream of air that is constantly 
blown through louvered vents at the top, drawn through grillwork at the 
bottom, and then filtered and recirculated. The vents adjust the direction 
of air flow to meet the strength of outside wind, with the air being warmed 
in winter and cooled in summer to match the inside temperature. 


Management Group Looks for Business 
Upturn. Construction Outlook Bright 


New York Citry—Reporting an 
attitude of “restrained optimism,” 
the National Assn. of Credit Man- 
agement says its membership of 
35,000 agrees that business pros- 
pects for 1961 indicate it will be a 
“good, but not a booming year.” 

The group, according to the re- 
port, feels that a “further nominal 
decline in activities in the first 
quarter is possible, followed by a 
leveling off and an upturn com- 
mencing in late spring or early 
summer. 

“If the turn comes early enough 
and has sufficient strength, the 
year’s gross product total may ex- 


units in 1960, 4 percent less than the 
147,662 record high compiled in 
1959. Conversion burners accounted 
for 132,600 units sold. 


ceed that of 1960,” the report said. 
“But it is not too likely that the 
handicap of the slow first half will 
be overcome rapidly enough.” 

In reference to the “looked-for 
prosperity of the current decade,” 
the report said, “We regard it al- 
together premature to criticize 
those who prophesized a golden 
‘soaring 60’s.’ The prospects for the 
10-year period still are very good.” 


Oil Heat Institute, 
Fuel Oil Council Merge 


New York City—The merger of 
their two organizations was ap- 
proved by members of the Oil Heat 
Institute of America and the Na- 
tional Fuel Oil Council last month. 

Announcement of the move was 

(Please turn to page 13) 





News. . . continued from page 11 


ASIAN TEACHERS of home economics, Jer Rustom Sethna of India and Keow 
Gaik Ching of Malaya, visited a built-in modern American kitchen during their 
study of exhibits at the Chicago Museum of Science and Industry. Here, Howard 
Bogash of the Hobart Manufacturing Co., Troy, O., which presented the display 
to the museum, explains the operation of a built-in KitchenAid dishwasher. 


Industry Wholesaler Gives Its Dealers 
a Bonus Incentive for Time-Pay Selling 


Newport News, Va.—Time-pay- 
ment selling is getting a new pro- 
motional twist from the Noland 
Credit Co., the customer-financing 
subsidiary of the p-h industry’s 
largest independent wholesaler. 

Noland’s contractor-customers 
will get free advertising credits for 
every dollar of unpaid balance on 
time-payment paper they place 
with the credit company. The net 
effect of this novel bonus plan will 
be to lower the contractors’ adver- 
tising costs as sales expand. 


a Under the plan—officially desig- 
nated as “Operation Ad Bucks’— 
those contractors who arrange fi- 
nanced business with the company 
can use the resulting credits to: 

1. Do local advertising at the 
equivalent of “bargain” rates. 

2. Slash their share of manufac- 
turer co-op advertising in 
newspapers as low as 25 per- 
cent of the total cost. 

. Reduce to as little as they 
choose — even to zero — their 
share of manufacturer co-op 
advertising on radio. 


Here, according to John Clark 
Jr., vice president and general 
manager of the credit company, is 
the way the Ad Bucks campaign 
will work: 

The credit company will allocate 
a half-cent of prize money for each 
dollar of unpaid balance in every 
time-payment contract it purchases 
through September 30 of this year. 
Upon assuming a contract, the 


credit company will issue a special 
Ad Bucks check, in the appropriate 
amount, to the contractor with 
whom the business originated. A 
$10,000-balance deal, for instance, 
would bring the contractor a $50 
Ad Bucks check. 


a The contractor can choose from a 
variety of ways to spend his Ad 
Bucks checks, other than applying 
it to newspaper or radio advertis- 
ing. He can, for instance, apply it 
toward the cost of any of Noland’s 
direct mail promotional material. 

The only restriction attached to 
the program is that local Noland 
branch managers may review in 
advance advertising material pre- 
pared for radio and newspaper use. 

Direct mail material and other 
sales aids are free of this restric- 
tion, since they have been designed 
and approved company-wide and 
are already in use. 


= The credit company plans to 
make wide use of its 30-minute 
color movie, “Target for Tomor- 
row,” in promoting the Ad Bucks 
program among contractors. The 
film emphasizes the untapped po- 
tential available to contractors in 
the modernization market. It dem- 
onstrates how this market can be 
reached with the aid of an accept- 
able financing plan. 

The Noland Credit Co., founded 
in 1958, has handled more than $10 
million in industry paper in less 
than three years. About 2,000 
dealers are using it in the Noland 
Co.’s nine-state operating area. 


The firm has 36 branches. 


General Twining Joins Star-Studded 
Group of Speakers for CSA Meeting 


Cuicaco—General Nathan Twin- 
ing, retired chairman of the Joint 
Chiefs of Staff, will be the main 
speaker at the April 5-7 meeting 
of the Central Supply Assn. in 
Chicago. 

Twining, who retired from the 
service last Sept. 30, served in the 
army and later in the air force for 
44 years. He will cover the na- 
tion’s defense outlook during the 
early 1960's, it was reported by 


CSA secretary James Peery. 
Joining with Twining on the 
CSA platform will be three in- 
dustry leaders. Herbert Bissell, vice 
president in charge of merchandis- 
ing, Minneapolis-Honeywell Regu- 
lator Co., Minneapolis, is expected 
to discuss future trends in heating 
and air conditioning and will an- 
alyze the competition between 
electricity and more conventional 
fuels for heating purposes. Fred 
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Spence, president of the Walworth 
Co., New York City, will speak on 
the wholesaler’s relationship with 
the manufacturer of valves and fit- 
tings. Carl Finley, New Orleans 
contractor and president of the 
NAPC, also will appear. 


w Bill Veeck, president of the Chi- 
cago White Sox and a controversial 
baseball figure, was previously an- 
nounced as a speaker. He is ex- 
pected to “throw out the ball” on 
the baseball season, which gets un- 
derway later in April. 


Oil Heat Institute, 
Fuel Oil Council Merge 


(Continued from page 11) 
made by the OHI, which pointed to 
the advantages of having “one na- 
tional organization to represent and 
vigorously promote the interests of 
the entire oil heating industry.” 

For the first time, an OHI spokes- 
man said, “dealers and distributors 
of heating oil and oil heating equip- 
ment, the refiners of petroleum 
products and the manufacturers of 
heating equipment will be in a 
single organization that will devote 
itself, with largely-increased finan- 
cial assistance, to the promotion of 
oil heating in its competitive strug- 
gle with other fuels.” 

A president and staff for the new 
organization will be chosen in the 
near future. 


Tips on labor relations 


Is a shutdown called for 


PLAIN FACTS about the “Dollars for Dealers” merchandising program of A. 
Y. McDonald Manufacturing Co., Dubuque, la., will be presented by executives 
of the firm as they fly over 6,000 miles in 16 days. Shown here with their 
pilot, at right, are (from left) D. E. Brubaker, advertising manager; J. A. Stirek, 


market analyst; and F. J. Hagy, merchandising manager. 


Construction Contracts in ‘60 Hit All- 
Time High for 14th Consecutive Year 


Schools pace new record with 13 percent gain 


New York City—A burst of 
strength in the final months of the 
year sent 1960 construction con- 
tracts to a new all-time high for the 
14th year in a row, according to 
F. W. Dodge Corp., construction 
analyst. 

Sharp gains in non-residential 
buildings and heavy engineering 
construction late last year more 
than offset a “poor showing” by 


lack of work a lockout? 


residential building, the largest cat- 
egory, and pushed total construc- 
tion contracts for the year to a 
record $36,318,000,000, a fraction 
above the previous high set in 1959. 

Despite the widely publicized de- 
cline in housing, dwelling units in 
apartments in 1960 chalked up a 
sizable gain over 1959, Dodge said. 
Apartments accounted for 21 per- 

(Please turn to page 14) 
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DUE TO A STRIKE,WE CANNOT 
OBTAIN DELIVERIES AND WILL 
CLOSE UNTIL THE SITUATION 
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News ... continued from page 13 


: 
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CHECKING over a new Milvaco gate valve, designed and produced by the 
Milwaukee Valve Co., Milwaukee, Wis., are the firm’s president, H. L. Seder, 
left, and vice president, M. Koenigsberg. The valve is one of more than forty 
new products being added to the company’s line of plumbing and heating 
valves and fittings in what Seder has termed “an expansion program un- 
precedented in the company’s 60-year history.” 


Home Builders Probe Ways to Get “the 


Right Plumbing for 


Cuicaco—Plumbing contractors 
who “aren’t sure what they want to 
do” can’t work effectively with 
home builders who “aren’t sure 
what they want.” 

That was the word passed to the 
annual convention of the National 
Assn. of Home Builders by Wayne 
Sanderhoff, plumbing contractor of 
Racine, Wis. 

He was the only plumbing con- 
tractor appearing on a panel with 
three home builders in a discus- 
sion of “The Right Plumbing for 
the Right House.” 

Sanderhoff told the assembled 
builders and plumbing contractors 
that it is essential for both to plan 
and discuss their common business 
affairs so their purposes are clear. 
This means, he explained, that both 
must recognize that quality is not 
necessarily consistent with price. 

“If the plumbing contractor 
wants to sell price and if the build- 
er is interested in price, they can 
work together,” he said. “The same 
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the Right House’ 


is true if they’re both talking qual- 
ity. But those who speak of ‘qual- 
ity at the cheapest price’ are talk- 
ing about different things in the 
same breath and this can only lead 
to more confusion in their working 
together.” 

The builders on the program took 


Here's answer to the labor 
relations question, page 13 


ARBITRATOR'S 
DECISION 





NOT WHEN worK IS 
UNAVAILABLE AND 
NO DISPUTE EXISTS 
BETWEEN CONCERNED 
UNIONS AND EMPLOYER, 


Based on a /959 
New York Decision 











some swings at the plumbing con- 
tractor, asserting that plumbing is 
the one big factor in their costs 
that they don’t fully understand 
and have to spend too much time 
on. One “solution” offered by two 
builder panelists was prefabrica- 
tion, preferably in their own yards. 
The meeting also saw the pre- 
miere showing of a new American- 
Standard bathroom planning prvu- 
gram for builders, presented by 
Nicholas Maszkoff, manager of 
building coordination of the firm’s 
Plumbing & Heating Division. 


Bell & Gossett Buys 
Electronics Firm 


Morton Grove, ILt.—Bell & Gos- 
sett Co., known primarily as a 
manufacturer of heating and air 
conditioning equipment, has an- 

(Please turn to page 16) 


Construction contracts hit new highs 


(Continued from page 13) 
cent of all units reported, the high- 
est proportion reached in the post- 
war period. 

Contracts for schools set a new 
all-time record in 1960, some 13 
percent ahead of 1959. 

A gain of 7 percent in commercial 
buildings was accounted for entire- 
ly by an upsurge in office building 
contracts, which rose to $1.6 billion, 
also a new record. 

Dodge pointed out that the 1960 
gain in contracts was largely ac- 


counted for by highways and 


schools, which are mainly govern- 
ment owned. The principal decline 
was in housing—primarily under 
private ownership. Thus, govern- 
ment-owned projects accounted for 
35 percent of contracts in 1960, 
compared with 31 percent in 1959. 


» As for 1961 prospects, Dodge 
economists say that construction is 
the brightest spot in the business 
outlook. “As the nation’s largest 
fabricating industry, it is expected 
to play a significant role in revers- 
ing the current economic decline.” 
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ouwn THE GOOD OLD DAYS 


TO SEND PUMP SALES 'N PROFITS SOARING! 


ONLY FAIRBANKS-MORSE COULD SELL 1961 PUMPS 
AT 1922 PRICES—DURING OUR DYNAMIC GOOD OLD DAYS 
_ SELLING EVENT! IT’S A SURE-FIRE CINCH TO BUILD TOP 
) DEALER SALES VOLUME... TOP DOLLAR PROFIT...FOR YOU! 
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The GOOD OLD DAYS start in January = 
everywhere in the U.S.A. for 
Fairbanks-Morse Pump Dealers! 

Best of all, it's an exclusive selling event 
eee designed to make dollars for 

F-M Dealers only! This event features 

all the excitement of the GOOD OLD 

DAYS. The only things different are the eae COORDINATED PROMOTION! 
pumps. Today, they have 3 times the FREE FOR THIS EVENT! 


store ther ae SRE Liisiesé ta Newspaper ads! National ads! Radio spots! B ! 
eink oladaliics-haniths any alik aimmbi Streamers! Special giveaways! Colorful Dis oat 

Yours to help you stage the biggest bile “A 
event to build pump profits ever designed! 
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WATER PURIFICATION EQUIPMENT SPARKS SALES! | SPECIAL DEALER DEALS! SPECIAL FEATURES! 


Sell F-M’s special equipment to correct and purify drinking water—for Every dealer will have Our exclusive nylon 
extra pump sales during this event! Our Everpure equipment a special traffic-building impeller, for example, will 
eliminates bacteria, iron, sulphur—automatically! Then deal, tailored for him! help sell submersibles! 
dechlorinates and filters! Ask about this special selling item! 


The GOOD OLD DAYS start in January, 1961! 
Your F-M field engineer has all the details 
TODAY! Get in touch with him...RIGHT NOW! 


Fairbanks, Morse 


PUMP AND HYDRAULIC DIVISION 


A MAJOR INDUSTRIAL COMPONENT OF FAIRBANKS WHITNEY CORPORATION 
Check 3-015-01 on Reply Card 

















News . . . continued from page 14 





A GLANCE at the 
handy index tabs 
of Brass-Craft 
Manufacturing 
Co.’s new 28-page 
catalog enables 
the user to easily 
find specific 
models, sizes, 
quantities and 
prices of all items 
produced. Copies 
of the catalog 
may be obtained 
by writing the 
company at 2821 
Brooklyn Avenue, 
Detroit 1. 


Do Your Pump Customers Feel ‘Penal- 
ized’ if They Can't Have City Water? 


Make them see the individual water system 
as a positive advantage, pump group says 


Cuicaco—“When the average 
householder is thinking of buying 
a home beyond the mains, does he 
look upon the individual water sys- 
tem as a ‘penalty’ that must be en- 
dured for living in the country? 
Or does he see the many advantages 
of having his own source of water 
supply?” 

This was the provocative ques- 
tion raised by Fred Hout, president 
of Barnes Manufacturing Co., be- 
fore the recent meeting of the Nat- 
ional Assn. of Domestic & Farm 
Pump Manufacturers. 


# Hout was one of several speakers 
to underscore the fact that the wa- 
ter system should be sold “posi- 
tively” on the basis of the advan- 
tages it offers compared with city 
water—no shortages, the possibility 
of greater purity, etc. 

The speakers also stressed the 
importance of the replacement 
market and underscored the man- 
ufacturer’s responsibility in help- 
ing dealers to capitalize on it. 

“The water system industry is 
knocking itself out competing for 
new jobs on a price basis when its 
replacement market is a sleeping 
giant,” Hout told his audience. 


“Some 70 percent of homes with 
private water systems have units 
that are undersized and should be 
replaced,” he went on. “About 4,- 
746,000 water systems in use today 
have been operating for 12 years 
or more. 

“Instead of presumably being 
shackled by the number of housing 


Bell & Gossett Buys 
Electronics Firm 


(Continued from page 14) 
nounced the acquisition of an 


electronics firm. 

It’s the Circuit Development 
Corp., Boulder, Colo. manufac- 
turer of specialized printing de- 
vices as well as electronics equip- 
ment. 

R. E. Moore, B & G president, 
said the new company was ac- 
quired through an exchange of 
stock. Its acquisition is part of the 
firm’s planned expansion of its 
electronics division, Moore said. 

In 1959, the company acquired 
the Colorado Research Corp., 
Bloomfield Heights, Colo., and in 
1958, it took over the Dualex Corp. 
after serving as its licensee for 
some years. 





starts, let’s go after this replace- 
ment business hard. How much 
of it we get doesn’t depend on any 
factor outside of ourselves and our 
wholesalers and contractor-dealers. 
It depends upon the salesmanship 
of each of us.” 

Hout also emphasized the poten- 
tial value of special promotions like 
the annual water systems month in 
May, urging his listeners to co- 
operate more fully with their own 
distributors and their contractor- 

(Please turn to page 132) 


TIME AND TALENTS of North Jersey Credit & Trade Club members were do- 
nated during a recent drive that netted $12,000 for local chapters of leading 
national charities. The wholesaler association functions in Passaic and Bergen 
counties. Celebrating the completion of the drive are, seated from left, Albert 
Madison, Bertha Klemo, Joe Hirschberg, Elizabeth Mlotak and Herman Zitcer. 
Standing are Charles Henbright, John Wegner, Joe Gooter, Bill Palko, Joseph 
Fineman, David Markus and Cecil Gordon. 
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Reading Tube Corporation Specializes in the Making of 
Copper Tube, Exclusively, Starting in Its Own Refinery 
and Continuing with Complete Quality Control, thru All 
the Integrated Processes, to the Packaging of the Finished 
Product. Complete Stocks at Eleven Strategically Located 
Distribution Depots Assure Prompt Shipment of Orders. 


Always Specify READING COPPER TUBE! 
READING TUBE 3 C Osu pioonsss wanuractunine co. inc. 


EMPIRE STATE BUILDING, NEW YORK at) N.Y. © PLANT: READING, PA. 
READING, PA. © WOOPSIDE, L. I., WN. Y., 57-17 Northern Bivd. 
PHILADELPHIA, PA., 921 No. Penn St. 
Murphy Ave. S.W., Unit 5, Bidg. 8 
Thomas St. © CHICAGO, ILL., 305 W. 


at AOln 
- COP lpg 

















Faulty Heating Kills — 
Who's Responsible? 


Can a general contractor be 
held liable for the faulty installa- 
tion of a subcontractor, if the 
fault is not discovered for about 
two years? 

In a recent case, a faulty heat- 
ing installation gave off carbon 
monoxide, killing an occupant of 
the home. Investigation showed 
that in installing the system two 
years before, the heating subcon- 
tractor had not provided proper 
venting. | 

The courts held the general 
contractor responsible, saying he 
should have checked the heating 
installation to see that it complied 


with local codes. He was ordered | 


to pay heavy damages. 
Citation: Tomchik v. 
Products, 340 Pac. (2d) 72. 


Bell 


Suit Must Be Based 
On Work Done ‘Legally’ 


A heating and air conditioning 
contractor subcontracted the 
plumbing part of a big job instal- 
lation to a plumbing contractor. 
The latter did not finish the work, 
and the heating contractor, al- 
though not licensed for plumb- 
ing, completed the job. 

He then sued the plumbing 
contractor for breach of contract. 
The plumbing contractor de- 
fended himself by saying the 
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| IT’S THE LAW! | 


Legal Decisions of Interest to Contractors 





plaintiff had no right to perform 
plumbing work and, therefore, 
could not bring suit for its pay- 
ment. The heating contractor con- 
tended that since the plumbing 


work was only incidental to heat- 
ing and air conditioning on the 
job, he had acted correctly. 

The deciding factor was testi- 
mony from the state contractors’ 
licensing board, which ruled that 
only a licensed plumbing con- 
tractor should have completed 
the job. The suit against the 
plumbing contractor was dis- 
missed because the work on 
which the suit was based was il- 
legal. 

Citation: Currie v. Stolowitz, 
338 P. (2d) 208. 


Journeyman Falls 
Into Hole: Who Pays? 


A journeyman plumber, level- 
ing pipe on the first floor of a 
new hospital, stepped backward 

(Please turn to page 23) 











YOU BE THE JUDGE 


If you were a judge, how would you decide this case? 

An applicant for a master plumber’s license said he 
carried out journeyman assignments for several years, 
supervised installations and even assumed management 
functions of a firm, including estimating and personnel 
direction. The licensing board, however, learned that the 
applicant had never been “officially” recognized as more 
than an apprentice. State law requires a journeyman’s 
license; so the applicant’s request for a master’s license 
was denied. He took the case to court. Did he get the 
license? 

* * * 1 

The court ruled that “technicalities” cannot bar a man 
from getting a master plumber’s license if he has special 
qualifications. The applicant was a journeyman in fact, if 
not in name. He got his license. 


(Citation upon request from Domestic Engineering.) 
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NEW SARAN LINED DRAIN LINE—won' break or rust out, 
installs fast with regular plumbers’ tools! 


This new corrosion-resistant plumbing is handled like 
ordinary pipe. Install it in ordinary wall sections . . . use 
regular plumbers’ tools and methods... and don’t baby it. 
And where space is tight, design of fittings permits use of 
spanner or strap wrench. Saran lined drain line and fittings 
won't break when you install them, and they stand up to 
almost anything a man might put in them .. . acids, alkalis, 
radioactive wastes. They won’t rust out even after years 
of service! 

Tough saran lined drain line comes in lengths up to ten 
feet, which means fewer joints in a drain system. You don’t 
have to lead and caulk bell-trap joints. Close coupling nuts 
on saran lined fittings make assembly quick and easy .. . 


THE DOW CHEMICAL COMPANY 


Check 3-019-01 on Reply Card 
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with a positive, leak-proof seal at every joint! Since saran 
lined drain line has a tough steel casing, it won’t sag or 
distort, even when using a minimum of supports or hangers. 


When you design or specify corrosion-resistant drainage 
systems for laboratories or chemical operations of any kind, 
build the complete system with saran lined drain line and 
fittings. They’ll take pressure ranging from full vacuum to 
150 psi, and temperatures from —20°F. to 200°F. They can 
be easily cut, fitted and modified using conventional 
plumbers’ tools. For more information, write Saran Lined 
Pipe Company, 2415 Burdette Avenue, Ferndale, Michigan, 
Dept. 1574LX3. 


Midland, Michigan 
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Check 3-020-01 on Reply Card —y> 

















AAQUARIC 


THE BUILDERS’ LINE 


+++ PLUMBING FITTINGS 
BY KOHLER of KOHLER 


All THE METAL in every Kohler fitting, including THE VALVET — miracle faucet Se ee ee ae 
handles and escutcheons, is genuine brass, with ex- seat washer against chrome plated brass seat. No 
posed parts chromium plated. grinding action — no wear on seats or washers — 

ALL-BRASS means top resistance to corrosion — re- no dripping faucets. c : # Kohler fitti 
sistance to detergents — alkalinity — salinity. All- wai minh mudd wide eae hora none 
Brass means longer life — fittings look new longer. on old-fashio afte 





KOHLER or KOHLER 


ENAMELED IRON AND VITREOUS CHINA PLUMBING FIXTURES ® ALL-BRASS FITTINGS @ ELECTRIC PLANTS © AIR-COOLED ENGINES ® PRECISION CONTROLS 








‘DOWN TO EARTH PRICES 





AQUARIC. 


by Kohler 
SEVEN WAYS SUPERIOR 











All-Brass: No other metal resists wear and corro- THE CENTAUR — Compact, one-piece, center-set lavatory 


: fitting with pop-up drain, VALVET units, and aerator, K-10300. 
sion as well. Aquaric by Kohler — all brass all (With chain and stopper K-10305). 
the way through 


Wear longer Stay brighter; All-Brass fittings 
with the brilliant Kohler chromium plating keep their 
new looks longer add sparkle to the bath and 


kitchen 


Yinart Appearance: Preah clean linea, simplicity atl 
design, MINIM ornamentation and expensive tein 


charactertae ty Aquark 


VoeDrp The anaeiie and exeluaive VALVET By 
Kohler assures positive closifg, pute an end to leaks 


faueets 


Neat Installations Nonerising stem means no uf 
sightly packing residue 
THE DALE — Distinetive two-valve bath and shower fitting 


with diverter spout, K-10106, and ball joint shower head, 
Easy Grip Handles: Full-sized give firm grip K:10296, (The Dawley with Integral stops K-10112), 


start and stop water flow easily 


Kohler Quality: Each unit engineered to exacting 
tolerances, subjected to rigid inspections, torturous 


tests at above normal water pressures. 


THE AQUARIC — complementing the deluxe 
Galaxy and Constellation All-Brass fittings by Kohler. 


THE AQUARIC — like all other Kohler plumb- 
ing fixtures and fittings — carries the Kohler trade 
mark —a mark of achievement — an assurance 
of worth. 
THE LANGLEY —Gracefully designed, one-piece sink fit- 
ting with arched 8” swing spout, full-sized, easy grip han- 


dies, and VALVET units, K-10420. (Optional thumb controlled 
KOHLER CO. Established 1873 KOHLER, WIS. sprayer provides added convenience, K-10425). 





PROWEN 
BEST FOR leWVlERty 
WAVER SVSUEN 

JOB! 


HM Pump installers work faster, for 
less cost, and have less call-backs 
when they use either flexible Klear- 
cor or ABS semi-rigid pipe. Mirror- 
smooth interior surface cuts friction, 
requires less power and smaller 
pumps. Both are rust and rot proof, 
chemically resistant, and non toxic. 
Complete conformance to all exist- 
ing applicable standards. Always 
full wall thickness. With accurate 
ready-to-use fittings. Get Klearcor 
in standard 2” through 2”... West- 
ern ABS 2” thru 6” sizes. 


GLLEVITOU? westenn 
SEiil-RIGID PLASTIC PIPE 


@® Registered, Patent Pending. Approved: 


WESTERN PLASTICS CORPORATION ¢-° 


1515 W. 2nd Street Phone 3-136] Hastings, Nebraska 


fas 


Check 3-022-01 on Reply Card 
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It's the Law 


(Continued from page 18) 
to inspect the work—and fell 
through an unguarded floor 
opening. Suit was brought 
against the general contractor, 
claiming negligence. It was 
pointed out that a city ordinance 
required a three-foot-high guard 
rail around such openings. The 
general contractor, however, 
said the journeyman was equally 
negligent in not looking behind 
to see where he was going. 

The court ruled in favor of the 
journeyman, saying that because 
of the city ordinance the worker 
had a right to expect an opening 
to be shielded. And, the court 
added, the general contractor 
should have obeyed the ordi- 
nance because he knew workers 
sometimes must step backward 
during the performance of their 
duties. 

Citation: Mogley v. Beers Con- 
struction Co., 102 S. E. (2d) 645. 


Investment in Safety 
Can Save Money 


Rubber shoes for ladders are a 
small investment that can save 
big money. 

An employee of a plumbing 
subcontractor working on a re- 
modeling job was standing on a 
ladder provided by the general 
contractor while replacing some 
pipe. The ladder, not equipped 
with rubber shoes, skidded under 
him. Seriously injured, he sued 
the general contractor. 


=» The court ruled that the con- 
tractor was guilty of negligence 
in not properly equipping the 
ladder with nonskid safety de- 
vices. A ladder is a common 
source of accidents, and all pos- 
sible precautions for safety should 
be taken, the court indicated. It 
should be noted that if the ladder 
had been provided by the plumb- 
ing contractor, he would have 
been held responsible. 

Citation: Cayse v. Voley Bros. 
Inc., 96 N. W. (2d) 239. END 
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Just a little over a year ago no one ever 
saw a cooler like this. We call it the 
Wall-Mount, truly a Halsey Taylor first. 

It mounts on the wall ..no exposed 
fittings, no space behind cabinet to catch 
dirt or grime! Off the floor. . room under- 
neath for easy cleaning! The answer to 
maintenance-free installation and, like 
all Halsey Taylor fixtures, gives years of 
trouble-proof service. 


The Halsey W. Taylor Co., Warren, Ohio 


Write for latest catalog, or see Sweet's or the Yellow Pages 


Check 3-023-01 on Reply Card 


This is the cooler that 
pioneered a, trend 


The Wall-Tite, big brother 
to the Wall-Mount. Fits 
tight to the wall. 











Replace Septic Tanks? Inspector Tells 
Why He Favors New Treatment System 


EvLkuart, Inp.—Your article in 
the January issue on the new 
small-scale version of a big city 
sewage treatment plant was in- 
teresting to me. 

I have studied the possibilities 
of the various oxidation pools 
that have been tried around the 
country, and I think the “Bio- 
Pac” system is the answer to the 
very big problem caused by too 
large a concentration of septic 
tanks in a given area. 

In some areas even the highest 
degree of ground percolation is 
unable to solve the problem of 
waste from washing machines, 
food waste disposers and other 
up-to-date appliances. 


s The expense of pumping sep- 
tic tanks out each year (as rec- 
ommended by most Boards of 
Health) and of adding and prop- 
erly servicing extra chlorination 
chambers makes me disagree 
with Russ Lewis’ opinion (page 
121) that the cost of converting 
to a new system such as this one 
would not be worthwhile. 


# According to the FHA, the cost 
of septic tank disposal systems 
runs to about $450 or more. Be- 
cause of the ever-present danger 
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of water-well and water-vein 
contamination, I think the new 
system is promising. 
R. H. Watson 
Plumbing Inspector 


@ The article in the January issue to 
which inspector Watson is referring is 





titled: “Big City Sewage 
Comes to the Country.” 

In preparing this article, DE talked 
with officials of the Link-Belt Co. (the 
system’s manufacturer) and also inter- 
viewed Mr. Lewis, president of the 
National Assn. of Domestic & Farm 
Pump Manufacturers, and Ed Zimmer, 
director of the City of Chicago Plumb- 
ing Testing Laboratory, for their opin- 
ions on the new unit. 

Mr. Zimmer hailed the Bio-Pac as 
a “real advancement.” Mr. Lewis de- 
fended existing septic tank systems, 
saying they are “perfectly adequate” 
when properly applied and installed. 

DE will welcome the opinions of 
other readers. 


Disposal 





Looking for New 
Merchandising Ideas? 


WESTERLY, R.I—We are inter- 
ested in obtaining new sales ideas 
in both advertising and store 
promotion. Can you help us? 

JOSEPH MANFREDI 
@ Copies of DE’s Merchandising Aids 
and Ideal File booklet were sent to 
Mr. Manfredi, along with our “Blush- 
ing Betty” toilet seat sales kit. 





Dont Resist Imports—Build a Better 
Mousetrap, Contractor Tells US Mfrs. 


Watertown, S. D.—I’ve just 
read the report of Henry Wal- 
lace’s speech to the convention 
delegates of the American Insti- 
tute of Supply Assns., as it ap- 
pears on page 10 of Domestic 
ENGINEERING’S December issue. 

The speech, titled “Sell Amer- 
ican Pipe,” strikes me as an at- 
tempt by this spokesman of the 
steel pipe industry to deviate 
from the American way, which 
is to build a better mousetrap. 


=» The hour has come, it seems to 
me, for the steel pipe industry to 
quit crying over imports and be- 
gin to get more competitive. This 
will mean greater automation for 
the good old U.S.A. (and the 
benefits of it will have to be 
shown on the steel pipe distribu- 


tor’s net price sheet, rather than 
only in the pockets of manage- 
ment and labor. 

The U. S. has met every pro- 
duction test before and I believe 
it can do so again. 

The wholesaler’s position in 
our industry is to seek out the 
best price, and if it happens to be 
attached to imported pipe he is 
only normal for buying it. 

CLARK REDLINGER 
Contractor 


“Buy American’ to 
Survive, He Says 


Lone Beacu, Cauir.—For self 
preservation we obviously have 
to have a “Buy American” cam- 
paign for some products. I am 
and have been conducting one of 
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my own and have received good 
results from it. 

I have no particular prejudice 
against our foreign policy. But I 
believe charity begins at home. 
Our people buy foreign goods 
only if they are “cheap.” Let’s 
give foreign goods a fair shake, 
but let’s have them identified and 
forced to compete with American 
products on the basis of quality. 
We should make importers actu- 
ally work to sell their products 
instead of dumping them at 
cheap prices. We have to, or we 
may not survive. 

PLANTE Pipe & STEEL 
Wholesaler 


What Does the Con- 
stitution Have to Say? 


BRECKENRIDGE, Minn.—I’m op- 
posed to all this overseas mone- 
tary and technical aid to build up 
industry over there that comes 
back to compete with us. I don’t 
believe our Constitution pro- 
vides for the taxing of Americans 
to give the money away overseas. 

JOHN ZITZOW 
Contractor 


Report ‘Clarifies’ 
Import Situation 


New York Crry—Your publi- 
cation is to be commended for its 
program to bring additional facts 
and clarification to American in- 


dustry on the important and vital 
subject of imports. 
LESTER BENOIT 
Secretary-Treasurer 
Pipe Fittings Mfrs. Assn. 


@ The series began in our Nov. issue. 
At their conclusion, they will be re- 
printed in booklet form. 





‘New Frontier Is Progressive, But It 
Could Also Break Us, Reader Warns 


PouGHKEEpsiIE, N. Y.—I read 
your article in the January issue 
on “The Kennedy Takeover: 
What It Will Mean to Your Busi- 
ness,’ and found it to be very 
good reporting on a complex and 
difficult question. 

I feel it is somewhat early to 
know for certain how the Ken- 
nedy administration plans to 
treat business, but would like to 
comment on several points. 


«President Kennedy appeared 
very “liberal” when he was cam- 
paigning for election, but his re- 
cent cabinet appointments do not 
bear this out. Maybe I’m politi- 























“It’s not bad once you get in,” 
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cally naive, but I do not think 
planning it this way is to Mr. 
Kennedy’s credit. 

Of course, it may be that upon 
being elected he found that he 
would have to rely on some so- 
called “conservatives” in order to 
keep the “ship of state” on an 
even keel. 


=» I too am somewhat appeased 
by the same factors you mention 
in your article—such as business- 
men in the Cabinet and the close- 
ness of the election. These should 
have a restraining influence on 
“radical” legislation. 

The appointment of Labor Sec- 
retary Goldberg has been ac- 
cepted favorably by the very 
capable Red Motley, president of 
the National Chamber of Com- 
merce, and Senator Barry Gold- 
water, one of the businessman’s 
best supporters. These, in my 
mind, are excellent endorsements 
and may mean business will re- 
ceive equitable treatment in its 
dealings with labor from the new 
Secretary. 


= Nevertheless, I was alarmed 
that in the famous short session 
of Congress just prior to the elec- 
tion, Mr. Kennedy pushed for 
passage of his “Secondary Boy- 
cott on Construction Jobs” bill. 
This bill, which fortunately was 
not passed, would have allowed 
unions to enact secondary boy- 
(Please turn to page 26) 





Letters 





(Continued from page 25) 
cotts on construction jobs. 

I do not have to tell you the 
unfortunate results to contrac- 
tors and the citizenry at large if 
unions were licensed to do such a 
thing. Therefore, I feel we may 
yet find a “pro-labor, anti-busi- 
ness” label rightfully pinned on 
this administration. I hope this 
will not come about. 

The “new frontier” program, 
no doubt, has some very good, 
progressive facets. But I temper 


this with the thought that the bill 
has got to be paid by someone. 
Let’s not mortgage our children’s 
and grandchildren’s futures by 
asking them to pay for Feder- 
al Government programs that 
might better be handled by the 
states or the individuals them- 
selves. Let’s trust there is a hap- 
py medium that can be reached 
in this important area. 

Whether we are Republicans 
or Democrats we must admit this 
is a time of great importance on 


both the domestic and foreign 
scene. President Kennedy has 
much more than a big job on his 


hands. He has inherited the coun- 
try at a time when he will have 


to make some of the greatest de- 
cisions of our time. 


= Because of this we should all 


hope and pray President Ken- 
nedy is successful, since all of 
our futures are dependent on his 
leadership. 
THOMAS SHAKER JR. 
Secretary 
Shaker, Travis & Quinn Inc. 
(Contractor) 


“It Only Hurts When We Laugh!” Wholesaler Claims His 
Firm Was First on the Market with Prefab Plumbing Wall 


PirrsBuRGH — We read with 
great interest the article in your 
January issue on the West Coast 
Heating & Plumbing Co.’s pre- 
fabricated plumbing wall, and 
were somewhat amused by Mr. 
Hunton’s statement that “this is 
the first big change in home 
building methods in 50 years.” 


« Over six years ago we had a 
prefabricated plumbing wall on 
the market. We're enclosing 
some of the literature on the 
“Ruswal” prefabricated plumb- 
ing package (right) which was 
smaller and more compact than 
West Coast’s appears to be. 

The “Ruswal” was developed 
by Mac and John Russ of Pitts- 
burgh about 8 years ago. We put 
it on the market in 1954 because 
we felt, as Mr. Hunton does, that 
the prefabricated plumbing wall 
was a real answer to many of the 
residential plumbing problems. 


s Unfortunately, the idea met 
with great resistance from the 
plumbers in the area. We were 
set up for mass production of 
these walls but the orders for 
“Ruswals” did not come en 
masse. We were able to keep the 


costs on the wall low by many 
innovations, just one of which 
was extruding fittings out of the 
copper tubing used in the wall. 
We sold quite a number of the 
walls, but because of the resist- 
ance and lack of big orders we 


took it off the market in 1956. We 


were, it seems, ready for a mass 
plumbing market, but the market 
wasn’t quite ready for us. 
We sold some of these to pre- 
fab home manufacturers, and a 
(Please turn to page 30) 


We Thought So ... Sales Proved It! 
31 Nails—! Hammer Installs RUS-WAL 
—the Prefabricated Plumbing Wall 


Orders Pile In As Home Builders 
Buy “Plumbing By The Package” 


PRE-INSTALLED PLUMBING WALL 
PACKS A HUGE SALES WALLOP! 


* Bathrooms, Kitchens Installed 
in One Complete Operation 

* Fits Any Plumbing Layout 

*® Delivered Ready to Install 

* You Can Plaster Immediately 

*& Uses Lifetime Copper Tubing 


CRESCENT SUPPLY ran this ad on 


1 The greatest advancement in 

| home modernization since 
the bathroom was brought 
indoors, RUS-WAL gives 
home builders a low cost, 

1 high quality pre-installed 

1 plumbing unit that sets into 
the wall framing in one easy 
operation .. . using only 31 
nails and a hammer. 





Manufacturing Company 

7127 Kelly Street 

Pittsburgh 8, Pennsylvania 
Please rush complete details concerning 
RUS-WAL, the prefabricated plumbing wall. 


Firm Name 
Representative’s Name 
Address_ 


City Zone __State ss Br 


its prefab plumbing wall in 1955. 
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COMPLETE LINE OF 
STEAM TRAPS 


Hoffman Traps are specially designed and 
constructed to give economical removal of 
condensate from steam lines, long in-use 
life, and easy access for servicing. Traps 
illustrated are typical of Hoffman’s complete 
line; each has removable cover, pin and seat 


for quick inspection and cleaning. 


vs \ 
AS 


% 
RENEWABLE THERMOSTAT, VALVE PIN & SEAT. 


50 Series Float and Thermostatic Trap for Steam Systems 
and Equipment. For quick access and ease of serv- 
icing, all working parts of Hoffman Float and 
Thermostatic Traps are attached to trap’s remov- 
able cover. Once installed, cleaning and repairing 
is possible without breaking pipe connections. 


600 Series Inverted Bucket Traps for Intermittent Draining 
of Condensate and Air from Steam Equipment. Hoffman 
Bucket Traps are flexible in capacity; various sized 
valve seats are available for operation over a wide 
range of pressures. Valve seats and pins are easily 
changed to suit uses and service applications. 


SPECIALTY MANUFACTURING CORP. 
1700 West 10th Street, Indianapolis 7, Indiana 


LOW, MEDIUM 
AND HIGH 
PRESSURE 
THERMOSTATIC 
TRAPS 


50 Series F & T 
Traps feature 
quick access to all 
working parts... 
low maintenance 
costs. 


600 Series Bucket 
Traps feature 
straight-through 
pipe connections 
and changeable 
valve seats and 
pins. 


VALVES, TRAPS, VACUUM & CONDENSATION PUMPS, FORCED HOT WATER HEATING SYSTEMS, STOCKED & SOLD BY LEADING WHOLESALERS OF HEATING & PLUMBING EQUIPMENT. 
Check 3-027-01 on Reply Card 
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Day & Night 
Water Heater 
prices have 
been reduced 
to make them 
Important competitive 


announcement “ 
with all other 
fo anyone 


who sells water heaters 
water heaters in the world! 


Check 3-028-01 on Reply Card 
28 





here’s why: 


I 


Day & Night reduced prices on Jetglas water 
heaters to meet competition and sales made a 
tremendous jump! This is proof-positive that 
dealers and consumers alike know real quality 
and will insist on it — especially when it’s priced 


competitively. 


Day & Night has the world’s most modern, auto- 
mated water heater plant. Increased volume 
automatically decreases the manufacturing cost 
per unit, and makes it possible to sell each water 
heater for less money. Result: greater sales... 
more orders. And the cycle of savings starts 


again. 


Fifty years of experience plus constant research 
programs to improve product value will always 
produce a better water heater. Building a water 
heater right keeps factory costs to a minimum. 
Building a good water heater keeps warranty 
failures to a minimum. Day & Night’s low rate 
of failures is the envy of the industry. Result: 
maximum warranty protection for the dealer — 
minimum trouble on warranty replacements 
when they do occur. 


ut... 
Day & Night 
will still build Day & Night can sell for less because it builds 


America’s finest water heater! 


the world’s Day & Night 
finest MANUFACTURING CO. 


855 ANAHEIM-PUENTE Roap * La Puente, CALIFORNIA 
Over 50 years experience in better-built Water Heaters, 
wa er Ca Crs. Home Heating and Air Conditioners. 
Check 3-028-01 on Reply Card 
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“It Only Hurts 
When We Laugh!” 


(Continued from page 26) 
year or so later we noted that 
some of the larger prefabbers 
were producing an almost exact 
copy of our wall. As far as we 
know, they still are. 

We wish West Coast Heating 


& Plumbing Co. good luck with 
its “new” venture, and we feel 
that it should be able to do a 
very good job with it in the 
“progressive” area in which it 
is located. 

We believe that we were the 
first to produce and market a 
prefab wall of this nature, but we 
were a little too soon with it. As 





THIS CAN MAKES 
EVERY PLUMBER A MAGICIAN 


The trick looks so easy — a few ounces of Cloroben in any grease- 
choked waste system clears it magically. 


Now, don't suddenly look wise and say you know how it’s done! 
Cloroben isn’t the usual acid-caustic-enzyme or bacterial culture 


“rabbit-in-the-hat."’ 


It is an unusual grease emulsifier that gently dissolves grease 
and lets you flush away obstructions. 


Cloroben's magic will work for you wherever grease traps need 
regular maintenance and —very important —when septic tanks, 
cesspools, drain fields and dry wells defy all else. 


Cloroben — only Cloroben —is all you need to be a waste system 
magician. Stock up now at your wholesaler. For further infor- 


ration write: 


CLOROBEN CHEMICAL CORPORATION 
115 Jacobus Avenue, South Kearny, New Jersey 
Check 3-030-01 on Reply Card 


the comedian said, “It only hurts 
when we laugh.” 
S. S. CHosky 
Sales Manager 
Crescent Supply of 
Pennsylvania Inc. 


Plumbing Wall Story 
Creates Big Response 


SEATTLE, WasSH.—I wish to 
take this opportunity to express 
my appreciation to you for the 
excellent job you did on the arti- 
cle in your January issue de- 
scribing our preplumbed and 
prefabricated bathroom panels. 


s Thanks to Domestic ENGINEER- 
1ING’s leadership in the mechan- 
ical contracting field, the story of 
our panels has hit a major por- 
tion of the plumbing industry 
with considerable impact. 

This article created positive 
and immediate responses in the 
United States and Canada. To- 
day, we’re answering telegrams, 
long distance phone calls and cor- 
respondence from many plumb- 
ing contractors who are eager to 
work with us in making these 
panels available to their cus- 
tomers. 


=» We have been convinced for 
some time that these panels will 
play an increasingly important 
part in the industry, and there- 
fore we welcomed the opportu- 
nity to cooperate with your pub- 
lication in bringing our activities 
to the attention of the trade. 
R. E. HUNTON 
President 
West Coast Heating & 
Plumbing Co. 


Says DE Is Tops with Him 


Tucson, Ariz.—As far as I’m 
concerned, Domestic ENGINEER- 
ING is the best of all business 
magazines. I’ve been a subscriber 
for about five years. 

I'd appreciate one of your 
Qualified Contractor Kits. 

S. GREER 
e The Qualified Contractor Kit con- 


tains promotional ammunition for 
(Please turn to page 32) 
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This “SU” is used to furnish 
supplemental heat to a ware- 
house and shipping room area 
at Avon Products Inc., Morton 
Grove, Ill. 
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Type “SU” Heat Exchanger used to heat 
convectors for faculty rooms, Loyola 
Academy, Chicago 


4 


“SU” installed to heat swimming pool 
shower water, Loyola Academy 


Check 3-031-01 on Reply Card 


FOR 
ECONOMICALLY 
HEATING 
WATER 
WITH STEAM 


TYPE 


HEAT 
EXCHANGER 


BeG Type “SU” Instantaneous Heat 
Exchangers are designed to heat water 
or other liquids with steam and can be 
connected to any steam boiler orsystem. 

An “SU” provides an efficient low 
cost method of heating water for apart- 
ment |buildings, hotels, hospitals, 
schools, industrial and processing 
plants. Comparatively small units pro- 
duce large volumes of hot water—no 
storage tank needed. 


In buildings where steam is required 
for process use, the advantages of a 
forced hot water system can be obtained 
by installing an ““SU’’ Heat Exchanger 
instead of an extra boiler. These heat- 
ers also have many applications in ver- 
tically zoning large hot water heating 
installations to avoid high static heads. 

With each B&G “SU” Exchanger, a 
Manufacturer’s Data report for Unfired 
Pressure Vessels, Form No. U-1 as re- 
quired by the A.S.M.E. Code rules, is 
furnished. This form is signed by a 
qualified inspector, holding a National 
Board Commission, certifying that 
construction conforms to the latest 
A.S.M.E Code for unfired pressure 
vessels. The A.S.M.E. ‘‘U”’ symbol is 
stamped on each exchanger. 


For complete information 
send for “SU” Catalogs 
No. SC-159 and SI-159. 





automatic 


TING SPECIALTIES 


AUTO-VENTS: 


NO. 27 and 37 


No. 27 is 3” x 24”, %” 
1.P. Female side 
connection 


for 


fede fa) HORIZONTAL 
MOUNTING 


CHICAGO Js 


e Combination heating & cool- 
No. 37, 3” x 215”, Ye” 
1.P. vertical male 


ing convectors 
bottom connection 


Fan coil units 
Radiant panels 
Radiators 


Pipe Lines 


CONTINUOUSLY 


in hydronic hot water heating and chilled water cooling 


They vent air 


systems 


FOR PRESSURES UP TO 50 LBS. 


Simply designed, they do a most effective job of 
getting rid of air pockets, letting the water cir- 
culate freely, automatically, thanks to a reliable 
float valve. Learn more about these inconspicu- 
ous vents that cost so little—yet do so much! 


WRITE FOR CATALOG 


MAID-O'-MIST, Inc. 


3217 North Pulaski Road Chicago 41, Illinois 


Check 3-032-01 on Reply Card 


| 
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(Continued from page 30) 


educating the public on the impor- 
tance of having plumbing and heat- 
ing work done by qualified installers. 
It contains posters, newspaper ads, 
publicity releases etc. The kit is avail- 
able free to contractors who give 
evidence of their qualifications. 


Australian Asks: What 
Is Hydronic Heat? 


RICHMOND, VICTORIA.—We are 
Australian manufacturers of do- 
mestic and commercial hot water 
equipment and as such are very 
interested in your excellent pub- 
lication. 

There appears to be a growing 
demand for hydronic heat in the 
USA as the articles you publish 
indicate. We’d be extremely 
grateful if you would tell us what 
hydronic heating is. 

D. O. SmitH 
Managing Director 
ORM Smith & Co. Pty. Ltd. 


e We explained to our Australian cor- 
respondent that hydronics means “the 
science of heating and cooling with 
water” and is a term adopted by the 
Institute of Boiler & Radiator Manufac- 
turers about four years ago to replace 
“wet heat.” 


What Are the “10 Basic 
Principles’ of Plumbing? 


CLEARWATER, F'La.—I’m trying 
to find out what the “10 basic 
principles” of plumbing are. I 
need this information in prepara- 
tion for a master’s exam. I never 
heard of them before, but I un- 
derstand it’s one of the questions 
that will be asked. 

Davip Kost 


e@ lf any reader can supply the in- 
formation sought by Mr. Kost we’d 
appreciate hearing from him. 


Valence Heat Article 
Used in Sales Program 


Niantic, Conn.—I found the 
article titled “Valence Cooling 
Gains Cited at I-B-R Meeting” 
on page 89 of your December 
issue to be very interesting and 
helpful. 

I’ve been selling Valence heat- 
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ing and cooling installations for 
the last two years, and I believe 
this article would be helpful to 
me in my sales efforts. Do you 
have any additional copies avail- 
able for this use? 
R. J. Pinto 
Manufacturers Rep. 
e Yes. Readers can obtain tear sheets 
of the article on valence cooling and 


heating simply by writing to the edi- 
tors of DE. 


His Concepts of 
Estimating Are Shaken 


Lorain, O.—You are destroy- 
ing my concept of estimating. I 
believe that the caption which 
accompanies the photo in the 
“Power Gas Boiler” report in 
your November issue is in seri- 
ous error. 

It’s inconceivable that those 
two large-size units are only 
3,400,000 and 3,100,000 Btu’s re- 
spectively, as reported. 

LEN KELLER 


e@ The article contractor Keller refers 
to is titled “The Application of Gas 
Burners to Large-Size Boilers.” Ac- 
cording to E. W. Haedike, assistant 
sales manager of Mid-Continent Metal 
Products Co. (and author of the ar- 
ticle), the capacities given are operat- 
ing figures which were derived from 
an actual test of the two units. He 
assures us that they are correct. 


They Parlayed “Better 
Living’ into Business 


SHEBOYGAN, Wis.—I read with a 
great deal of interest the article 
“They Parlayed the Better Living 
Theme into a Business Builder” in 
the September issue of Domestic 
ENGINEERING. 

Will you kindly send us a sample 
of the “Better Your Living” poster 
referred to in the article, with a 
quotation for quantities of 100, 250 
and 500? 

W. W. GANDRE 
J. J. Koepsell Co. (Wholesaler) 


@ The article to which Mr. Gandre 
refers tells how a wholesaler used DE’s 
"Better Your Living Poster” to help 
his contractors promote plumbing, 
heating and cooling remodeling. 
Single copies of the 32 by 40-inch 
full-color poster are available free 
to interested readers. In quantity, 
there’s a charge of 10 cents to cover 
printing costs. END 
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automatic 


AUTO-VENTS 


NO. 7 SERIES 


vent air out of hydronic hot water 
heating and chilled water cooling 
systems 


. and vent it 


continuously! 


for VERTICAL 
MOUNTING 


on 


e Pipe Lines 
Mains - Coils 
Unit Heaters 
Chillers 
Convectors 


Radiant Panels 


75 to 150 Ibs. pressure 
43%” x 2%" 


All hydronic hot water heat- 
ing and chilled water cooling 
systems collect air in pockets 
and stop the water from flow- 
ing freely. These inexpensive, 
easy-to-install Auto-Vents 
get the air out and keep it out 
because they work automatic- 
ally with a float operated 
valve. There are four of these 
efficient trouble-shooters in 
the #7 series, with male and 
female connections. Learn 
more about them! 


WRITE FOR CATALOG 


MAID-O'-MIST, Inc. 


3217 North Pulaski Road Chicago 41, Iilinois 


Check 3-032-01 on Reply Card 





NEW ERA in performance, dependability, 
and profit > NEW advanced design 

«NEW exclusive features > NEW higher 
capacities > NEW deeper settings 
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in Regnier 
SUBMERSIBLES 


At Rapidayton there is constant striving for excellence. Here, for a NEW 
ERA of profit in 1961, are what we sincerely believe to be the greatest 
submersibles ever built. NEW features, NEW construction, NEW perform- 
ance, NEW dependability. All this means easier sales, greater volume, higher 
profit. And it’s profit that you can keep—because Rapidayton submersibles, 
properly selected and installed, will do the job, day after day, month after 
month — for complete customer satisfaction. For samples of Rapidayton 
superiority, study the outstanding features on the next page. 


2-AND 3-WIRE MODELS 


Rapidayton highly-competitive 4” “Star” series includes 2-wire models in 
%, 44, %, and % h.p. sizes for depths to 300 ft. Rapidayton 4” Dolphins* 
are available in 2-wire models through 1 h.p. for depths to 480 ft. and in 
3-wire models through 3 h.p. for depths to 1000 ft. (And for the highly- 
profitable industrial and commercial jobs, Rapidayton 6” Dolphins are made 
in 5, 744, 10, and 15 h.p. sizes, for settings to 800 ft., with capacities 50 
to 140 g.p.m.) Do business today with your Rapidayton wholesaler. 


Check 3-034-01 on Reply Card 
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THESE ADVANCED FEATURES MAKE 
THE BIG DIFFERENCE IN Ripidagion SUBS. 


LOOSE TUBE— Outer brass tube is 
threaded at both ends to receive in- 
take and discharge assemblies. This 
permits easy disassembly as tube 
slips away from stages, and stages 
are lifted up off motor shaft 


MYLAR INSULATION—Copper windings 
in cuffed slots are encased in Mylar, 
finest electrical insulator known. Use 
of Mylar (rather than ordinary bulky 
materials) permits use of more copper, 
insuring optimum performance. 


OVERLOAD IN MOTOR—In sizes through 
1 h.p. overload is built into the motor. 
Gives far more sensitive protection. 
Guards against motor burnout and 
capacitor failure. Automatic reset 
eliminates nuisance calls. 


LEAK-PROOF SEAL—Engineered by Tait 
for this specific use. Gives perfect 
and lasting protection. No oil can get 
out. No water can get in. Each pump 
is given Halogen-ion electronic test; 
detects loss of 1 drop of oil in 20 yrs 


e! 


“DOUBLE LIFE” STAGE — Exclusive patented construction in- 


corporates hydraulically-balanced NYLON impellers (even 
tougher, self-lubricating nylon now being used) which re- 
volve in stainless steel bearings in brass case. Exclusive 
coaxial diffuser system creates 56% more pressure per 
stage. Fewer stages make more compact pump. 


TAIT’S OWN “PLUS POWER” MOTOR—Designed to meet 
exact needs of the pump. Two-piece stator construction 
permits use of more copper and eliminates danger of hidden 
damage to windings. Starting winding double glass insulated. 
Surge tested at 4,000 volts. Dielectric oil-filled for maxi- 
mum efficiency and long life. 


QUALITY ASSURED THROUGH SUPERIOR DESIGN AND CONSTRUCTION 


division 


¢ 


The Tait Manufacturing Company, 


Dayton 1, Ohio 


* TRADEMARK 


© i961 TAIT MFG. co. 


Check 3-034-01 on Reply Card 
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Heres why many p-h contractors think a 
home show exhibit is a good investment 


A CONTRACTOR we know recent- 
ly sank a generous part of his 
advertising budget into a home 
show exhibit that seemed doom- 
ed to fail due to bad weather. 

The decade’s worst snowstorm 
struck just as the show opened. 
Rural roads were closed. Farm- 
ers, the contractor’s largest 
single customer group, were all 
but showbound. Attendance at 
the show was about 25 percent 
of what had been expected. 

Did the contractor lose on his 
home show investment? 

No. On the contrary. On the 
couple of hundred dollars he 
spent he made $3,200 worth of 
plumbing and heating sales right 
at the show. Many other sales 
came in subsequent months from 
leads picked up at the show. 


» An increasing number of con- 
tractors are enthusiastic about 
the opportunities offered by a 
heme show. Each year finds more 
of them presenting plumbing and 
heating exhibits to crowds of 
potential buyers. 

Why? The answers make dol- 
lars and cents. 

Take a survey of one recent 
Midwest show. Sixty-three per- 
cent of those who attended the 
show earned more than $5,000 a 
year, which made them good 


36 


‘prospects. Some 41 percent made 


a purchase as a direct result of 
attending the show, and 62 per- 
cent indicated they would make 
subsequent purchases on the bas- 
is of home show shopping. 


= Take, too, the makeup of a 
home show audience. There is 
very little “deadwood.” A large 
percentage of those attending 
own a home and many of the 
remainder hope to purchase one 
in the near future. 

Both groups go to the show 


- with the express purpose of im- 


proving their property. In other 
words, the climate of a home 
show is “buy.” Is there a better 


business climate than this? 

Take still another factor that 
encourages home show participa- 
tion by contractors. All members 
of the home building and im- 
provement industry combine to 
make a local spectacular of a 
home show. Few could individ- 
ually afford the advertising, 
promotion and publicity costs 
that must be incurred to put a 
home show across. 

Few could underwrite rental 
of an exhibition area or handle 
organization, decoration, and all 
the other colorful, exciting ele- 
ments that draw crowds like a 
circus. The p-h contractor who 
exhibits receives the benefits of 
the total extravaganza at rela- 
tively low cost to himself. 


The advantage of multiple 
(Please turn to page 45) 





PLUMBING & HEATING EXHIBIT 
































MOST PEOPLE WHO GO TO A HOME SHOW do so because 
they’re home improvement conscious. This is the best possible 
sales climate. For the contractor who stages a good exhibit 
and staffs it well, it can mean on-the-spot sales and many leads. 
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éutt CAST BRASS 
FITTINGS & VALVES 


While not dripping with honey and hominy, 
corn pone and chitlins, Southern Hospitality 
does rub off when you're dealing with Lee 
Brothers. The sincerity built into the products 
helps produce their quality and is also domi- 
nant in Lee Service. Customer relations are 
friendly with the desire to furnish positive 
satisfaction. 


As evidence of proud craftsmanship, each of 
the 5,000 LEE’s to please is “signed” with the 
name of LEE cast into it. 


A full line 99.99% complete of cast solder fit- 
tings, cast drainage fittings, flared tube fittings, 


Each Tested Under Water 


Every LEE fitting is production-line-tested, then care- 
fully inspected and individually tested with 100 pounds 
of air pressure UNDER WATER. This assures you that 
each is LEAK-PROOF! Valves are also tested under 
water to check for pin-holes in their walls. Additional 
evidence of being SincereLEE built! 


RESERVE STOCKS 

For faster, lower-cost service, reserve factory stocks are 
carried in Boston, Philadelphia, Cleveland, Los Angeles, New 
York, Dallas, Moline and Atlanta. 


(And Wrot Fittings) 


screwed and flanged fittings and valves for a 
full life. Also Wrot Fittings. 


Specify LEE and see! 


SPECIFIC FITTINGS 
DESIGNED FOR SPECIAL PURPOSES 


While LEE fittings are designed with plumb- 
ing, heating, air conditioning, hydronics re- 
quirements in mind, LEE has the know-how, 
pattern-making facilities and capacity to do 
things beyond the ordinary. If you have any 
fitting or valve problems, you can solve them 
with one word: “LEE.” 








Tr ¢ SATA 
; | LA 


with the black cover), send for this refer- 
ence book and guide. The engineering data 
is valuable. 


LEE allows the freight on all shipments 
of 250 pounds net or more. 


Check 3-037-01 on Reply Card 
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RECOMMENDED FOR DEEP WELL 
SUBMERSIBLE PUMP INSTALLATIONS... 


ID PIPE 


made of ABS Plastic 

















RIGID PIPE SUBMERSIBLE PUMP INSTALLATIONS OFFER 
NEW PROOF OF SUPERIORITY OVER CONVENTIONAL PIPE 


In municipal installations . . . in irrigation 
BE ABSolutely SURE... lines ...in sprinkling systems... and now in 


submersible jet pump installations, rigid 
INSIST ON RIGID ABS PIPE pipe made of Cycolac ABS is demonstrating 


mista of its ability to out-perform conventional pipe! 

Highly tensile and rustproof, it is recom- 

mended by submersible pump manufacturers 

A @ eo / A € for 100-ft. and deeper wells. Tasteless, odor- 

. less and non-toxic, it is fully NSF-approved 

for carrying drinking water. Swiftly installed 

THE BORG-WARNER PLASTIC THAT IS and connected, it is acclaimed by submersi- 
TOUGH, HARD AND CORROSION-RESISTANT ble pump installers everywhere—saves 50 
to 75 per cent over metal pipe installation 

costs! An added feature—servicing a unit 

suspended from lightweight rigid pipe is 


relatively simple! 
Write for the name of your nearest supplier 


MARBON CHEMICAL vivision BORG-WARNER 
WASHINGTON a WEST VIRGINIA 


Check 3-038-01 on Reply Card 
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received from the 
Wholesalers 





Northamerican Heating 
ssn. succintly sums up 
as this issue goes to press. 

says? is month we will gladly relinquish the 
job of analyzing the business outlook to anyone who cares 

o choose from among the conflicting and confusing indi- 

cators. The ‘trends report’ compiled from our members in- 
dicates quo,’ with very little change. 


'! : * 
You can point to rising unemployment. Yet, total em- 
oyment in e has been setting records month after 
You can point to January's lowest retail sales 
: wanted to pl 
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future construction rose 13 percent in 


$2.5 billion, a new all-time high for 


Vi 


Contracts for 
January to nearly 

ed. " 
the month 
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The F.W. Dodge Corp., construction analyst, reported 

that all three major construction categories--non-residen- 

tial building, residential building and heavy engineering-- 

contributed to the rise. It listed non-residential build- 
ing contracts let in January at $813,245,000, up 1 percent 

JANUARY SETS 

NEW HIGH FOR 


CONSTRUCTION 
CONTRACTS 


over a year ago. 
Contracts for residential buildings in January amounted 
to $973,503,000, an increase of 5 percent over January, 
1960. Most of this rise was accounted for by big gains 
in contracts for apartment buildings and hotels, while 
single-family homes continued below year-earlier levels. 
Dodge vice president and chief economist George Cline 
Smith commented, "The high level of contracts in January 
lends further support to our earlier expectation that con- 
struction would prove to be the- brightest spot in the econ- 
omy in 1961, and would prove instrumental in reversing the 


current decline in general business activity. 
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We found the answer 
to the community refuse problem! 


— says J. R. Sarsfield, Sales Manager 
Saskatchewan Power Corporation 


THOUSANDS OF 
THESE MODERN 
Majestic UNITS 


are now in use in 


the Province of It’s the GAS-FIRED INDOOR 
ap ances HOME INCINERATOR 


The recent development of the smokeless-odorless gas-fired home 
incinerator offers today’s communities the ideal solution to the prob- 
lems of residential refuse removal and disposal. 

The modern incinerator, in multiple residential installations, 
fully complies with rigid tests conducted by both independent and 
municipal authorities. It more than meets the high standards of 
municipal authorities in the fields of maintenance, health and sani- 
tation, and smoke abatement. 

It brings the home owner a new source of convenience — and 
saves him tax money, too, by cutting down the community’s expense 
of collection and disposal of burnable trash and garbage. 

At the present time, 15 communities — large and small — are 
working with the Saskatchewan Power Corporation in the Province 
of Saskatchewan, Canada, proving it can be done to the satisfaction 
of all concerned. Your community can do it, too! Write the Majestic 
Company for complete details. 


Above: The Majestic 

Model ESO-1 Smokeless- : The ol Inc. 463 Erie Street 

Odorless Gas Incinerator Huntington, Ind. 
Check 3-041-01 on Reply Card 
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In one big step, American-Standard 

doubles your profit opportunities in the 

= disposer market. Imagine the sales you 
can make with the Sovereign model that 

features: m Unique grinding prin- 

ciple—‘‘Duo Life’ teeth set into a 
HISPASER DESIGNER If rotating disk to “‘bite off’’ small 
pieces of waste that are quickly and 

quietly flushed away...no 

mashing of garbage against 

walls. These stainless-steel 

teeth are reversible and re- 


Check 3-042-01 on Reply Card 
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placeable for double life. qj m Faster grinding with capacitor-start ¥2-hp motor, 
factory-sealed and lifetime-lubricated. ms Home service key that minimizes call-backs. 
= Quiet operation with double walls, full insulation, two-position stopper, rubber-coated 
grinding cone and rubber mounting. @ Large capacity. @ Teal Blue housing. m Easy 
installation with 6” roughing and one-turn-to-hold bayonet mounting.m The new Scepter 
has the same easy installation featuring 5” rough-in, same top-quality type of grinding 


with reversible ‘‘Duo Life” teeth.m Also features a %-hp motor, sound-deadening jacket ECONOMY AS-90-80 
and rubber-coated grinding cone, two-position stop- 


per, home service key, Mandarin Red housing. m Get 

details from your American-Standard distributor or /¢ 

write AMERICAN-STANDARD PLUMBING AND HEAT- \* AMERICAN -Standard 
ING DIVISION, 40 W. 40 Street, New York 18, N. Y. Nene PLUMBING AND HEATING DIVISION’ 


Check 3-042-01 on Reply Ca:d 


Amuncan-Standard and Standard® are trademarks of Amencan Radiator & Standard Sanitary Corporation 
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SOLID 


...to tip — 


profit scales <#5 


your way 


MUELLER 
CLIMATROL 


Hot Water or Steam 


GAS BOILER 


Tips sales heavily in your favor — with solid, quality 
construction. Features a gleaming white, heavy-gauge 
steel cabinet. Built-in draft diverter—no extra head- 
room needed. Cast-iron drilled-port burners. Section- 
al design for even distribution of water and quick 
heat response. Heavy boiler sections of cast iron for 
maximum heat radiation. Vertically-ribbed flue pas- 
sages surface-ground for gas-tight, iron-to-iron fit. 


The Complete Oil and Gas Boiler Line ‘ 


2025 W. Oklahoma Ave., Milwaukee 1, Wis. ° 


1024 Westminster Ave., Alhambra, Calif. . 





Built to standards of ASME. AGA-approved for 
mixed, natural, manufactured, or propane gases. 
Steam and hot water units available up to 3,360,000 
BTU gross output. Mueller Climatrol gas hot water 
boilers up to 8 sections available pre-assembled. 31 
separate tests and checks made on all boilers before 
shipment. See your Mueller Climatrol representative 
or write direct to our main office for details. 





( Mueller GAG Climatrol 


OivisSton 


OF WORTHINGTON 





2490 Bioor St., W. Toronto 9, Ont. 


Check 3-044-01 on Reply Card 
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Idea File 


(Continued from page 36) 
sponsorship that makes a home 
show possible is also one of its 
drawbacks. The p-h contractor 
competes side-by-side with every 
other businessman for the con- 
sumer dollar. He may even com- 
pete with do-it-yourself product 
and service promoters. 

But this needn’t deter the en- 
terprising contractor. He can 
take advantage of the drawing 
power of other exhibits to the 
show by attracting attention to 
his display. He can win out if his 
products are presented excitingly 
and sold professionally. 


= How can the contractor make 
his products stand out from all 
the neighboring products? Here 
are four suggestions from an in- 
dustrial designer who is exper- 
ienced at planning home show 
exhibits. 

1. Buy more space than the 
minimum square shape. A large, 
unusual shape will make an eye- 
catching difference. Remember 
that space is likely to be the 
smallest part of the expense and 
the biggest dividend-payer. 

2. Use light, color and motion 
dramatically. Cutaways, working 
displays, miniature kitchen lay- 
outs and equipment demonstra- 
tions attract attention. 

Display photographs and color 
transparencies of your remodel- 
ing jobs. Be careful, though: 
Don’t become too carnival-like. 
You want to attract attention but 
you don’t want to give a too 
frivolous impression of your 
company. Rather you want to 
convey the feeling that your com- 
pany is businesslike and reliable. 


=» 3. Attract guests to listen to 
your sales message and to sign 
prospect lists. You can do this by 
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‘Goodness gracious, Joe, what in 
Heaven did you find wrong?” 


giving away token gifts to both 
adults and children, by having 
visitors fill out cards for prizes, 
or offering token gifts that are 
available only at your showroom. 

4. Most of all, be sure that your 
exhibit is well staffed! And be 


Delta Tells Special 
Offer on Shower Valve 


GREENSBURG, IND.—A special “in- 
troductory offer” on its new Delta- 
Flo shower valve is being made by 
Delta Faucet Corp. 

A fully-assembled counter dis- 
play, complete with literature, will 
be given with the purchase of seven 
Delta-Flo shower valves, the firm 
announced. 

The introductory offer is limited 
to 60 days (through April) accord- 
ing to Delta. Further information 
on the valve and the special offer 
may be obtained by writing direct 
to the Delta Faucet Corp., at 
Greensburg, Ind. 


sure the staff can answer ques- 
tions—and sell! 

If you do your exhibiting and 
selling in a standout way, you'll 
agree with many other contrac- 
ters who believe that it’s a 
“home, sweet home show.” END 


COUNTER DISPLAY of the Delta-Flo 
shower valve goes to purchasers of 
seven of the new valves, in Delta 
Faucet’s special introductory offer. 








~Save on construction 
costs with the new 


‘6 FORD TRUCKS 


SAVE FROM *22 TO *260 ON PRICE“ ALONE 
WITH FORD'S ECONOLINE PICKUP 


Profit-conscious contractors are finding it’s 
good business to do business with the new Ford 
Econoline Pickup. It’s America’s lowest-priced * 
44-tonner—bar none! Priced from $22 to $260 
below conventional pickups, But that’s just the 
beginning! You get lively performance and 
proven gas economy with the popular 144 
cubic inch Falcon Six, This modern engine goes 
4,000 miles between oil changes, and has an 


aluminized muffler which lasts up to three 
times as long as ordinary mufflers, 


And you can save more because Ford's func- 


tional design haa pared away 1,000 pounda of 


dead weight, yet you atill get the payload capac 
ity of atandard ‘¢-tonnera, The big 7-foot box 
providea a whopping 78 cubie feet of loadapace 
..» that’a up to 28°) more than conventional 


64-foot pickups. A full 49-inch tailgate open- 
ing means you can load items like standard 
sheets of 4’ by 8’ plywood. And the full-length 
flat floor permits bulky or heavy loads to be 
positioned easily by sliding them anywhere in 
the pickup box. 


And you can save on maintenance expense, 
too. The engine cover can be lifted quickly, 
exposing the entire engine for rapid service. 
Spark plugs, distributor, etc,, are conveniently 
located to speed engine tune-ups, And many 
major repairs can be made without ever remov- 
ing the engine, One-piece cab-and-body con- 
atruction providea increased rigidity and 
eliminates a major aource of ruat, In addition, 
all main underbody atructural membera are 
heavily gine-coated to reaiat ruat and corroaion, 


New Ford Econoline Yeton Pilekup, Mig 7-foot 
bow with flat Moor and 7 eu, fl, of uaable load 
apace, 1650-1b, payloada with 4,50-1b, taxi 
mum GVW, 


*Based on a comparison of latest available 
manutacturers' suggested retail delivered prices 


Check 3-046-01 on Reply Card 
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SAVE UP TO $250 ON FRONT TIRES! In certified tests of 
two-ton truck suspensions, Ford front tires lasted over twice 
as long. In 40,000 miles this saving can add up to $250... 
more as the mileage increases. And Ford’s sturdy I-Beam 
front axle and leaf-spring suspension not only cut tire wear, 
but their simpler design also cuts maintenance costs 


NCCU CCC CCC CCI 


12,O0OQM MIUIILIE 
OR 12 MONTH 
WAIRIRAN TY 


AY YYYYYYYYYY YY YY Yi YY YY ES 


SAVE WITH GREATER DURABILITY on all LAL Bord 
Trucks, each part, exeept tires and tubes, ia now warranted 
by your dealer againat defeeta in material and workmanahip 
for 12 montha or 12,000 milea, whichever occurs firat, The 
warranty doea not apply, of course, to normal maintenance 
service and to the replacement in normal maintenance of 
parte such as filters, spark plugea and ignition points, Never 
before have you had such protection , . 
long-term economy! 
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SAVE WITH FORD’S NEW 262-CU. IN. 
“BIG SIX” ALL-TRUCK ENGINE FOR 
TOP PERFORMANCE AND ECONOMY 


America’s lowest-priced* medium-duty tilt-cab 
models now offer a big 262-cubic-inch Six with the 
power of big displacement, the gas economy of 6- 
cylinder design, plus the durability of heavy-duty 
construction. This engine features a sturdy stress- 
relieved head and block, strong forged steel crank- 
shaft, long-lasting stellite-faced intake and exhaust 
valves and durable pyramid-type connecting rods. 
Positive Crankcase Ventilation reduces oil dilution 
and sludge formation to extend engine life. Ford’s 
proven 292 V-8 and 292 HD V-8—the V-8’s with 
“six-like” economy—are also available for your 
apecial power needa, 


The popular Ford Tilt Cab Series outsella all 
other makea and for good reason! Their compact 
AY-inch BAC permita longer bodiea within a given 
over-all length , . , for longer loada of lumber and 
building materiala with excellent maneuverability 
And aet-back front axle deaign meana more weight ia 
carried on the front axle for greater payloada 


You alao aave with other new features like the 
atronger radiator with new lock-aeam conatruction, 
and color-coded printed inatrument panel electrical 
circuits that provide for greater reliability and 
simplified maintenance, In addition, Ford’s parallel 
ladder-type frame, with standard 34-inch width, 
allows you to install new or transfer your present 
special construction bodies quicker and for less. 


FORD TRUCKS COST LESS 


YOUR FORD DEALER'S “CERTIFIED ECONOMY BOOK" PROVES IT FOR SURE... 
FORD DIVISION, rad/Mdor Company, 
Check 3-046-01 on Reply Card 
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TIME TO | 
DO SOMETHING 
ABOUT THAT 
~ MISSING 


YOU CAN BE LOSING ALMOST 
1/3 OF YOUR BUSINESS IF YOU 
DON'T HAVE THIS MODERN 
TIME PAYMENT PLAN 


Here’s a solid opportunity to recapture the business 
you’ve been losing through lack of an up-to-date 
credit plan. It can be as much as 30%! 

The answer is Goulds Time Payment Plan plus 
Goulds promotion tools plus the exclusive advan- 
tages of Goulds water systems. 

Our Time Payment Plan is simple for you... easy 
on your customers. Very little paperwork—just a 
credit application and a completion certificate. The 
plan covers all these property improvement items: 


© Complete modern bathrooms 
® New heating plants 
© Hot-water heaters 


Check 3-048-01 on Reply Card 
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@ Newly drilled wells 


© Complete Goulds water systems—including pipe, 
fittings and installation 


Here’s how Goulds promotion program helps you 
sell: (1) Our tested and proved RFD mailing cam- 
paign drives home to all rural boxholders the 
advantages of the products and services that you 
offer. (2) Combined cooperation of Goulds and your 
distributor provides you with an inexpensive local 
newspaper ad campaign to tell your story to all 
prospects. (3) All Goulds signs and sales aids spot- 
light your most powerful selling tools: easy terms... 
local service. 

Your final sales clincher is the powerful combina- 
tion of outstanding features of the Goulds line. 

For complete information on how time selling can 
help you boost your sales, a copy of the RFD mailer 
including program details, and the compact Goulds 
catalog, just mail us the coupon. 


_-— — YI 


GOULDS PUMPS, INC. 
Dept. DE-31, Seneca Falls, New York 
Please send me the following: 


[] Booklet, ‘‘How to Build 
Your Business by Selling the 
Way People Buy... On Time”’ 


(J Sample copy of RFD mailer 

] Compact Goulds Catalog 
Name............. 

COI cts, 
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GOULDS © PUMPS 


Check 3-048-01 on Reply Card 
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CONTRACTOR ASSNS... . National 


Apr. 23-27—OHI—Annual conven- 
tion of the Oil Heat Institute of Amer- 
ica; Statler-Hilton Hotel, Washington, 
Dx. 


May 9-12—MCA—Annual conven- 
tion of the Mechanical Contractors 
Assn.; Fontainebleau Hotel, Miami 
Beach, Fila. 


June 18-22—NAPC—Annual con- 
vention of the National Assn. of 
Plumbing Contractors (held in con- 
junction with the annual Plumbing 


& Heating Exposition); Cobo Hall, 
Detroit. 


June 26-28—ASHRAE—A nnual 
meeting of the American Society of 
Heating, Refrigerating & Air Condi- 
tioning Engineers; (hotel not yet de- 
termined), Denver, Colo. 


Aug. 26-30—ASSE—Annual meet- 
ing of the American Society of Sani- 
tary Engineering; Jefferson Hotel, St. 
Louis. 





MANUFACTURER ASSNS. 


Apr. 13-15—GAMA—Annual meet- 
ing of the Gas Appliance Manufac- 
turers Assn.; Boca Raton Hotel & 
Club, Boca Raton, Fla. 


Apr. 16-19—AHLMA—A nnual 
meeting of the American Home Laun- 
dry Manufacturers Assn.; Boca Raton 
Hotel & Club, Boca Raton, Fla. 


Apr. 23-27—OHI—Annual conven- 
tion of the Oil Heat Institute of Amer- 
ica; Statler-Hilton Hotel, Washington, 
D.C. 


Apr. 30-May 3—LPGA—Annual 
convention of the LP-Gas Assn.; Con- 
rad Hilton Hotel, Chicago. 


May 14-17—CABRA—Annual meet- 
ing of the Copper & Brass Research 
Assn.; Homestead Hotel, Hot Springs, 
Va. 


June 12-15—IBR—Annual meeting 
of the Institute of Boiler and Radiator 
Manufacturers; Seaview Country 
Club, Abescon, N. J. 


June 12-15—NDHA—Annual meet- 
ing of the National District Heating 


Assn.; Wentworth by-the-Sea, Ports- 
mouth, N. H. 


June 18-22—PHE—Annual Plumb- 
ing & Heating Exposition (held in 


Air Conditioning in Outer 


Our first space astronaut, the 
glamor boy of our era, will soon 
be orbiting our planet and send- 
ing vital messages back to earth 
about his observations and re- 
actions. 

How well these reports will 
be received, however, depends 
on a now commonplace, but in- 
dispensible piece of machinery— 
the air conditioner. 

Twelve tracking stations in 
different parts of the world will 
record the astronaut’s messages. 
The recording instruments are 
extremely sensitive to heat and 


conjunction with the annual conven- 
tion of the National Assn. of Plumbing 
Contractors); Cobo Hall, Detroit. 


Nov. 8-10—NWAHACA—A nnual 
convention of the National Warm Air 
Heating & Air Conditioning Assn.; La 
Salle Hotel, Chicago. 


Nov. 12-15—ARI—Annual meeting 
of the Air Conditioning & Refrigera- 
tion Institute; Homestead Hotel, Hot 
Springs, Va. 


WHOLESALER ASSNS. 


Apr. 5-7—CSA—Spring meeting of 
the Central Supply Assn.; Palmer 
House, Chicago. 


Apr. 9-11—MAWA—Annual con- 
vention of the Middle Atlantic Whole- 
salers Assn.; Chalfonte-Haddon Hall 
Hotel, Atlantic City, N. J. 


Apr. 19-21—SWA—Annual conven- 
tion of the Southern Wholesalers 
Assn.; Americana Hotel, Bal Harbour 
(Miami Beach), Fla. 


May 21-23—NHAW-—Spring con- 
vention of the Northamerican Heating 
& Air Conditioning Wholesalers; 
Queen Elizabeth Hotel, Montreal, Que. 


June 23-25—PHWNE—Spring meet- 
ing of the Plumbing & Heating Whole- 
salers of New England; Equinox House, 
Manchester, Vt. 


Sept. 24-27—AI—Annual convention 
of the American Institute of Supply 
Assns.; (hotel not yet determined), 
San Francisco. 


Nov. 1-3—CSA—Annual meeting of 
the Central Supply Assn.; Palmer 
House, Chicago. END 


Space 


humidity, so air conditioning will 
control the environment no mat- 
ter where the station is located 
—polar region or desert. 

The job of providing the right 
conditions for our multi-million- 
dollar probe into the unknown 
goes to Westinghouse, which is 
building central air conditioners 
with separate water chiller and 
air-handling components for the 
tracking stations. Five of the 
units, ranging from 20 to 40 tons, 
have already been shipped as the 
historic blastoff time, possibly 
within three months, approaches. 
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INCREASE 
YOUR 
PROFITS 


SELL 5/@@/(/ TRIPLECOTE” WATER TANKS 


Warranted for 10 Years 


THE ONLY DOMESTIC WATER TANK WITH 
* Baked-on plastic lining 

* Hot dip galvanized inside and out 
* Bronze welded seams 

* Competitively priced 


Unmatched Quality Throughout. 








SIZES AVAILABLE 


SIZE MODEL NO. 


8 Gallon 

13 Gallon 

20 Gallon 

30 Gallon 
ie 
42 Gallon (Squat) 
80 Gallon 


Larger sizes to standard specifications 
And Standard Galvanized Tanks 
In Sizes... 


120 gallon 
220 gallon 
315 gallon 
525 gallon 


Always Install Brady Tanks—And Be Sure 














SEE YOUR NEAREST WHOLESALER, OR WRITE 
FOR COMPLETE INFORMATION 


Brady COMPANIES 


1005 East 18th Street, Muncie, Indiana 


Check 3-051-01 on Reply Card 
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Ann. He P. A 4 I. Ay | The publishers of Domestic Engineering Magazine have com- 


A y New Ce piled this comprehensive 72-page catalog of Technical and 
u y/ Business Books devoted exclusively to the Heating, Cooling, 
7 L. Plumbing and Electrical fields. 


Q 


as 
Cry 


COCO n 
O00 i Y) numerous publishing firms to locate books of immediate in- 


No longer is it necessary to search through vast listings from 
i. STRAINERS We hove done this fob 
OOOCW (Hs Yppyyfa — terest to you. We have done this job for you. 
Ste a | | More than 100 Books are listed along with a capsule descrip- 
Z tion of contents, size, date of issuance and price. 

ais J I Six sections enable you to pinpoint the books which pertain 


YY Wy to your particular need. These are as follows: 
YYy ft 


Section I: Heating, Ventilating, Air Conditioning, 
Refrigeration 
Section Ii: Electrical 


Uj y GASKETS 4 Section Ill: Piping, Plumbing, Corrosion, Fire 


yy 4% Protection 
l Y, 4) /) ff ION Section IV: Pumps, Heat Transfer 
Lp Section V: Sheet Metal Layout, Welding 
Yj RMINALS Section VI: Engineers’ Handbooks, Business 
References 


F \ Send today for your FREE copy of the Book Catalog to: 
drovalve } 


: Hydro val VEG Ke BOOK DEPARTMENT 


DOMESTIC ENGINEERING COMPANY 
1801 Prairie Avenue . Chicago 16, Illinois 


1319 Utica Avenue, Brooklyn 3, N. Y./ NAvarre 9-1234 


Check 3-052-01 on Reply Card Check 3-052-02 on Reply Card 
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Another CENTRAL first! 


New 37444) eae Cast Iron Soil Pipe! 


An exclusive New Discovery by 


CENTRAL FOUNDRY ... 


“EEZY-CUT” spun pipe is manufactured 
under a complete new process with 
all the advantages of our 
machine-finished, permanent 
all-metal molds! 


SAVE MONEY! 
TIME! AND LABOR! 
with these extras... 


@ SOFTER IRON — Easier to cut ® No leaks from sand holes 


® Arrow-straight, identical lengths... ® Strong walls of uniform thick- 
absolutely round hubs and spigots.. . ness ...smooth outside for 
line up every time for speedy assembly easier handling, inside for 


trouble-free flow 
® Seamless — FINLESS 


THE CENTRAL FOUNDRY COMPANY 


Centrifugal Cast Soil Pipe ¢ Machine-Made Fittings @ Bituminized Fibre Pipe 
Office: 932 Broadway, New York 10, N.Y. Plant: Holt, Ala. 


Why not get the best? ...ask for Central Foundry...you pay no more! 


Check 3-053-01 on Reply Card 
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TOTALLY 


“war” CHEVROLET CORVAN 
MADE TO MEASURE 
FOR MORE EFFICIENT 
DELIVERY DUTY! 


95 
179% 


Measurably more load space than conventional half-tonners! Cargo area is almost 





10 feet long, thanks to rear-engine design which eliminates the hood. 


B Size up a new Chevy Corvair 95 Corvan and 
youll see scores of features and dimensions that 
measure up to a new standard of profit-producing 
performance. Look at the whopping-big load space, 
for instance, made possible by the efficient rear- 
engine no-hood design. Or check the nearly even 
weight distribution, front and rear, that enables a 
Corvan to carry up to 1,700 Ibs. of payload with a 
4,600-lb. GVW. 

Note, too, the short 95-inch wheelbase that pays 
off in nimble maneuvering and easy parking. And, 
while you're at it, try Chevrolet's newest engine, Cor- 
van’s rear-mounted aluminum Turbo-Air 6. Feel its 
fleet power and don’t forget that it never needs anti- 
freeze or radiator repairs! (Tucked between the rear 
wheels, it stays out of the way and stays on top of 
fuel costs, too. ) 

But above all, don’t miss the quality that’s been 
engineered into this new panel. It shows up every- 
where, but particularly in the chassis and body con- 
struction. In the tough integral floor-frame assembly, 
in the smooth independent 4-wheel suspension, and 
in built-to-last features like the two-position metal 


NEW SPACE AND SPUNK AT LESS EXPENSE! 














Corvan’s rear-mounted “pancake” 6 measures only 17” high, top to 
bottom; it allows maximum load space in truck interior and lower load- 
ing height; and it packs plenty of power to boot! 





door checks and sturdy double-walled doors. 

For eye-opening evidence of Corvan’s unmatched 
utility, take a tape with you when you visit your 
Chevrolet dealer's and measure these advantages 
for yourself; 


SPACIOUS DRIVER COMPARTMENT. Wide, unobstructed 
floor, plenty of leg room and head room. Full-width 
seat, 5914” wide, is optional at extra cost. 

BIG SIDE DOUBLE DOORS. They open so wide that you 
can load a 4’ x 4’ crate with ease! (Right-side doors 
standard; left-side doors optional at extra cost. ) 
EASY-LOADING REAR DOORS. These double doors are 
big enough (and open wide enough!) to make rear- 
end loading a breeze! 

LOW LOADING HEIGHT. Only 1614” at the side, only 
29” at the rear (unloaded). Saves you work! 
HIGH INTERIOR. Interior height is a full 414 feet; that 
means more convenient cargo handling. 
Your Chevrolet dealer can brief you fully on this 

new answer to more profitable deliveries, so see him 


soon. Chevrolet Division of General Motors, 
Detroit 2, Michigan. 


1961 CHEVROLET STURDI-BILT TRUCKS £zzueersa” 


Check 3-054-01 on Reply Card 
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Old, but Still Good 


A builder known chiefly for 
constructing the cheapest apart- 
men houses in the city arrived at 
the site of his latest project only 
to find a heap of rubble. “What 
happened?” he cried. 

“I don’t know,” the foreman 
replied. “We took away the scaf- 
folding and bang, the whole 
building came down.” 

“You idiot,” the builder yelled, 
“IT told you to leave the scaffold- 
ing up until the plumbing and 
wallpaper were put in!” 


Money to Burn 


A malfunctioning heating sys- 
tem, as any contractor will tell 
you, can burn up money. 

But even a contractor was sur- 
prised when he saw how literally 
this truism was being borne out 
by a furnace in the Salvation 
Army building in Altoona, Pa. 

Following up on a complaint 
of low temperatures, the con- 
tractor discovered 3,130 partly 
melted nickels inside the unit. 

Nobody knows how they got 
there, but the furnace is back on 
ordinary fuel, and the nickels 
are cooling off with the coppers 

. er, policemen. 


Crazy, Mixed-Up Cat 


Automatic clothes washers are 
fine, but they'll never replace a 
cat’s tongue. 

_ Take this from Lucky, a cat 
owned by Mrs. M. Alvin Pace of 
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e The lighter side of the news in our industry 


Austin, Tex. Lucky gave up na- 
ture’s way of cleanliness to jump 
into the family washer. He got 
out after a 12 minute wash, eight 
minute rinse, and a fling at being 
spin-dried. 

Lucky was pretty much 
washed up for two or three days 
but has since recovered. And he 





didn’t even get an offer to do a 
television commercial like, “Now, 
Mrs. Glotz, which cat looks 
whitest to you?” 


Russian Fable 


A Moscow plumbing fixture 
factory has “manufactured” an 














Ann, the Plumber's Helper 





Ann Landers, the syndicated columnist with a special 
affinity for troubles involving plumbers, has shut off 
another drippy romance. 

A woman who signed her name “Stumped” wrote Ann 
about the “plumber next door” who repaired her plumb- 
ing but would take no money. Instead, she said, the cad 
stole a kiss! Then the plumber tried to ply the housewife, 
whose husband conveniently works nights, with faucet 
handles. “Stumped” wanted to know what to do, and Ann 
really spouted off— 

“Tell him ‘thanks a lot, but no thanks,’” Ann wrote. 
“In the future, if your drain gets clogged, call a regular 
plumber and pay him the union scale. It will be cheaper 
in the long run, and you know it!” 
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item even the loyal Red party 
members won’t buy. 

During recent Soviet claims 
of having discovered everything 
from electricity to Disneyland, 
the factory originated a claim 
that Russian scientists also had 
discovered how the energy out- 
put in a process using water and 
semiconductors nearly doubled 
the energy it took to begin the 
process. What’s more, the fac- 
tory said, Friedrich Engels, a 
buddy of Karl Marx, had pre- 
dicted the discovery. 


= Nyet, replied three top Soviet | 
scientists in the official Party 
newspaper, Pravda. “A concen- 
tration of startling ignorance” 
and “illiterate reasoning,” they 
said. Having felt the lash of the 
Party line, the factory went back 
to manufacturing plumbing, not 
pipedreams. 


The Bathroom Counts 


Many citizens have been won- 
dering why Uncle Sam snooped 
in their bathrooms during the full flow - > - i: de features 
recent census. He did it for the _, full power - = pumps that inclu 
same reason the nosey neighbor | : ‘we ranklineete “ 
does—it’s the bathroom that tells | 4 
about the quality of the house. 

The Census Bureau knows 
housing in the United States has 
improved since the 1950 nose- 
count, but by how much? Plumb- 
ing will give the best indication, 
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=The last census, for example, quiet P 
told contractors that 11 million | casting designed for 
units didn’t have flush toilets | - pugged t0P ¢ operation. 
and 12 million had neither bath | SD absolute drip pre 
nor shower. Merchandising- | 2 


minded contractors went to work 
and the 1960 figures should show 
quite a change. Maybe salesman- 
ship will eliminate the plumbing 
i y 1970. umps - - 
question altogether by 197 = eranklin- powered 0 


nd get gependability® 
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Insis 
Kitchen Diplomacy NI 
\ Ke 


Poznan, Potanp—America’s D 
“personal diplomacy” may be under F 


(Please turn to page 58) | ‘i “ Pranklin Electric ois [ne . 


BLUFFTON, INDIANA 


DEPENDABLE MOTORS BACKED BY NATIONWIDE SERVICE 
Check 3-057-01 on Reply Card 





Pint Sized and 
Profit Packed! 


SELL “AUTOMATIC SUNSHINE” . . . luxurious 
radiant hydronic heating . . . for small and 
medium size homes at budget prices with profit 
aplenty. Four modern, less _ than-a-yard-high 
models in three sizes, 70,000 to 120,000 BTU 
input per hr., for all hot water systems. 


DELUXE, STANDARD AND “PACKAGED” MODELS. 
Deluxe Extended Jacket (shown) and Standard 
Flush Jacket models are both fully assembled 
at factory. “Packaged” models, Deluxe or Stand- 
ard, are ready-to-install, assembled and wired at 
factory with all controls and accessories in 
place. Quick, low-cost installation! 


NEWEST FEATURES, FINEST STYLING. New cast 
iron sections, efficient one-piece porcelainized 
steel burners, and new 100% safety controls. 
Modern, decorator styling with turquoise and 
desert sand baked enamel finish . . . America’s 
most wanted colors. Install anywhere 


Cash in on a fast-growing market with the all-new 
Basmor 100 Series Boilers. Write today! 


BASTIAN-MORLEY CO., INC., LAPORTE, IND. 


(incorporating H. C. Littie Burner Co., Inc.) 


Basmor-Little—a complete, profit-proved line of 
Boilers and Water Heaters, Furnaces, Gas 


BASMOR 
100 SERIES 


gas-fired boiler 


NEW CAST IRON 
SECTIONS 


New tubular cast iron sec- 
tions have exclusive stag- 
gered fins cast in sides to 
present maximum heating 
surface. Heat waves are 
baffled back and forth as- 
suring maximum heat trans- 
fer. Section design prevents 
recirculating water, elimi- 
nates “hot spots.” 


domestic and commercial 
Heaters and Incinerators. 


Check 3-058-01 on Reply Card 


| 


Between Ourselves 


(Continued from page 57) 
fire, but one diplomat is still win- 
ning foreign friends for the U. S. 
—our traveling kitchens. 

The latest triumph was at the 
International Trade Fair at Poz- 
nan, Poland. More than 350,000 
Poles were awed by American 
appliances, including the Whirl- 
pool “Miracle” kitchen, which al- 
ready had been shown in Moscow 
and Milan. The staff gave 40 to 50 
demonstrations of the kitchen lab- 
oratory (“traveling” dishwasher, 
elevator cabinets, electronic re- 
frigeration, and self-guided floor 
cleaner) to 32,000 visitors a day. 

The most frequent comment 
demonstrators heard in the appli- 
ance areas was: “I came to see 
what my friends and relatives in 
America mean when they write 
about the things they have in 
their kitchens.” 


Million New Customers 


St. Josepx, Micu.—Imagine what 
you could do with a million new 
customers a year! That’s how many 
new buyers are expected to come 
into the market each year for the 
next decade. 

The trouble is that every other 
businessman is also after that same 
million. 

Harper Dowell, general sales and 
merchandising manager for Whirl- 
pool Corp., who recently reported 
this potential, also noted that 
plumbing and heating contractors 
“will have to remain competitive 
while sparing no effort in selling 
and advertising.” If they don’t, the 
new customers won’t be theirs. 


= Dowell added that the existing 
market still holds great potential 
for those who will work it. Only 
$84 a year is spent on major appli- 
ances by each family, he said. 
Increasing that by only $20 would 
add $1 billion annually to the in- 
dustry’s gross. 

Where to sell more? Dowell 
pointed to working women. Only 
36 percent of the female labor 
force was married in 1940, but 60 
percent are today. These women, 
Dowell said, consider time and 
labor-saving appliances as every- 
day necessities. END 
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POP-UP SINK DRAIN 


Patent Pending 


THE SENSATIONAL NEW SINK DRAIN 


No more fumbling in PS 
the dirty greasy water 


to drain any sink 





REMOTE 
DRAIN CONTROL 








It is definitely 
supplanting the Crum Cup 
or Basket Strainer 








This is a 
BIG SELLING ITEM. 
Check it. 








Plumbing Supply Jobbers all 
over the United States, are 
now in position to serve you 
with Remote Control Pop-up 
Sink Drains 





THE BLOCH 
4748 HOUGH AVENUE 


BRAS S§ 


Check 3-059-01 on Reply Card 
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REMOVABLE 
BASKET 


It is helping the 





Plumbing Industry to 
sell Kitchen Sinks 








COMPANY 
CLEVELAND 3, OHIO 





send 
for 
bulletin 


model No. 230 
DESIGNED FOR 
COMMERCIAL 

INDUSTRIAL 
INSTITUT JONAL 


APPLICATIONS 





t t lI 
' oe is Casier tO Install... 
easier {0 maintain Striking new economies are now available for commercial, indus- 


trial and institutional buildings with p-k’s scALEFREE 230, the first indirect gas fired storage water heater e 
Installation. A complete and automatic package, p-K’s SCALEFREE 230 can be skidded into place, hooked up 
and checked out quickly. There is no complicated piping or electrical work to run up costs. No stack is 
needed for extra draft. No foundation is necessary. Factory insulation (optional, as illustrated) further 
reduces costs and avoids the complications of on-the-site insulating. e Maintenance. p-K’s SCALEFREE 230 
offers new freedom from trouble. It won’t scale—and retains its rated efficiency — because heat transfer occurs 
below the temperature at which scaling minerals precipitate. Linings of Pre-Krete® or copper keep the 
storage section free of rust and corrosion regardless of water conditions. e P-K’s SCALEFREE 230 is available 
in storage capacities from 250 to 4,000 gallons; recovery sections from 390,000 to 2,215,000 BTU. Bulletin 
No. 4 gives complete engineering and performance data. 
Address your request to: The Patterson Kelley Co., Inc., Patterson Kelley 
73 Morgan Avenue, East Stroudsburg, Pennsylvania. Water Heater Division 

Check 3-060-01 on Reply Card Check 3-061-01 on Reply Card —> 


60 DoMEsTIC ENGINEERING, Marcu 1961 




















e How a product will perform on location 
is basically dependent on how it is designed 
and engineered. Josam has not only been 
credited for more new developments in 
plumbing-drainage products than any other 
manufacturer, but its basic designs have 
been adopted as standard for the industry 
today. 


Because of this constant pioneering into 
new designs and applications, Josam prod- 
ucts are easier to install, provide better serv- 
ice and assure the dependable performance 
you expect for the life of the building. 








YEARS AHEAD 


New Barnes 


NEW SUBMERSIBLE SUMP PUMPS 
All new, all enclosed design, with Water 
Level Switch Control, Portable. No floats! 
Pumps 3100 GPH. SPMA approved. 


NEW SABRE-JET DELUXE 
Highest-styled, top-performing convert- 
ible jet water systems. Self-priming 
with all deluxe features. You’d expect 
to pay more for this Water Wizard, but 
it’s priced right! To 2700 GPH. 


NEW ECONOVERT I! SERIES 
Advanced “‘compact design’ convert- 
ible jet water systems. Self-priming. 
Top economy leaders, model for model, 
years ahead of other nationally adver- 
tised water systems. To 720 GPH. 


ALL-NEW SUBMERSIBLES The Dependable Line of Modern Design 
Supreme engineering achievement! Advanced Polypropy- 
lene and stainless steel stages with exclusive miracle 


Teflon U-Cup seal—most efficient ever! Capacities to 
1295 GPH. Check 3-062-01 on Reply Card 





ENGINEERED 


ater Wizarts 


Never so new, never so many! 1961 Barnes 
Water Wizard pumps and water systems bring 
a world of new ideas to residcntial and com- 
mercial water supply: creative engineering for 
champion performance, design imagination in 
handsome decorator styling, automated fabri- 
cation to assure uniformity of production and 
miracle materials to help products work 
stronger, last longer. Get more advanced fea- 
tures, full price range and greater number of 
models in the new Barnes Water Wizard line! 


Here are just a few of the new Barnes products: 


e New jet line of deluxe and economy water 
systems—self-priming at all depths, completely 
packaged and all with trend-setting styling and 
hydraulic features. 13 models. 

New submersible water systems—2 and 3-wire 
models, 19 models in all. Capacities to 1295 
GPH, depths to 1050 feet. 

New sump pump line—4 pedestal and 2 sub- 
mersible models. Revolutionary unitized design 
makes motor and pump body one integral unit. 
Fail-proof switches, molded impellers and Teflon- 
lined bearings in every pump. 


New SPC line—S and 7 series in either alumi- 
num or cast iron. New hydraulic design and 
40% larger pump body give more pressure, 
more capacity. Prime in less than 16 seconds. 

The all-new Minute Master SPC portable pump 

—only 9'2-inches long. Weighs just 14 pounds! 

Delivers up to 1140 GPH, operates at 40 p.s.i.! 

Sells at a volume-production price. This is the 

most powerful pump for its size on the market! 
There are more than 200 models in the 1961 
Barnes Blue Ribbon Water Wizard line. You'll 
find a pump or water system for every applica- 
tion, performance and price requirement. 

Ask for your Water Wizard Sales Plan. Shows 
how you can be a Barnes Water Wizard in your 
area. Write today for complete details . . . there’s 
no obligation. 


BARNES MANUFACTURING CO. 
Lal jeid, Ohio - O. d, Calif. 





NEW SHALLOW-WELL RECIPROCATING 
Sweeping improvements in the ever-popular 
piston pump system. New appearance, new de- 
sign, new features! 300 GPH and 400GPH, 


8 em: To 


NEW PEDESTAL SUMP PUMPS 


An entirely new concept—“Unitized Design!” 


6102 —_ Three-inch column is 100% suction inlet, 


can’t clog. Capacities to 3100 GPH. Full 


Check 3-062-01 on Reply Card price range for every application. SPMA 


approved. 





For Zoning, Venting, Mixing, 
Balancing, Flow Regulating... 


GENERAL offers 
wide line of hydronic valves! 


For efficient operation, modern heating systems require per- 
formance-proved components. When the job calls for positive 
control, General has the valves . . . valves for complete heat 
zoning; venting; accurate control of flows, pressures, tempera- 
tures; or valves for balancing systems. Specify General for one- 
source convenience, assured product reliability! 





FITTINGS CcCOmPA NY 


EAST GREENWICH. RHODE I1SLtLanyD 
Check 3-064-01 on Reply Card 
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ACH. ..the practical 


approach to air conditioning 


Modernizing 
Problem 
Solved with 





mr 


M odernization plans for New York’s 
Hotel Beverly . . . in addition to redecorating 
from top to bottom . . . called for replacing 
window coolers with a more efficient, year 
around central-type comfort conditioning 
system. In the absence of space for equipment 
in the basement or on the roof, a “decen- 
tralized” system, using individual packaged 
chillers for each two floors was decided upon. 
Fine . . . except that spaces allotted for these 
chillers were confined (roughly 6’ x 6’) and 
adjacent to bedroom areas. 


LE LA AO ail a TP > 


SP wks 


f° Lt lil 
ta ali & 


Problem: Finding chillers of required capa- 
city small enough to fit the spaces, quiet 
enough to eliminate guest-disturbing noise. 
Solution: Acme Packaged Chillers . . . chillers 
that are more compact, lighter-in-weight (up 
to 40% ) per ton of capacity than any other 
units on the market today. And quiet? Ac- 
cording to the mechanical contractors, “The 
‘whisper quict’ operation of Acme chillers has 
lived up to reputation.” 


a 40/ BES B2/ OS 


Acme’s space-saving design and light weight 
also resulted in the selection of Acme cooling 
towers for this job. Two of them, 100 tons 
each, were hoisted outside the building and 
installed in a confined space on the 19th floor 
of the Beverly. 


Consulting Engineer: CONSENTINI ASSOCIATES At the halfway point in the program (when 
the picture at left was taken) the many bene- 
fits of modern air conditioning . . . greater 
comfort for guests, increased operating effi- 
ciency, simplified maintenance, etc., . . . were 
already paying off. And a gratifying “fringe 
benefit” had become apparent, too. . . i.e., 


INDUSTRIES INC note, from the 12th floor up, the vastly im- 
> 


proved appearance of the building. 
JACKSON, MICHIGAN e GREENVILLE, ALABAMA i 


Mechanical Contractor: KELMANARD CORPORATION 


Thinking of modernizing? Think of Acme! 
Manufacturers of quality air conditioning and refrigeration 


equipment since 1919 


Packaged Chillers Remote Room Conditioners Cooling Towers Packaged Air Conditioners Evaporative 
1% -250 tons 3-60 tons 4 


200-600 cfm 3-120 tons 10-110 tons 


Check 3-065-01 on Reply Card 
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DODGE TRADESMAN has a place for everything. Does something about the weather, too. 
Keeps your tools and equipment out of it. Has vertical and horizontal compartments, with 
locks on both sides. With all-new 140 HP Dart Power-6 or 200 HP V8, 2- or 4-wheel drive. 


Here’s a full half-ton hauler that takes the toughest jobs in stride. 
Available with either a six-and-a-half or eight foot box, it offers you 
more load space, more room for profit than any competitive pickup on 
the road today! But the Dart Pickup delivers more than space and 
muscle. It’s the first and only full-size truck with compact-economy! 
Its diet is compact. Upkeep costs, too. It’s compact in everything but 
work capacity and roadability. In actual miles-per-gallon tests, the 
Dart Pickup repeatedly beat its major competition . . . both Ford and 
Chevrolet. The Dart Pickup is also available with an efficient, high- 
performance V8. (Both engines thrive on regular gasoline.) Other 
money-saving ways? Sure! This pickup is specially treated to prevent 
rust. Helps keep maintenance costs down... and its trade-in value up. 
The Dart Pickup stays tight and clean. How’s it priced? Right down the 
line with every pickup going. If you’re looking for genuine value, visit 
your dependable Dodge Dealer. He’s got it...the half-ton Dart Pickup. 


DODGE BUILDS TOUGH TRUCKS 


Check 3-066-01 on Reply Card 
66 
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i Senses. 


A PRODUCT OF CHRYSLER CORPORATION 


GET COMPACT-ECONOMY 
IN A FULL-SIZE TRUCK 


DART PICKUP 


Check 3-066-01 on Reply Card 
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VOLUME 
HOT 
WATER 
USERS 
LIKE ACE 














Commercial operators like Ace's fast heating 
action . . . 9 times faster than conventional 
systems. The method? A patented radiation 
feature which assures maximum heat transfer. 
Write for free booklet. 


ACE TANK AND HEATER CO. + 10847 South Painter Ave., Santa Fe Springs, California 


Check 3-068-01 on Reply Card 
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COQUETTE vitreous china 
wall hung lavatory. 

22” x 19” and 20” x 19”. 
Features exclusive Uni-Lox 
Hanger, Uni-Pak Faucet 
Control, anti-splash rim, twin 
recessed soap dishes, and 
concealed front overflow. 


CAMILLE shelf back vitreous 
china wall hung lavatory. 
22” x 19” and 20” x 18”. Has 
exclusive Uni-Lox Hanger, 
Uni-Pak Faucet Control, 
twin integral soap dishes, 
anti-splash rim, and 
ccncealed front overflow. 


CARMEN ledge back vitreous 
china wall hung lavatory. 
20” x 18”. Features exclusive 
Uni-Lox Hanger, Uni-Pak 
Faucet Control, concealed 
front overflow, twin 
recessed soap dishes, 

and anti-splash rim. 
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Here’s the only way 
to hang 
China Lavatories 


exclusive GP) uni-lox® hangers 


A U/R vitreous china lavatory, hung with a Uni-Lox wall hanger, mounts 
easier, faster and stays put permanently. 

Patented Uni-Lox hanger design prevents lavatories from ever starting 
to come off the hanger... and you will be amazed how much time you 
save when installing a lavatory with this hanger. 

Best of all, you and your customers pay no more for these advantages. 
The Uni-Lox hanger is furnished free. In commercial and institutional 
applications, the total installed cost of a U/R lavatory with a Uni-Lox 
hanger is actually less than other comparable systems. For complete details 
and U/R’s new full-line catalog, write Universal-Rundle Corporation, 699 
River Road, New Castle, Pennsylvania or call your local U/R wholesaler. 


Universal Yj» Rundle 


THE WORLD'S FINEST PLUMBING FIXTURES FOR 60 YEARS 
Plants in Camden, N. J.; New Castle, Pa.; Redlands, Calif.; Hondo, Texas. 
Export Sales: 115 Broad St., New York, N. Y. 


Check 3-069-01 on Reply Card 





Cash in on all these prospects! 





“a fe of co 


Homes with picture win- 
dows that often mean 
greater heat gain or loss 


NOW! Sell Zoning 


New Honeywell Hydronic Zone Valve opens 
a wider, more profitable Zone Control market! 


Now you can sell even your cost-conscious customers the preferred 
comfort of Zone Control. Honeywell’s new V8031 includes all the 
latest refinements—yet it’s priced within easy reach of most of your 
prospects. And it’s so easy to install! You eliminate extra circulators, 
save on piping and fittings, and have the choice of any two or more 
low-voltage two-wire thermostats. Take advantage of Honeywell's 
new low-budget Zone Control System to impress your customers and 
increase your profits on every job. 


COSTS LESS TO BUY, LESS TO INSTALL! 


It’s so simple to zone a hydronic system. The normal sys- The V8031 Hydronic Zone Valve arrives from the factory, 
tem, with its two or more water circuits, can easily be ready to install, in three parts; the valve body, butterfly 
zoned with the V8031 Hydronic Zone Valve at little or no assembly and power head. Simple installation instructions 
extra pipe cost. Plan every hydronic layout for zoning. show you how to install two, three or more zones with ease. 


Check 3-070-01 on Reply Card 
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Homes with living and 
Sleeping areas requiring 
different temperatures 


Split-level homes that are 
a puzzle for one thermo- 
stat to handle 


Interchangeable components make both installation and 
service easy. The valve can be mounted horizontally or 
vertically, and is available in either sweat or threaded fittings 


in pipe sizes 4", 1” or 1%’. 


*Trademark 


Homes with rooms over 
garages that need extra 
heating or cooling 


Hey 


Homes with spread-out 
floor plans that cause 
temperature variations 


te ob 


on 2 





Homes with recreation 
rooms that require tailored 


temperatures 


Jobs 





On new packaged units the burner controls and zone 
valves can be powered directly from the Aquastat* relay. 
Separate AT72 transformers are used when the relay does 
not have a large transformer to power the zone valves. 


For further information, call your nearest Honeywell office. Or write 
Honeywell, Dept. DE-3-47, Minneapolis 8, Minnesota. 


In Canada, 


write Honeywell Controls, Limited, Toronto 17, Ontario. Sales and service 
offices in all principal cities in the world. 


Honeywell is selling 
homeowners and builders 
on quality Zone 

Control with colorful ads 
in magazines and many 
of the building annuals. 
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Honeywell 
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Check 3-070-01 on Reply Card 








The handsome showroom on his logo tells customers 
he's a responsible member of the business community 


A HANDSOME, well-stocked 
showroom is one of the best as- 
sets a plumbing and heating con- 
tractor can have. 

It points to the contractor as 
a businessman. To passers-by, 
all of whom are potential cus- 
tomers, it means the contractor 
is a progressive, up-to-date, re- 
sponsible member of his profes- 
sion and his community. 


#One of the best places for a 
contractor to “merchandise” his 
showroom is on his letterhead. 
While the letterhead’s impact 
upon the beholder naturally is 


not as strong as if he saw the 
store itself, still, some of the 
favorable reaction that a hand- 
some store evokes from a poten- 
tial customer will be felt. 


»To give Chas. J. Vogt & Sons 
(Mountainhome, Pa.) some of 
the advantage with the people on 
their mailing list that they have 
with passers-by, DE’s Letterhead 
Design Clinic incorporated an 
artistic reproduction of the Vogt 
showroom into a new logo. 
Like every good letterhead, 
this one also includes all the im- 
portant facts about the company 





—name, address and_ specific 
trade affiliation. 

In addition, every good logo in- 
cludes references to the special- 
ties with which the firm wishes 
to be identified. In the Vogt let- 
terhead, a colored band over- 
prints the firm’s specialties to 
attract attention to them—elec- 
tric water systems, new construc- 
tion and remodeling. 

Vogt’s round-the-clock plumb- 
ing and oil burner servicing is 
also important. So a prominent 
reference is made to it. 

The Vogt letterhead also illus- 
trates good use of color. The eye 
roves naturally from the color 
over the store to the band below 
the name, then to the data round 
the band, unconsciously appreci- 
ating the design’s balance. END 
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Mm HOUR PLUMBING AND 
OlL BURNER SERVICING 





PHONES: CR 8241-2820-844 


CUTLASS, .f, 


ELECTRIC WATER SYSTEMS + NEW CONSTRUCTION + REMODELING — 


THE VOGT LETTERHEAD is @ good example of effective 


merchandising of an important company asset 


ao modern, 


VooaneT & SONS 


ESTABLISHED 1920 


good-looking showroom 


if 





Company specialties, including 


round-the-clock service, are emphasized too 
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Two flexible plastic pipes 


GUARANTEED to stop 
your water-pipe er 


WARRANTY 


Golden Jet 100% CS197-60 Series Ill Type Ill in sizes 4" through 2° is designed specifically 
for use as drop lines with jet pumps and cold water distribution pipe for domestic, municipal 
and industrial applications. When installed as drop pipe or service lines in accordance with the 


recommendations on the reverse side of this warranty, The Yardley Plastic Company will, if 
its Golden Jet fails within five years from the date of installation, supply the following to the 
4 holder of the warranty 
Pump Pipe: 
> a A quantity of new Geiden Jet equel te thet preven to be defective, free of cherge 
* and freight prepaid. 
® < pb, Parment for elt direct labor charges Incurred on the site in removing the detective 


drop pipe and replacing with new Golden Jet, plus $10.00 te cover operation of 
equipment to and trom the job site. 


< Distribution Lines: 
C$197-60 SERIES il TYPE 3 ; a. On eee 


b. ee rene 
QO} remeving the defective distribution pipe end replacing some with new Golden Jet. 








On expiration of the fice year labor warranty, or if Golden Jet is used for other purposes than 
outlined above, the standard Yardley warranty will apply 
“Yardley Golden Jet is guaranteed against rot, rust and electrolytic corrosion and free from 
fects in material and workmanship. Note: The manufacturer's responsibility under its 
standard guarantee is limited to the furnishing of suthcient plastic pipe and fittings to replace 
materials acknowledged to be defective. 


... for use with single and =a babe antennae tn 





multi-stage jet pumps and 
Introduced in 1959 in a limited number of 


e H e e sizes, more than four million feet of Golden 
cold-water distribution lines Tat lan tans toad GE ek 


not one reported failure. Now, Golden Jet is 
produced i in all sizes, 12” through 2”, and its 
warranty is expanded to cover both jet pumps 
and distribution laterals up to 100 p.s.i. 


WARRANTY 


Black Diamond—75¢ CS197460—Series Il Type Hl, Mexible pipe in sizes 4" through 2° is 
primarily recommended for cold water distribution pipe for domestic water systems It ws also 
recommended for other cold water applications. which due to their design operate at low velocity 
with @ minimum amount of surge. When Black Diamond flexible pipe is installed in accordance 
te the recommendations on the reverse side of this warranty, The Vardiey Plastics Company 
will, if ite Black Diamond pipe fails within five years from the date of installation, supply the 
following to the holder of the warranty 
a, A qwantiny of Black Diemend flexible pipe equal te that proven te be defective, tree 
of charge end freight prepeld 
b. Payment ter ail direct laber charges wp te 30x per linear foot incurred on the site 
im removing the detective distribution pipe cad replacing seme with the repiece 


CS 197-60 SERIES I! ~ TYPE 3 - same 


Qe expivation of the five year warranty, of, f Black Phamond exible pipe ic wed 
Vhaa outhiacd abe the standard Vardley warranty shall appr 
Vardhey Black semond guaranteed agaiast rot rust aa 
eral and workmanshia N 


Wated ve the furathing of 


... for domestic cold-water . poe meted ate 
distribution lines 


VAROLEY PLASTION CO. 148 need Ave. Cobvmbus 12 Orie 


Black Diamond ia made of the aame high 
molecular-weight polyethylene with the aame 
quality atandarda, It ia produced in aisea 4 


i through 2” to meet the requirementa of lateral 
‘sh) diatribution linea with maximum allowable 
; preaaurea up to 75 pad, 


YARDLEY PLASTICS CoO., 142 Parsons Avenue 
COLUMBUS 15, OHIO 


Check 3-073-01 on Reply Cord 
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WEIL- McLAIN 


COMMERCIAL CAST IRON 
SECTIONAL OIL 

BOILERS CUT 
INSTALLATION 


TIME 


ASBESTOS 
ROPE SEAL 


No. 82 . bh Ee 
Net load range— y a: No. 72 ® 


Hot water: 339,100— 
793,700 BTU/hr. be ‘ . Net load range— 
Steam: 1415—3305 sq. ft. B io 1 Hot water: 180,000— 
Send for Bulletin C-270 ey ‘ SHORT 331,600 BTU/hr. 
DRAW RODS Steam: 750—1380 sq. ft. 
——— Send for Bulletin C-226 


oo) 


These boilers offer a strong competitive advantage because of 
features which shorten installation time. 


The exclusive asbestos rope seal, for example, which fits into a 
grooved seal strip in the sections, door frame and smoke collar. 
The rope is compressible and if the boiler “grows,” it will not 
crack or squeeze out...assures a permanent gas-tight seal. 

The sections are tied together with multiple short draw rods, 
simplifying assembly. These draw rods can expand and contract 
with the boiler, relieving sections of strain and adding to boiler life. 

Maintenance at peak efficiency is easier, because top cleanout 
openings allow cleaning all heating surfaces. 


Available in three arrangements 


Both 72 and 82 Boilers are offered as a ““B’”’ unit, with burner, 
combustion chamber and controls; as an “A” unit, with com- 
bustion chamber and flange mounted base front only and an ‘‘O”’ 
unit, without burner or combustion chamber. 


FOR THE “NEW LOOK" IN BUILDING 
Apartment houses, built for renting, are the big trend in new con- 
struction. Weil-McLain Cast Iron Baseboards are mar and dent- 


proof...immune to the rough treatment likely to occur with con- 
stantly shifting tenants. 


Available in 7” and 9” heights 


WEIL: McLAIN WEIL-McLAIN COMPANY 


BOILERS - RADIATORS iselgslelaehi-te| 


MICHIGAN CITY, INDIANA 


Address literature requests to Dept. A-31 
Check 3-074-01 on Reply Card 
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Owner: METROPOLITAN Fam AND Exposition AuTHority, CHIcaco, Itt. Chief Architect: ALrrep SHAW OF SHAW, METZ AND ASSOCIATES. 
Architectural Consultants: Joan W. Root oF Hotasirn & Root... Victor Horrer...Epwarp Stone. Consultant Mech. & Elec. Engineers: JOHN DOLIO & ASSOCIATES. 
General Contractor: Gust K. NEwBERG ConsTRUCTION Co, Heating & Air Conditioning Contractor: DELL Corporation. 


Big As Six Football Fields 


McCORMICK PLACE 


Chicago’s New $35,000,000 Exposition Center 


JENKINS VALVES control lines in mammoth heating —- air conditioning system 


IT’S BIG, the main exhibit area is 320,000 square feet, 
almost free of pillars, with a 40-foot ceiling! The theater 
seats 5,000 people. Restaurant facilities can feed as many 
in an hour. Loading docks accommodate 50 trailers. 


Volume-wise, this “first exposition hall designed speci- 
fically for the purpose” is almost as big as New York’s 
Empire State Building . .. another famous architectural 
and engineering achievement equipped with Jenkins 
Valves. To air condition McCormick Place requires 
refrigeration capacity of 4,000 tons. To heat it, boiler 
capacity of 2,400 horsepower is needed. 
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A BIG JOB FOR VALVES is evident here. And, an oppor- 
tunity to assure big savings with valves that ask for only 
minimum maintenance. The building experts responsible 
for McCormick Place called for Jenkins Valves to control 
the service lines in the mammoth complex of heating 
and air conditioning. 


To keep your valve maintenance and replacement costs 
down, follow the lead of the experts. Specify Jenkins 
Valves. They cost no more to buy . .. and over the long, 
hard pull they cost considerably less. Jenkins Bros., 100 
Park Avenue, New York 17. 


SOLD THROUGH LEADING DISTRIBUTORS EVERYWHERE 


JENKINS 


LOOK FOR THE JENKINS DIAMOND ® 


VALVES =o 


Jenkins Valves control lines from eight 30,000 gal. oil tanks, 


Check 3-075-01 on Reply Card 





convenient - 
carrying handle _ 4 new-type handwheel 





new, stronger valve 


ew pressure-relief valve . 
é a added safety ' £ standard Y%” Sutlet 


: protective cap 
protective collar : B for outlet 


As 


a 


See your wholesaler now for a new “Zephyr”’ 


Redesigned valve makes “Zephyr’ cylinders 
for FREON® stronger, easier than ever to use 


While service engineers praised the light weight and convenient shape of the 
first “Zephyr” cylinders, they suggested several additional improvements. We’ve 
made them—to make your job of handling Freon* premium quality refrigerants 
even easier. And your refrigeration and air conditioning wholesaler now has 
these newest “Zephyr” cylinders for you—with a free bonus to boot! 


COMPLETELY NEW VALVE. “Zephyr” cylinder valves have been redesigned to 
provide new convenience, strength and safety. Wrenches or adapters are no 
longer needed. You can now operate the valve with a strong but easy-to-turn 
handwheel—and attach charging hoses directly to its standard 44-inch outlet. 
The entire valve assembly is stronger and contains a built-in pressure-relief 
device which, with the fuse plug in the cylinder, makes the “‘Zephyr”’ the safest 
service container you can buy. 

Add these new features to all the other conveniences of “Zephyr” containers 
for ““Freon-12” and “Freon-22”, and you can see why it will pay you to get 
your new, factory-filled “Zephyr” cylinders now. 

Carry them. “Zephyr” cylinders are lightweight, with a built-in carrying handle 
that also protects the valve... now make a 50-Ib. size practical. 
Stack them. “Zephyr” cylinders are wider, shorter... can be stacked for space- 
saving storage, stand up on trucks. 
Invert them. “Zephyr” carrying handle also acts as a stand, needs no blocks, 
permits easy liquid charging. 
(—) FREE BONUS OFFER! Look for the bonus envelope attached to 
one your new “Zephyr” cylinder. It entitles you to a free can of new 
Du Pont aerosol “Slipspray”—a dry, all- -purpose lubricant with 
hundreds of uses at home or work. “Slipspray” leaves no oily film... stops 
sticking, binding, squeaking on all surfaces. Offer expires June 30, 1961, 


qU PONT 


rR EO N° premium quality — 
REFRIGERANTS Better Things for Better Living. through Chemistry 


***Freon’’ and combinations of F- with numbers are Du Pont’s registered trademarks for its fluorocarbon refrigerants, 


Check 3-076-01 on Reply Card 
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Delco announces 
an outstanding 
new opportunity . sd 


THE GM-DELCO 
KEY DEALER PLAN 


With a complete new line of central heating and air conditioning 
systems, GM-Delco offers you the GM-Delco Key Dealer Plan— 
designed to help you get more sales in this huge market... and get 
more profits! Here are the principles of this new plan: 


General Motors-Delco name—assures top flight engineering 
and a universally known reputation for Reliability. 


Direct Factory-Dealer Distribution—with planned sales, 
advertising, training, and promotional aids. 


Limited number of dealers—in each market, and only they 
can buy Delco equipment. 





Protected Pricing—stable Pricing that permits dealer profits. 





Dealer Listings in national ads—insure direct participation in 
dynamic advertising, at no cost to you. 


Complete Sales Building Plan—of local advertising, pros- 
pecting, and selling to build sales. 


Over 200 models—plus accessories—meet all needs. 


General Motors Group Insurance—available to eligible dealers 
and their personnel. 


DelcoS6S 


or] 
There may st Gtt-Duo Pench op er anderen on too 
eel eee 











+ 
| 
| 
| 


TODAY and mail to: 


| Celsid itaon Gurpnreticn 
_ Department 04, Rochester 1, New York 
ross cv esa ieeoatnn oye Seay Oot 





Title. 








Street. 


% 
City & Zone. i __State_ 
a5 : ee pagers J 
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A COMPLETE LINE OF FURNACES, BOILERS, AIR CONDITIONING, HEAT PUMPS AND WATER HEATERS TO MEET ALL YOUR REQUIREMENTS. 


Check 3-077-01 on Reply Card 
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Available in 3 models, combines central heat efficiency with gas heater economy. 


Number One Salesmaker for ’61 
Martin Duo-Vent thru-the-wall Heaters 


If you want more gas heater volume, and more profits, here’s the sales-tested 
answer. Martin introduced the Duo-Vent last season. The combination of 
Martin engineering, Continental Console Styling and High Fidelity Heat 
resulted in so much consumer acceptance and consumer satisfaction that the 
Duo-Vent line has been expanded to three models for 1961. 


If you aren’t already handling the Martin Duo-Vent series, better get the com- 
plete Martin story now. For full details on America’s most complete and most 


profitable line of gas heating equipment, see your Martin distributor, or write 
direct. 


See the Martin Lne at the Atlanta Southeastern LPGA 
Convention, Booths 47 and 48, and at the Chicago LPGA 
Convention, Booths 207 and 208. 


STAMPING & STOVE COMPANY 
HUNTSVILLE, ALABAMA 


AMERICA’S MOST COMPLETE HEATING LINE 


Check 3-078-01 on Reply Card 
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Wipe! 


© 


Now, all Spang CW Galvanized Steel Pipe carries this new marking which is your assurance of top-quality domestic steel pipe. 


Look for this marking when you buy steel pipe 


It spells two important 
advantages for you: 


1. Pipe made in the United States of 
America must meet the high product 
standards set by definite technical 
specifications established for all pipe 
manufacturers. When you buy Amer- 
ican-made steel pipe, you know 
you're getting a fine, standard prod- 
uct with good working characteris- 
tics and assured long life that will 
meet specified service requirements. 


2. The SPANG CW Steel Pipe mark- 
ing indicates that extra measure of 
quality. When you buy SPANG, you 
know you're getting a product that’s 
carefully controlled during manu- 
facturing and thoroughly tested and 


inspected before shipping to assure 
you of a top-quality product, uniform 
throughout, for fast, economical, 
trouble-free installations, 


Don’t take chances by making 
second-rate installations with ques- 
tionable foreign imports. It’s worth 
your reputation to buy Steel Pipe 
made in U.S.A. Look for this SPANG 
marking on your next pipe order. 
Call your nearest SPANG Distributor 
for service. 

SPANG Steel Pipe is one of the 
many fine products produced by 
National Supply Division, Armco 
Steel Corpora- 
tion, 2 Gateway 
Center, Pitts- 
burgh 22, Penna. 


Steel’s Symbol 
of strength, 
long life, 

and economy 


oo? 
ARMCO National Supply Division 


Check 3-079-01 on Reply Cord 


New “Made in USA” marking on Spang CW 
Galvanized Steel Pipe is applied after pipe has 
been quick-quenched following galvanizing. 








“We get 40 leads a day 
through the Yellow Pages!” 


says G. A. Simcox, partner, R & S Plumbing & Heating, Inc., Rockford, Ill. 





$622 KILSURN 











Display ad (shown reduced) runs under 
PLUMBING CONTRACTORS. Call the Yellow 
Pages man at your Bell Telephone Business 
Office to plan your program. Do it today. 


“The Yellow Pages was our best way to build business “The Yellow Pages, our only sustaining advertising, 
when we started out 15 years ago —and it still is!” gets us equipment orders, service and repair jobs.” 


“We advertise under 8 trade-marks, includ- “Our Yellow Pages ads are under 8 headings, including 
ing Crane, Rheem and American-Standard.” Plumbers, Boilers — Dealers and Heating Contractors.” 


Dispiay this emblem. it builds your business! 
Check 3-080-01 on Reply Card 
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LESS THAN THREE 
HAIRBREADTHS 

is your margin of safety when 
installing a copper plumbing 
system. “Report BMS 58” of 
the National Bureau of Stand- 
ards, reporting on tests of %4” 
joints, says—‘‘When the clear- 
ance is greater than 0.008 inch, 
there is difficulty in filling the 
joint properly.” 


THE NIBCO TESTER TELLS YOU positively whether 


you can be sure of a good soldered joint. If the point of it can 
be inserted between the tube and the fitting . . . look out! The 
tube is either too small or the fitting is too big. The maximum 
allowable tolerance between tube and fitting is 0.009 inch— 
even through 12” size range, and the NIBCO TESTER is 0.010 
inch in thickness. If the joint is too sloppy you will have diffi- 
culty in soldering, and in extreme cases it can mean failure after 
the system starts working. 


SEND FOR THE NEW 


TROUBLE SPOTTER! 


NIBCO MAKES SURE 


NIBCO fittings are inspected and carefully tested 
to make certain they meet A.S.A. standards 
of size and roundness. It’s a program that is 
readily appreciated by those who have in- 
stalled millions of NIBCO 4” wrot elbows dur- 
ing our “Lucky Buck” promotion. This kind 
of quality control costs NIBCO more than 
$400,000 per year. But, we think it is worth 
every penny ...and so do the thousands of 
contractors who always ask for NIBCO! 


SEND YOUR PROBLEMS TO US 


If extra soldering time is cutting into your 
profits, if you are being plagued with joint 
failures...try the NIBCO TESTER. Anytime 
you can get its tip between tube and fitting, 
we'll look for the reason without charge. Just 
send along six inches of the tube with the 
fitting (any brand), and our technicians will 
provide you an authoritative report. 


NIBCO INC. — Dept. L-5503, Elkhart, Indiana 


Please send your free NIBCO TESTER to check soldering clear- 
ances between tube and fittings. 





name 





firm 





address 





city, state 


Check 3-081-01 on Reply Card 
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CELLAR DRAINER 
MOTORS 
set the standards for 





























Profits Depend on Performance... 


Insist on Franklin Submatics on the pumps you 
sell. Your customers deserve the performance these 
Submatic features assure. 


Sump pump applications demand 
reliability. Franklin Submatics e Operate In-and-Under Water 
assure dependable performance. e Corrosion-Resistant Case 
e 100% Enclosure of Vital Parts 
e No Lubrication Maintenance 
e Integral Power Control 
e Easy-Adjust Cutout Level 


CCHS HEHEHE EERE HEHEHE HEHEHE EE Se eee eenesene 
. 


. 


weeeeeeeeeeeeee SCHHSSSSSEHHSEHEHEESHEHEHTESHEHEHEHE HEHEHE HEHHEHEHE HEHEHE Ee 


rere, 


Franklin’s Submatic outer case actuates built-in pump 
control... unhampered by dirt in the pit. 


| 


Ce eee 


Submatic-Powered 
Pumps Install Completely 
Below Floor Level. 














External a en, elec- = ae Electric [.. | Gr a 


trodes or diaphragm switches are BLUFFTON, INDIANA 
not necessary. 


Check 3-082-01 on Reply Card 
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-every new CARLTON Sink 
comes in 
this new CARTON 


I 


“Thanks a million,’’ we say to all the architects, dealers, 


plumbers and kitchen specialists who helped put our 
first million Carlton Stainless Steel Sinks into America’s 
homes... ‘*7hanks again,” for getting us off to such a 
flying start on the delivery of our 2nd million Carlton 
Sinks. The new Carlton Sink Carton (shown above) is 


Yujut nab 
betton-when you buy... 


SCULLERY SINKS - 


INSTITUTIONAL SINKS 


also our continuous reminder that you can now obtain a 
Carlton Sink to suit every purse and purpose, with over 
200 different models and sizes to choose from. If one of 
these doesn’t meet your needs, we'll custom-make it for 
you. For more information send for Catalog LP460 to 
Sink Division, Carrollton Mfg. Co., Carrollton, Ohio. 


* HOME SINKS + CUSTOM-MADE SINKS 


Check 3-083-01 on Reply Card 
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lf you are experienced in the water 
| systems business, your volume could 
be neariy double that of 1956. If itis not, 
take a long look at your sales methods. 
Compare them with the hard-hitting 
program of the FLINT AND WALLING 
dealer. He doesn't have to cook 
up his own promotions. They are 
handed to him in a neat, easy-to-use 
package. This planned promotion, 
plus a complete line of pumps, tanks 
and water conditioners properly engi- 
neered and competitivety priced, and 
the backing of a penetrating national 
advertising program, add up to the 
FLINT AND WALLING ‘‘PROFIT 
PACKAGE!"’ May we call and tell you 


all about it? Write us today! 


Sell the 


Sales 
methods 
get 

outdated, 


FLINT ®SWALLING 





KENDALLVILLE, INDIANA 











for every purpose 
Check 3-084-01 on Reply Card 


DomEsTIc ENGINEERING 


, Marcu 1961 




















DOES THIS CARTOON SHOCK YOU? It’s intended to. It shows what can happen to the price- 
cutter who’s blind to the outcome of his actions. Each man fails to see that he can’t strangle 
either of the others without putting his own neck into the same noose. The cartoon tells a 
succinct story but it needs a caption. We’re inviting you to write one. For details see page 90. 


This Is the Year of the Big 
Squeeze... on prices, on profits 


Our industry must act now to improve its profit posi- 
tion. Here's how you can be a leader in the upswing 


Are you in business to make a living? Do you feel 
you're entitled to a reasonable profit? 

If you think these are strange questions to be asking 
of a businessman, here’s our rejoinder. Take a look at 
these headlines: 

Item: “Heating and air conditioning manufacturer 
announces it will cut its prices 10 percent as a means of 
encouraging home building. No profits for six months!” 

Item: “Water heater manufacturer ‘declares war’ on 
the ‘high prices’ of its competitors. Says it will break the 
price stranglehold now existing in the industry.” 

Item: “Plumbing contractor who had low bid on job 
makes 2 percent profit, calls himself lucky.” 

Item: “January wholesaler reports show that profits 
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were down, not only from December but from a so-so 

continued ... January a year ago. There is an unsureness about where 
we are heading.” 

What do headlines like this—paraphrases of actual 
ones and multiplied many times—mean? 

They mean price cutting is at work. 

They mean there’s too much reliance on price as a 
sales tool. 

They mean that price cutting is replacing sales pro- 
motion and salesmanship as a way to get an order. 

They mean that emphasis in selling is upon price in- 
stead of product quality, service and benefits. 

And they naturally also mean lower profits for nearly 
everyone in our industry. 


Price cutting 
is replacing 

salesmanship 
as sales tool 


= But that isn’t all they mean. They mean that the big 
squeeze on prices is on. Which means that the big 
squeeze on profits is on. Because price cutting is a risky 
business. It has a way of feeding upon itself and acceler- 
ating. The low profits that result from price cutting well 
could deteriorate into still lower profits, until they reach 
the vanishing point. 
This is something that cannot be permitted to happen. 
For years we've been talking about “profitless prosper- 
Let’s restore _ ity.” Now let’s see if we can do something about it. Let’s 
profit to the _ restore price to its proper place in the sales picture—in 
balance sheet second place, behind, not in front, of quality products, 
service and benefits. Let’s restore profit to the balance 
sheet in our industry. 


@ In this issue, and we hope with your help and coopera- 
tion, Domestic Engineering is embarking on a vigorous 
fair price-fair profit campaign. Its success will depend 
upon you, our readers. It will depend upon the good 
sense and support of contractors, wholesalers and manu- 
facturers. And we’ll do our best to contribute our share. 
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First of all, we’re resurrecting the “fair profits” pro- 
gram that we had back in 1953—and which is just as 
meaningful now as it was then. Here’s how it’ll work: 
We're asking every one of you to sign a pledge commit- 
ting yourself to selling at prices that are fair to your 
customer—and to you. 

We're offering you a fair price certificate (page 89) ; 
for you to hang up in your place of business. To your Be fair to 
customer it means you’re charging a fair price. To you yourself as 
it means you’re getting a fair price. This isn’t double- well as your 
talk. It’s the way the customer-seller relationship in a Customers 
free enterprise economy should be. 


= For its “shock value,” we’re also dusting off the hang- 
ing cartoon that was a special feature of our previous 
campaign. It’s a succinct picture of the competitive situ- 
ation in our own industry today. | 

There’s a useful old saying that men sometimes have 


recourse to in moments of crisis: “If we don’t all hang 
together, we'll all hang separately.” The sobering 
thought contained in this adage is as good today as it 
ever was. But there are indications that it’s getting a 
dangerous new twist in pricing in our industry. It’s the 
one illustrated by our cartoon: “If we have to hang our- 
selves to get the other fellow hung, let’s do it.” 


™The contractor, wholesaler and manufacturer in the 
cartoon are price cutters. Each one is blind to the fact 
that he can’t strangle his competition by price cutting Will we hang 
to the no-profit point without hurting himself in the together—or 
process. Each one closes his eyes to the fact that the will we hang 
noose he’s got around the other fellow’s neck is also each other? 
strangling him. 

If the three men would open their eyes and see what’s 
really happening to them they’d realize that price cut- 
ting is dangerous. Price wars are destructive. They’re continued 
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continued... 





vicious. They spread their cancer into every 
level of the industry. 

No one profits from them. The manufacturer 
who makes virtually no profit can’t put money 
back into his production facilities. He can’t put 
money into product research. He has to cut 
corners on quality and service in order to sur- 
vive. He’s constantly forced to submit to the 
demands of wholesalers who know there’s a 
battle going on and who want to take advantage 


of the price cutting to force further concessions. 
Who wins in a price war? 


The contractor is a loser. He too knows that 
manufacturers are fighting it out in the price 
arena and he wants to take advantage of it. May- 
be he’s getting a break in price, especially at the 
outset. But he’ll soon find that he’s in a price 
war with other contractors who are trying to 
take advantage of the situation to outbid him 


strictly on a price basis. Before long, he'll also 
be getting shoddy material that will come back 
to haunt him in customer dissatisfaction. 


Wholesaler gets caught in middle 


The wholesaler is caught between the low- 
price demands of his contractor-customers and 
what the beleaguered manufacturer is able to of- 
fer. He falls as much a victim to cut prices and 
low profit margins as do the contractor and manu- 
facturer. 

Not even the consumer is a winner, because he 
gets the poor-quality products and sloppy in- 
stallation that generally go with a low-profit sale. 
“You get what you pay for” applies most of all 
to the consumer. 

Does price cutting necessarily increase volume 
of business? No it does not. Many times people 
hold off buying in the expectation that prices 
will be forced even lower if customers don’t 





Be a leader in the profit upswing! Sign the pledge, 


COUNT ME IN—HERE’S MY PLEDGE: 
I want to be a leader in the profit upswing. I pledge that my 


THIS MONTH, DomEsTIC 
ENGINEERING is starting a 
campaign .to help upgrade 
profits in our industry. 

To dramatize its impor- 
tance and to inspire you with 
the determination to charge 
prices that are fair to you as 
well as to your customers, 
we're asking you to sign a 
fair price pledge. It'll show 
that you want to be a leader 
in the upswing to better 
profits for your business. 

If you sign the pledge, 


(Continued on facing page) 


Name 
Name of Company 
Street Address 


City, State 


prices will be fair to me as well as to my customers. I pledge 
that all my prices will yield a reasonable profit. Please send 
me, without charge or obligation, a Fair Price Certificate to 
hang on my wall. 


Title 














I am a Contractor__, Wholesaler__, Manufacturer, 


Mfrs. Rep.—. 


Cut out and mail to the editors, Domestic ENGINEERING, 


1801 Prairie Ave., Chicago 16, Ill. 
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come running. So the cut-throat competition fre- 
quently has the opposite effect of the one in- 
tended. 

What we're getting at, of course, is that there 
really isn’t such a thing as cut-throat pricing in 
only one segment of our industry. If it starts in 
one, it quickly transfers its effects to the others 
and even to the ultimate consumer. The con- 
sumer is not visible in our cartoon, but he’s there 
in spirit. 

The last time we used this cartoon, we had a 
contest for the best caption for it. The winner 
was plumbing contractor Walter Ford of Phila- 
delphia. We’re going to have a similar contest 
this year. For details, see page 90. 


Is signing a pledge being naive? 


Now none of us is so naive as to imagine that 
a signed pledge or a fair price certificate on a 
wall or writing cartoon captions is going to re- 


store sanity to the pricing situation. But it should 
have one extremely salutory effect. It should 
help focus attention on the problem in a dramatic 
way. It should help bring us to a fuller realiza- 
tion of just where we stand price-wise. It should 
inspire us to stop complaining and drifting and 
start acting. 


Fair competition is essential 


The right inspiration and a strong determina- 
tion are the first steps toward action. Pledge 
yourself to them. 

One thing should, perhaps, be made clear at 
this point. In criticizing excessive reliance on 
price as a sales tool we’re certainly not recom- 
mending price-fixing. Competition is an essen- 
tial ingredient in our free society. It, as much 
as the profit motive, helped build the commerce 
and industry of our country. 

But competition should be based on what 





and display this fair price certificate on your wall 


you'll receive a handsome 

purple and gold Fair Price 

ial ee Certificate, suitable for dis- 
play in your showroom or 


office, with or without a 
frame. The 10 by 14-inch 
certificate (left) will be sent 
to you without charge and 
will carry your name. 


T= is to certify that the undersigned has pledged, for 
§ ir company, its best efforts to protect the public 
health and welfare through quality products, careful 
workmanship, and fair and equitable prices based upon 
actual costs of installation, overhead and dependable 
service to the buyer, plus a reasonable percentage of profit. 


Fopand 





(Cen teosegned) 
Domeatic 
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» Your signature on the 
pledge will also make you 
eligible to receive additional 
materials as they are devel- 
oped by DE, including a spe- 
cial “fair profits kit.” 


continued... 
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continued... 


Write a caption for 


the hanging cartoon: 
$250 offered in prizes 


THE CARTOON on page 85 shows 
what happens to the price-cutter 
who strangles himself with the 
same noose he uses to hang oth- 
ers. But it needs a caption. DE 
is offering a first prize of $100 
for the best caption written by a 
subscriber. There also will be 10 
prizes of $10 each and 10 of $5 
each for runners-up. Members 
of all branches of the industry 
are eligible. 

The caption can be in the form 
of a slogan or a straight state- 
ment, with 25 words as the maxi- 
mum. Write your caption in the 
coupon at right (or in a separate 
letter) and mail it to DE today. 


HERE’S MY HANGING CARTOON SLOGAN 


I want to enter your hanging cartoon caption-writing contest 
and be in line for the first prize of $100 or one of the other 
20 prizes. Here’s my suggestion for a slogan (or a caption): 





Name of Company 
Street Address 


City, State 
I am a Contractor—, Wholesaler—, Mfr.—, Rep.—. 


Fill out and mail to the editors, Domestic ENGINEERING, 
1801 Prairie Ave., Chicago 16, Ill. 











ee ee es ee ee ee ee a ee ee a a a ea eae aaa d 





(Continued from page 89) 


you've got to offer—on the quality of the service 
or product you have for sale and on your ability 
to do a job at a lower price. As such it’s the 
catalyst of progress. In that kind of situation, 
differences in prices are based on differences in 
values. 

Somehow our industry must be shocked into a 
realization of the fact that the price cutting trends 
in our industry are dangerous and ruinous be- 
cause they're unrealistic. And unrealistic price 
cutting is not true competition in the useful sense 
because it yields only destructive results. 

Selling based on price is not properly oriented 
to the profit motive. The profit motive as a rea- 
son for doing business is falling into disuse. Let’s 
restore it to its rightful place—squarely in the 
middle of things. 


Don't apologize for making a profit 


Let’s re-dedicate ourselves to the profit mo- 
Pp 

tive and let’s not apologize for it. Let’s not apol- 

ogize because we want a fair return for our time 
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and energy and talents. The profit motive helped 
make our nation great. It wasn’t the only mo- 
tive, and we can be thankful for that, or it would 
have to be equated with greed. There was al- 
truism too, and a desire for freedom, a yen for 
adventure. There was creative talent and crea- 
tive energy that had to be harnessed and put to 
esthetic or constructive use. 

But there was also that profit motive. And it’s 
as important to the scheme of things today as 
it ever was. 


Let's re-dedicate ourselves 


So in the coming weeks and months, let’s 
re-dedicate ourselves to the profit motive. Let’s 
stop hanging each other and ourselves. Let’s 
have a real campaign to restore profits. “Be a 
leader in the profit upswing” is the slogan we’ve 
adopted for our campaign. We hope you'll adopt 
it in yours. 

Let’s not for one minute admit that the choice 
confronting us is to cut prices until you go broke 
or refuse to cut prices, lose business and go 
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Can lower profits 
bolster a sagging 
economy? 


“Don’t ask America what she can do for you, © 
instead ask what you can do for America.” 


CaN A COMPANY contribute to a | QO AK. x Mr. Kennedy 3 


business upswing by denying it- 
self profits for a period of time? 


mw ana MOR-SUN Volunteers! 


up profits “as a means of encour- 
aging the building industry to in- 
creased activity, thus alleviating 
the business recession,” in a large 
ad in the Sunday New York 
Times and other papers. 


a] 
pelts, 


NO PROFITS FOR 6 MONTHS! 


MOR-SUN FURNACE will help get the ball rolling in the big housing program that’s so 


a We strongly disagree, not with NOTE TO ALL FURNACE & AIR vital to our nation’s economy by GIVING UP PROFITS FOR SIX MONTHS! MOR-SUN 


the motives of the manufacturer, 
but with the basic premise that 
“giving up profits” is the answer 
to any problem besetting our 
economy. Conversely, profits that 
are too low are one of the major | sransensrsr. 
problems of our industry today. 


MOR-SUN FURNACE DIVISION 





CONDITIONING MANUFACTURERS: 


FURNACE, a division of Morrison Steel Products, Inc., of Buffalo, will cut its profits by 
TEN PER-CENT on every MOR-SUN furnace and air-conditioner we manufacture or sell 
for the next six months . . . and, Mr, President, we've left nothing out! 


It is our belief that by selling heating and air-conditioning at 10% off, we can help re- 
establish a building program; with a building program, workers are needed, money comes 


MORRISON STEEL PRODUCTS, inc in, factories go back on full-scale employment, the economic and business recession is over 
serrauet. a ... Yes, Mr, President, MOR-SUN VOLUNTEERS! 





broke. There’s a third choice—getting the busi- 
ness and getting it at a fair price. 

This, of course, is easier said than done. Your 
own motives may be entirely right. Your own 
understanding of the destructiveness of cut- 
throat pricing may be crystal clear. But if your 
competition can’t see the ruinous outcome of 
price cutting, you are to some degree at his mercy 
unless enough other people see the situation for 
what it is and refuse to participate. 


= That’s why a really successful campaign to re- 
store order to pricing must be on an industry- 
wide basis. It must embrace every segment of 
the industry. It must involve enough men of good 
will and common sense about their own business 
future that the project can be put over. 

It'll take the whole industry to do the job, 
but it will require individual effort. We’re con- 
fident that the contractor can see the strong role 
he as an individual can play in this campaign. 
He is the manufacturer’s consumer. He is in a 
position to support the manufacturer by deciding 





whether he wants to sell and install a quality 
product or one that’s made to sell only because 
of its price appeal. 

We hope that all of our readers—and contrac- 
tors especially—will think about the meaning in 
our hanging cartoon. We hope you'll think hard 
about it. And we hope you'll put your ideas into 
a slogan-like caption. The writer of the best one 
will get $100 for his efforts, and there will be 
other prizes. 

We hope that all our readers from every seg- 
ment of the industry will take the pledge and 
hang our fair-price certificate on their walls. 


Take that first step now 


In the coming months, you'll be hearing a 
great deal from us on the subject of profit. Three 
of our issues—June, July and August—will be 
devoted specifically to it. We hope to offer con- 
crete, useful ideas on how to make more money. 

Meanwhile—will you take that first important, 
dramatic step? Will you pledge yourself to be a 
leader in the profit upswing? END 
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AS MANY as five snow- 
suits like the one this 
little girl is wearing 
can be put into the 
Norge machine, which 
will dry clean eight 
pounds for $1.50. This 
compares with $5 to $7 
for the same garments 
at professional dry 
cleaner rates. 


A NEW AMERICAN automatic 
wonder is coming of age this year 
as U.S. industry pushes another 
time and labor-saving device 
across the nation. 

The field is coin-operated dry 
cleaning. It’s new. It’s contag- 
ious. It looks big. It is attracting 
piles of investor money as well as 
the progressive elements of the 
professional dry cleaning indus- 
try who don’t want to lose the 


Coin-op dry cleaners: 


A NEW PLUMBING 
MARKET IS BORN 


This innovation in do-it-yourself dry cleaning 
threatens to make today's laundromats obsolete 


big slice of the cleaning market 
involved. 

The rapid spread of these ma- 
chines will involve large amounts 
of plumbing and much heating 
and ventilating, primarily be- 
cause of the construction of new 
laundry and dry-cleaning centers 
with both coin-operated wash- 
ing and dry-cleaning machines, 
and the displacement caused in 
existing do-it-yourself laundries. 


Actually, the business is still 
in its infancy. It was launched 
inauspiciously in 1959 by Stand- 
ard Inc., now of Little Rock, Ark. 
But Standard’s splash began to 
resemble a tidal wave last Oct. 
5 when Norge announced it had 
seven pilot models in the works 
and Whirlpool announced it had 
20. The competitive rush was on. 

Last year there were less than 
a half-dozen coin-op dry-cleaning 
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__-—-HEAT EXCHANGER 


AIR GAP 


SUCTION LINE——— 


Solvent Flow Pattern During Filtration 


THE PIPING LAYOUT for a bank of eight Norge machines 
is shown by this schematic diagram. Color illustrates 
the flow of cleaning solvent during the filtration process. 
(The water and drain layout for a two-machine instal- 


- SLUDGE TANK 


P toe PRESSURE GA 


VO 
@i' ~ 
FILTER TANK R 


4 


FILTER__, 
OUTLET 7 


SLUDC 


SLUDGE TANK © 


pe 
SOLVENT CIRCULATING PUMP 


lation is shown on the next page.) This diagram shows 
how the solvent is pumped from the base tank of the 
machine, circulated through a filter, heat exchanger and 
manifold, and finally returned to the base tank. 


GE TANK INLET 


plants in the nation offering such 
service. Now there are at least 
60 in operation—nearly all less 
than three months old—and for 
an indication of what might and 
probably will happen, drive 
down any street that has one of 
the new wonders and observe for 
yourself how the coin-op dry- 
cleaning business is likely to soar 
in the months ahead. 

The market future for this new 
machine deserves to be called 
huge, but its boundaries are un- 
certain. 

Whirlpool Corp., which now 
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has 100 coin-operated dry clean- 
ers in operation at various loca- 
tions, told DE that “an estimated 
200,000 cleaners are expected to 
be sold and in operation between 
1961 and 1965.” Whirlpool is 
backing up this prediction with 

$34 million advertising and 
sales promotion campaign. 

A less optimistic answer came 
from Standard Inc., however. 
The firm answered a query as to 
market potential of the machines 
this way: 

“We feel the market potential 
in the next 10 years should be 


around 30,000 machines.” 

Of special interest to plumbing 
and heating contractors is the 
evaluation of this new field by 
Robert Quayle Jr., president of 
Norge (a division of Borg-Warn- 
er Corp.). The Norge machine, 
which was previewed at the re- 
cent annual meeting of the 
American Society of Sanitary 
Engineering, uses a relatively ex- 
tensive water and drainage sys- 
tem. Some other machines, such 
as the models developed by 
Whirlpool, are self-contained and 

(Please turn to page 94) 





continued . 


MISSIONARY WORK being done by Whirlpool Corp. to 
sell its new dry-cleaning machine includes this mobile 
trailer, which is giving demonstrations across the nation. 


(Continued from page 93) 
do not. (It should be emphasized 
that, in the case of these latter 
machines, much of the new 
plumbing market will result 
from the fact that new “cleaning 
centers,” incorporating the dry 
cleaners as well as laundry ma- 
chines, will make many existing 
coin-operated laundries obsolete 
—leading to extensive enlarging 


SUB-WALL STUDDING —— a 


| a! > 
| | WATER SUPPLY TO 
HEAT EXCHANGER 


4 


_ 


STORAGE BASE TANK 


PIPE PLUG ~ 


and modernizing of such laundry 
facilities.) 

Quayle predicts that every city 
of more than 10,000 will have 
coin-operated dry cleaning with- 
in the next year. And, he says, 
the new machines will kick 85 
percent of the nation’s coin-op 
laundries into the obsolete class. 

Coin-op launderers have found 
they can’t cut back on their 


4 


fi 4" SILL COCK 


washers and dryers to make 
room for the dry cleaners, with- 
out cutting business and laying 
themselves open to competition 
because of the customer habit of 
tying up several machines at a 
time. (One launderer reported 
in American Drycleaner maga- 
zine that one of his customers 
tied up 23 washers at one time.) 

So, while the market for 


D>, 


1” WATER SUPPLY 
MANIFOLD 


WATER SUPPLY 
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0 x 40 MESH 
CENTRAL 
WATER STRAINER 


TO WATER SUPPLY 
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SOLVENT MANIFOLD 


STORAGE 
BASE TANK 


|_ +e TO DRAIN 
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Water and Drain Layout (Two Machine Installation) 


FLOOR LINE —— 


THE WATER AND DRAIN LAYOUT for the Norge coin- 
operated dry cleaner is shown in this diagram of a 
two-machine installation. Water is used in the ma- 


chine’s operation for cooling, for prespotting of garments 
to be cleaned and for condensing of solvent vapors, 
which is necessary for reuse of the cleaning solvent. 
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Wash Cycie 


TANK meee, 


plumbing contractors in this new 


CONTINUOUS FLOW OF CLEANING 
SOLVENT DURING WASH CYCLE 
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field can’t be measured now by a 
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numbers of valves, feet of pipe 
and dollars of volume, there are 
several good indicators that this 
new trend will lead to thousands 
of new cleaning plants across the 
nation, plus replacement plants 
for existing laundromats, plus, 
undoubtedly, a great many at- 
tempts by existing laundromats 
and dry cleaners to add automat- 
ic machines. 

(Lower prices are among the 
big attractions for housewives. 


CYLINDER 
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John Danielson, manager of 2.) ln 
the commercial division service 
department at Whirlpool, made 
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this estimate of the plumbing 
contractor’s role in coin-op dry 
cleaning at DE’s request. 

“The plumbing, heating and air 
conditioning contractor does fit 
into the picture in this new mar- 


SIDE VIEW of the Norge dry-cleaning machine, as presented in a slide be- 
fore an audience at the last annual meeting of the American Society of 
Sanitary Engineering. The diagram illustrates the flow of solvent during the 
wash cycle, and the flow of water over the condenser plates of the machine. 


ket. There is no actual plumbing 
required for our unit in the sense 
of the general interpretation of 





water or sewer supply lines. 
However, in the laundry store 
application considerable work is 
involved with the plumbing trade 


in the category of water and 
sewer lines.” (As stated earlier, 


however, other machines, such 
(Please turn to page 112) 


DRY CLEANING INSTRUCTIONS 


omerann 





PACKAGE INSTALLATION offered by Whirlpool includes 
this futuristic “geodesic dome” building and all equip- 
ment, including six coin-operated dry cleaners, furnish- 
ings and construction. Cost of the package is $25,000. 
Floor area of the building is about 485 square feet. 
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NINE ITEMS of this type can be cleaned for $1.50 in 
the Norge machine. Most items emerge wrinkle-free, 
Norge says, and even the crease in a man’s trousers 
can be maintained. DE found this “no ironing” feature 
to be an important point with housewives interviewed. 


95 





Remodeling 
Hotshot 
Offers 

to Sell 

His Trade 


Secrets 


3 


/ 


CORSON CO. 


P-h contractor builds 
$1 million volume in 
complete home remodel- 
ing. Now he’s setting 
up a management school 
to help others learn 


to do the same... 





GREENHOUSE, Madison, Minnesota. . ATE ‘ 
Phone 598-7465. THIS HAND signed $1 million worth of remodeling contracts last year. 





BUSINESS OPPORTUNITIES 





Do you want large profits? 
HOME MODERNIZATION 
IS THE ANSWER 


A New ENGLAND plumbing contractor put down his 
Large home modernization corporation 





is willing to vet ep tei your losatlen ulther telephone and looked at the notes he’d taken of his con- 
on partnership basis or percentage fee. versation with a local remodeling dealer who also special- 
A complete home modernization division izes in kitchens 
of business. Depending on the popula- % : ; . 
ten we can estimate the annual volume The dealer had a kitchen remodeling job and needed 
and prospective earnings. . . - ‘6 ” 
in shal chaddimiaay aes cull ested. someone to install the sink. Report for work March 15, 
lations while teaching local help. Ad- he said. “It'll be a straight fee. 
dress Key 468-E, “DOMESTIC ENGI- : : : 
NEERING,” 1801 Prairie Ave., Chicago The entire job, the plumbing contractor knew, would 
16, Hlinois. bring about $1,600 into the remodeling dealer’s pocket. 
By agreeing to install the sink, he himself would be get- 
FRANCHISED DEALERS WANTED: Jacobson ting less than one-tenth of that amount for his skills. 
is expansionist-minded, plans to set up Then the plumbing contractor asked himself these 
some of his remodeling school graduates questions: Why settle for anything less than the complete 
as franchised dealers or “partners.” He's . . 19 +28 
looking for these potential business osso- remodeling job? Why go on hiring myself out for labor 
ciates via classified ads. only? Why not become the prime contractor on the job, 
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and come away with the big end 
of the profit? 

This ambitious man is a likely 
candidate for a unique kind of 
school that’s scheduled to open 
next month in Stamford, Conn. 

It’s a school for men who want 
to enter the one-stop remodeling 
field—or, if they’re already ac- 
tive in this field—for men who 
want to sharpen up their know- 
how in selling, pricing, designing 
or generaling the job so that they 
can become more successful in 
it. The school will be run by a 
man who’s an old master at mak- 
ing a success in the moderniza- 
tion field—Harold Jacobson of 
West Haven, Conn. 

Jacobson has been selling re- 
modeling since 1952. Last year 
he grossed $1 million at four lo- 
cations in Connecticut. 

Himself a plumbing and heat- 
ing contractor, Jacobson first 
specialized in kitchens, bath- 
rooms and heating when he 
went into remodeling. A few 
years later he branched out into 
all types of modernization—not- 

(Please turn to page 98) 
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Harold Jacobson 
“The remodeling market is going to 
show fantastic growth in the next 
few years. I think a good contrac- 
tor can net 15 percent profit on a 
$300,000 to $500,000 gross volume, 
not including his own salary.” 
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How Jacobson Sizes Up 
the Remodeling Business 


FoR WOULD-BE remodeling contractors, Jacobson has 
projected figures on (a) what their earnings might be on a 
$200,000 or $300,000 volume, (b) what the initial invest- 
ment costs would be, (c) how the operating costs break 
down, and (d) what categories the sales would likely fall 
into. Here are his projections: 


Projected Earnings on $200,000 Volume: 








Estimated gross profit of one-third........... $66,000 
Operating overhead ........ $33,000 
Advertising 636.2445 8,000 
$41,000 

NOE POC sii saci sc tenis $25,000 

Projected Earnings on $300,000 Volume: 

Estimated gross profit of one-third........... $100,000 
Operating overhead* ....... $33,000 
Advertigittt :. 240.0% 6s 6d 12,000 
One salesman .............. 10,000 
$55,000 

Not: 056 .c8kics ei $45,000 


*Operating overhead remains the same up to 
$300,000, at which time it increases. 


Original Capital Needed for $200,000 Volume: 














Cost of MORN WR Gc ogi ais es 6 oi 5b Ss ck $ 5,000 
Show roars oie. bbs dee. Ces cab rk te sh ee 2,500 
Initial adlwapCged. oias 5 dsc Sk 4s oa sd sos 2,000 
Oo a ee eee 1,000 
Firet rsoeyee OU oo oi hk vas a gk ie eos 1,000 
Down peymeiin OG Che oes ce ae ks 5 500 
Stn tionOr ys eis oon Gk sk OER Es £55 cb cease the 300 
$12,300 

Operaibions : Cee ili i ono Ce Kio disney 12,700 
Oe is ies now ns was $25,000 

Breakdown of Anticipated Sales on $200,000 Volume: 
Weiter 57 cs he 6 6h os BG ca oko $ 50,000 
Roce aceeenn a hi os kk 6 he cw ee des 40,000 
Bathroaig. gic Fis hi ees se ck 30,000 
Bapeenente ky cia ive vac 4ed che Ce shasta 25,000 
Porches aid: Salouahew 955655 0.05 Fe Vika ots Bet nes 20,000 
Heating* (sick. 6. bs ce Oe ak os ee 15,000 
Attics: and. Gommete 2.5 os inc Beds Fe vas 10,000 
Siding aiid roofing . : 6500146 34 G5 - SSR 10,000 
WORSE 358 He pees: 6 obo Be cw $200,000 


*Some heating volume is hidden in room ad- 
ditions, basements, etc. 


Breakdown of Annual Operating Overhead: 





Manager-Gaiesmngan. os « «sds vawics CUbS so <ieee't 0s $10,000 
Supervision and drafting .................665. 6,000 


(Please turn to page 100) 
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continued... 


Remodeling Hotshot Offers to Sell His Trade Secrets 


AD HELP: After they’re set up in business, Jacobson’s franchised 
dealers will get a continuous supply of advertising and promotional 
aids, management materials and data on new product developments. 


(Continued from page 97) 
ably room additions, conversions, 
porches, basements, dormers and 
roofing and siding—in addition 
to the aforementioned kitchens, 
bathrooms and heating. 

Last year, about 25 percent of 
his volume was in kitchens, 15 
percent in bathrooms, 17 percent 
in new room additions and 43 
percent in the remainder. 

Now Jacobson has decided to 
pass on his professional know- 
how to other men who also want 
to be all-around remodeling con- 
tractors. He’ll do so under one 
of two arrangements: 

1. Under Plan 1, students get 
two weeks of classroom and on- 
the-job instruction in every 
phase of setting up a remodeling 
operation and serving as a prime 
contractor. They pay a flat tu- 





Here's what contractors can learn at the 


Ist Day: Jacobson will outline the elements that 
go into a successful modernization business and 
why a good knowledge of them is essential. This 
will include how to find prospects and sell them; 
how to estimate jobs; how to advertise and pro- 
mote; how to line up and supervise subcontractors; 
how to coordinate supplies and labor. 

Jacobson will draw upon his own experiences 
as well as those of other successful contractors for 
this outline, which will then be filled in, in detail, 
as the course progresses. Included will be the 
pitfalls to be avoided. 


2nd Day: How to sell remodeling will be dis- 
cussed by Arnold Whitten, Jacobson’s sales man- 
ager and a vice president of the company. 


3rd Day: How to advertise remodeling will be 
covered by representatives from Jacobson’s own 
ad agency. Included will be the timing of ads, 
placement of ads, special appeals, respective ad- 
vantages of advertising in newspapers, telephone 
directory, direct mail and other media. 

Also included will be how to display effectively 
in the showroom, special promotions, telephone 


canvassing and how to get job referrals from sat- 
isfied customers. 


4th Day: Business management will be the 
subject. The instructor will be Lawrence Whitten, 
a certified public accountant and former associate 
professor at Harvard University. Jacobson has 
devised special cost forms, price lists and ac- 
counting procedures that he believes are very 
effective, yet simplify paper work. A step by step 
account of record-keeping of job progress, over- 
head, profit margins, etc. using Jacobson’s forms 
will be given. 


5th and 6th Days: How to get modernization 
business in bathrooms and kitchens will get two 
days of attention. Albert Sweeten, design and 
estimate director for Jacobson, and William 
Breckley Jr., an industrial design engineer with 
15 years of experience in home remodeling, will 
be the instructors. 

They'll explain the most potent sales factors as 
they apply to kitchens and show how selling is 
helped or hastened by perspective drawings, 

The two men will be assisted by Lillian Sweet- 
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LST US REMODEL YOUR — 


BATHROOM 


ONE CONTRACTOR — ONE JOB 





ition fee. When the class is over, 
they go ahead on their own and 
set up their own remodeling op- 
erations or do whatever is neces- 
sary to expand if they already 
have a business going. 
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2. Under Plan 2, the school’s 





graduate becomes a Jacobson 


A FREE ESTIMATES 


elas 





franchised dealer under terms of 





a five-year contract with an op- 
tion to renew another five years. 

Jacobson will help his fran- 
chised dealer to set up his own 
remodeling business if he doesn’t 
have one, or expand it if he does 


ONE 


NO 





PRICE! 


MONEY DOWN 
5 YEARS TO PAY 


COMPLETE 
| @ DESIGNING 
@ PLUMBING 
| @ FIXTURES 
| @ THING 
@ FLOORING 
@ MEDICINE CABINET 
@ RECESS WALL FIXTURES 
| @ ELEC. WIRING 
| @ HEATING 
| @ CARPENTRY WORK 


NO EXTRA 
HIDDEN CHARGES 








have one. 

For the man just starting out, 
he'll find a good store location 
and help him design its interior. 
He'll help him set up his job 


PLUMBING - HEATING CUSTOM "Tel. SPruce BURNERS | 


EVENINGS CALL FU 7-7241 


Fors] «Jacobson 


520 ORANGE AVE — WEST HAVEN 
Qpernters On Duty 24 towes A ep WE 430M8 





records and other business pro- 
cedures and work with him on 
(Please turn to page 100) 


DELAY — ACT NOW 


as 


NTS 





BUSINESS IN TRANSITION: As a p-h contractor, Jacobson ran full-page ads 
like the one at left. Since he’s expanded into complete home remodeling, his 
ad themes have broadened. However, he still features bathrooms. 





two-week Jacobson remodeling school 


en, a design editor, who will present the woman’s 
side of kitchen buying and help contractors im- 
prove their approach to the family member who 
will probably make the ultimate decision. 

The students also will visit Jacobson’s jobs 
currently in progress. The history of the jobs will 
be traced, beginning with the initial lead, through 
estimating, closing the sale, contacting and sched- 
uling subcontractors, coordinating the work, keep- 
ing tabs on work progress, and cleanup. 


7th and 8th Days: How to design and sell room 
additions, porches, basement rooms, jalousies, 
dormers, garages, siding and roofing will be dis- 
cussed. Instructor will be Clarence Dunn, man- 
ager of Jacobson’s Stamford, Conn. branch. 


He'll give classroom and on-the-job lectures on 
methods of estimating material and costs, de- 
signing, and supervising carpentry, masonry, ex- 
cavation, roofing, etc. 

Purchasing of “nonplumbing” materials also 
will be featured. Jerry Rifkin, Jacobson’s pur- 
chasing agent, will discuss such things as the 
characteristics of wood finishes, their various sales 
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appeals, etc. Several of Jacobson’s own wholesale 
suppliers of nonplumbing products will be in at- 
tendance to answer questions on types of materi- 
als available, their costs, etc. 

Jobs will be visited by the students to acquaint 
them with tools that Jacobson has developed for 
on-the-spot estimating (including a price book 
that reduces estimating to simple formulas), and 
to see how problems peculiar to a particular job 
(such as the part terrain plays in building addi- 
tions) are resolved. 


9th and 10th Days: These days will be spent 
visiting more job sites and/or answering ques- 


tions on any subjects that came up during the 
course. 


Evenings and the two weekends will be spent 
visiting jobs, Jacobson’s own places of business 
and in bull-session discussions at which Jacob- 
son’s personnel will be available. An estimated 
40 hours will go into this type of advanced study. 
Note: The above study outline is Jacobson’s pres- 
ent plan. He intends to change it wherever experi- 
ence shows that it would be desirable. 








procedures, estimating jobs, pro- 

curing materials, subcontracting, 

Operating Overhead and setting up financing arrange- 
ments for customers. 

All students of the school— 


which, incidentally, is called Ja- 


(Continued from page 97) 


Office help wh vr , . 4,000 
Phone ! wT jcaeyane ee 
Auto and truck oe. a. 2 cobson’s Modernization Program 
ital a 2.000 (or JMP)—will get books on 
1,500 management, estimating, selling, 
ve 2 etc. They'll also receive sets of 
Electricity and heat 350 business forms and other mate- 
Miscellaneous 3,550 rials necessary to the bookwork 
$33 000 of a remodeling operation. 
mening Each graduate will also re- 
ceive a weekly newsletter that 
will carry information on new 
remodeling products, material 
sources and a continuous supply 
of management and sales tips. 
Jacobson expects to get his 
first pupils largely through ads 
in the classified sections of news- 
papers and business magazines. 
(An ad that appeared in DE in 
February is shown on page 96.) 
However, as his “students” es- 
tablish reputations of their own, 
he “expects their success to at- 











Remodeling Hotshot Offers Trade Secrets 


(Continued from page 99) accepted per school, Jacobson 
selling his first jobs and super- says. Tuition will be $1100. 
vising their installation. In 120 hours of classroom and 
Jacobson will work with his on-the-job instruction, every 
phase of setting up a remodeling 
business and functioning as a 


prime contractor will be covered 


dealer closely “for as long as 
necessary.” In return, he'll get 
3 percent of the man’s gross for 


five years. 

A franchised dealer’s school 
tuition will be refunded at the 
end of the five years whether or 
not the contract is renewed. 

If the franchised dealer already 
has a going business, that’s all 
the initial investment that’s ex- 
pected of him. If he doesn’t have 
a business, he should have about 
$15,000 available as working cap- 
ital, Jacobson feels. However, if 
the franchise candidate impress- 
es Jacobson to an exceptional 
degree, he will accept one with 
more limited funds. 


sHere’s how the school is set 
up: Itll run for two weeks in 
various towns where student de- 
mand warrants, but at least for 
the first year the school must be 
within “commuting distance” of 
one of Jacobson’s own outlets, 
since part of the “classroom” 
consists of study visits to Jacob- 
son’s remodeling job sites. 
Headquarters will be any con- 
venient motel, hotel or hall. A 
maximum of 22 students will be 


by Jacobson’s own experienced 
staff and/or industry experts in 
specific fields. 

Included will be such subjects 
as choosing the site of the store, 
finding customers through ad- 
vertising and direct mail, sell- 
ing modernization, setting up 
bookkeeping and cost accounting 


tract others.” 


# Jacobson will accept anyone as 
a student if he feels that he’s a 
good candidate, but he prefers 
plumbing contractors and is con- 
centrating on recruiting them. 
“IT know for a fact, from my 


(Please turn to page 122) 


ROOM ADDITIONS have become one of Jacobson’s most lucrative specialties. 
Most call for additional plumbing, since bedrooms often need a second bath, 
and all demand heating. So additions not only mean a new type of business 
for Jacobson, they also increase his basic plumbing and heating work. 
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BATHS AWEIGHI Typical of the novel tubs 
now being offered for cramped homes is 
this British product, the “Wundabath.” The 
happy bather rolls the tub from its stor- 
age place to a source of water. 





Bathtub 
Hi-Jinks 


They pop out of cabinets, 
and they move about the 
house. Why don't these 


European tubs stay put? 


AS ANYONE CAN PLAINLY SEE, there’s a revolu- 
tion under way in bathtubs overseas. 

Some months ago, DE presented the story of 
British collegians who ride about campus in a 
gasoline-powered tub. As the pictures on this 
and the following pages show, the “bathmobile” 
was just a start. 

Now comes word from overseas that manufac- 
turers are turning out tubs that hide in deceptive 
wall cabinets (page 103) or roll about cramped 
apartments with free-wheeling abandon (above). 


=» Wundabath Ltd. of Manchester, England, is the 
proud producer of a tub on castors that flits about 
the homestead at the owner’s shove. It weighs 
180 pounds, less bather and bathwater. The “tub 
room” is ideal for homes where plumbing may be 
inadequate or where living space may be at a 
premium, says Wundabath. 

Walled in on three sides with plywood, the 
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Wundabath tub has its own gas water heater. 

Another space saver is the cupboard tub pro- 
duced by EMA of Munich, Germany. EMA says 
the tub will fit nicely into a combination bed-sit- 
ting room. The tub pivots into and out of a ply- 
wood cabinet in much the same manner as a 
Murphy bed. It has an electric water heater. 
Unlike Wundabath, the EMA tub is a more or 
less permanent installation. 

Another tub from Europe looks very much like 
standard ones but it does not jump or roll around 
at all. Instead, it shoves the bather about. 

The tub has a hydraulic lift which helps elderly 
or infirmed persons into their bath water. A 
Dutch distributor of the “Reli” bath lift says it’s 
being used in homes for the aged (next page). 

Where all this tempest in a tub is likely to lead 
is difficult to tell. But rumor has it that one manu- 
facturer is considering a tub designed for bache- 
lors. It has a built-in back scratcher. Continued 
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Bathtub 
Hi-Jinks 


continued & 


WUNDABATH water tank has a ca- 
pacity of 20 gallons and is filled 
through a hose. A built-in gas heater 
(dial at left) produces the hot water. 





WATER’S COMFY, so our pretty bather prepares to take her dip. 
Once she’s done, the washwater is drained off, by hose, into 
the established waste system, and the tub is curtained off so as 
to look like a cupboard. The unit is 76 by 55 by 26 inches. 














Hydraulic Bath Lift. . . 


THIS HYDRAULIC BATH LIFT is no spoofing matter. 
Its distributor, Dutch wholesaler Frans Jeltes 
N. V. Groningen, says the fixture can cut the in- 
stitutional work load in bathing patients. 

Two nurses would ordinarily be required to 
assist the infirmed bather in and out of a tub, but 
the “Reli” bath lift allows this to be done with the 
services of just one nurse. 

The lift seat swivels out over the edge of the 
tub to receive the patient. Once he is seated, a 
valve is opened and water pours into a piston 
chamber, forcing the seat up. In its elevated posi- 
tion, the lift seat is moved back over the tub. An- 
other valve is opened and the chair gently settles 
the patient into the bathwater. The process is 
reversed, of course, to get the patient out. 
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Cupboard 
Yields 
Fixed Bath 
Unit In 
Minutes 











JUST MINUTES are needed to change this bath into a modest cupboard and 
vice versa. Another of our toothsome beauties makes ready to freshen up in 
this German product, which is designed as a fixed installation. Doors closed, 
and folded into the wall, the unit measures 72 by 34 by 26 inches. 





AWASH IN SUDS, the bather relaxes in 
hot water from a_ thermostatically- 
controlled 220-volt electric heater (top). 
The storage tank holds 16 gallons. 





ARE YOU TAKING advantage of 
every allowable deduction when 
filing your tax returns? 

According to tax accountants, 
there are many legitimate deduc- 
tions that businessmen tend to 
overlook, Here’s a list of 19 
questions covering factors that 
are most commonly forgotten. 


1. Did you use part of your res- 
idence for business purposes dur- 
ing the year? 


If you own your home, you are 
permitted to charge off a portion 
of your household maintenance 
expenses if you used part of it 
for business purposes. If you rent 
your home, you can charge off 
a part of your rent plus such 
household expenses as light, heat 
and depreciation. 

The permissible amount that 
may be deducted depends on the 
part of your residence that was 
used for business purposes. For 
example, one room in a six-room 
house used for an office at home 
would mean one-sixth of your 
expenses could be deducted from 
your income tax. 


T AX S AVI N G 2. Did you pay an accountant to 
audit your books? 

Tl Pp All professional services ren- 

be! F dered for your business by an 


accountant are fully deductible. 

B U & ‘ N eS SMAN This also includes any expense 
incurred in the preparation of 
tax returns. 


3. Did you attend any business 
conventions or conferences? 


The Internal Revenue Service 
regulations permit you to deduct 


Knowing the tax laws can mean money your normal travel, entertain- 
in your pocket; here are 19 ways to save ment and registration expenses 


at such meetings. 


money that you may be overlooking 4. Did you seek any legal advice? 
Any legal expenses incurred 

in the operation of your business 

can be deducted. Also, you can 
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deduct legal fees paid in connec- 
tion with income-producing or 
investment property. 


5. Did you pay any magazine 
subscriptions? 


Not all magazine subscription 
costs can be deducted. However, 
the Internal Revenue Service 
ascribes a value to business mag- 
azines and classifies them as a 
legitimate business expense. 


6. Did you pay dues in any busi- 
ness or professional organiza- 
tions? 

The Internal Revenue Code 
permits you to deduct dues paid 
to the Chamber of Commerce, 
trade or business associations 
and professional societies. If you 
belong to a social club for busi- 
ness purposes, you are also 
allowed to deduct these dues 
from your income tax. But if 
you make this deduction, be pre- 
pared to show that your social 
club activities are definitely for 
business purposes. 


7. Did you make any bonus pay- 
ments to employees? 


Bonus payments are regarded 
as extra compensation for your 
employees—and an ordinary and 
necessary expense of doing busi- 
ness. But before you include 
higher than “average” bonus 
payments to relatives or major 
stockholders, check with a tax 
accountant to make sure they 
will be allowed by the Internal 
Revenue Service. 


8. Did you pay any pensions to 
former employees? 


These payments are part of 
the regular expense of doing 
business and are allowable as 
such. 


9. Did you make any alterations 
or improvements on any prop- 
erty you lease? 
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Investments made to change or 
improve the property you rent 
for your business can be deduct- 
ed. You can determine the an- 
nual amortization by dividing 
the total of the improvement’s 
cost by the number of years left 
on the lease. This amortization 
amount may be deducted as a 
current cost of doing business. 


10. Did you restore any rented 
property to its original condi- 
tion? 

Rented property that was al- 
tered for business purposes and 
which must be restored to its 
original condition when the lease 
expires represents a valid busi- 
ness expense and may be deduct- 
ed in full in the tax year in which 
the restoration is made. 


11. Did you pay rent in advance 
on any leases that expired dur- 
ing the year? 


Advance rental payments 
made on business property leases 
usually are for the last several 
months of the lease. Thus, they 
should be regarded as rent dur- 
ing the year that the lease ex- 
pires and are deductible. 


12. Did you have any bad debts 
during this tax year? 


You can deduct bad debts 
from your gross income for tax 
purposes if (a) the amount of the 
debt has been included in your 
sales in this or in prior years, (b) 
the debt is worthless, (c) you 
have made serious efforts to col- 





Second Bath Places Ist in 


Cuicaco—The second bathroom is 
more desired by homeowners than 
a third bedroom, family room or 
even a living room, it was learned 
during the National Assn. of Home 
Builders annual convention here. 

This finding was among the re- 
sults reported from an exhaustive 
research conducted among home 
buyers in 14 communities across 
the country by Better Homes & 
Gardens magazine and Stanley 
Edge Associates, Washington, D. C. 
housing market research group. 


=» To help builders determine con- 
sumer preferences and attitudes to- 
ward new homes, housing forums 
were conducted among some 40 
home-buying delegates in each 
area. They were given a mythical 
$18,000 with which to build a home 
and were asked to decide just what 


(Please turn to page 144) 


Homeowner Wants 


features they most wanted. 

In addition, they were asked to 
fill out questionnaires dealing with 
a wide range of subjects all the way 
from their choice of basic home 
structures to kitchen pet peeves. 


= The results were consolidated in 
a report entitled “The Consumer’s 
Side of the Story,” which was 
shown three times at the con- 
vention in a wide-angle screen 
presentation narrated by Robert 
Burnett, BH&G research manager. 

Another finding of interest to the 
plumbing industry is that six out of 
10 homemakers prefer colored 
bathroom fixtures. Also, the ma- 
jority want the second bath to be 
located adjacent to the family rec- 
reation area, although many of the 
home buyers would like to have it 
adjoin the kitchen or utility room. 








4th article of a series 


Tools, Techniques to Help 
You Cut Job Overhead... 


NEW TOOLS, MACHINES and installation techniques introduced 
recently by some of the industry’s manufacturers are featured 
in this 4th article in a special series by DE. 

Contractors who want to save on costs as a means of increasing 
their profits will be interested in the pictures and descriptions 
of the new products on these pages. 

; For further information on any of the products shown, check 
sae aa eae 4 Se-omigge the appropriate number on the postage-free reply card, page 
available from Black & Decker. For 166, and drop the card in the mail. END 


more details, check No. 71 on the 
reply card, page 166. 
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A NEW HAMMER DRIVE TOOL from Gregory Industries 
makes possible the installation of fasteners in concrete, 
masonry or light gage steel without drilling, filling or 
plugging. It’s recommended where electric or air power 
is unavailable. For detaiis, check 72. 


A LIGHTWEIGHT ABRASIVE CUTOFF designed for use in FOR EASIER INSTALLATION of unit heaters, air condition- 
small shops or big plants is available from the Abrasive ers, heavy pipe and sprinkler assemblies at high alti- 


Machine Div. of Beaver Pipe Tools. It cuts up to 3-inch tudes, the Vermette Machine Co. has developed this 
shapes and 1%%-inch solids. Check No. 73. 17-foot jack. Check 74 on reply card. 
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A 2-WAY RADIO made 
to fit your pocket and to 
broadcast and receive at 
distances up to one mile 
has been developed by 
the Globe Electronics 
Div. of Textron Electron- 
ics. It can be used as a 
paging system or to co- 
ordinate the various jobs 
of the men in the field. 
No license is needed to 
operate the 13'-ounce 
radio, which works on 
transistors and a _ re- 
chargeable battery. 
Check 75 for details. 


A MULTI-PURPOSE, multi-directional saw from the Electric 
Tools Div. of The Stanley Works will make precise, ac- 
curate cuts in metal, wood and composition materials. 
The saw may be used (as shown) for plunge-cutting 
pockets in the ceiling or wall, fitting sections of large 


AN ELECTRIC HAMMER with several applications, in- 
cluding drilling, chipping, roughing and tamping, is now 
available with a six-month service-free guarantee from 
Porter-Cable. Check No. 78 on the reply card. 
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A CHEEK CUTTER designed to reduce sheet metal fabrica- 
tion costs has been developed by Duro Dyne Corp. It can 
produce cheeks with radii from 3 to 12 inches and open- 
ings from 3 to 30 inches. The cutting is done by a built- 
in electric shear. For more details, check No. 76. 


... continued on next page 


metal conduit ducts, cutting old water pipes off flush with 
the ceiling, and similar jobs. It has two speeds, is vi- 
bration-free, and has provisions for mounting blades in 
any of six different positions. For further information, 
check No. 77 on the handy reply card. 


NEW MAHOGANY and magnesium levels are available 
from Scharf Mfg. Co. The mahogany has 6 vials and 
permanent brass binding, and the magnesium features 
qualities of lightness and shock-absorbtion. Check No. 79. 


> 


A 16%2-POUND VISE that can be rotated and locked in any 
position and tilted at any angle has been developed by 
The Columbian Vise & Mfg. Co. Maximum jaw opening is 
5 inches. Check No. 80 for more information. 





THE CHORE OF LOOSENING tightly em- 
bedded nuts and bolts is lessened by using 
this impact wrench, according to its man- 
ufacturer, the Marquette Div. of Curtiss- 
Wright Corp. Even a lady can handle this 
tool, which builds up (and releases) power 
in a strong spring. Check No. 81. 


A 10-INCH SLIDE CARD giving information 
on pipes, flanges and fittings is distributed 
by the Albert Pipe Supply Co. The easy- 
to-read information includes data on pipe 
sizes, schedule number, wall thickness, 
weight and pressure. For more details, 
’ check No. 82 on the reply card. 


Tools and 
techniques 


continued 


A POCKET-SIZED estimator for 
calculating the friction loss in 
a pump system (to help de- 
termine the total required 
head) is offered by the Stand- 
ard Pump Div. of Worthington 
Corp. It’s part of a special 
pump selector (reverse side) 
which is designed, according 
to the firm, for fast, accurate 
pump selection. For further in- 
formation, check No. 83. 


WORTHINGTON 
FRICTION LOSS 
ESTIMATOR 


BAst® ON Warten 
UM STANDARD FRICTION TABLES 
CURLY LORS 1% PERE 
vee ent 


ol Sa Nias Kae) eB 
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A NEW POWER DITCHER with 4-wheel drive and all-hydraulic ground 
travel is the product of the Vermeer Mfg. Co. The ditcher digs up to 8 
inches wide and has special ejector paddles for depositing dirt neatly on 
both sides of the ditch. The boom idler is raised and lowered hydraulic- 
ally, and all 4 wheels have the same traction. Check No. 84. 


AN INDEPENDENTLY-POWERED rotary hammer, using shock waves for 
drilling rock, reinforced concrete or masonry, has been developed by 
the Demo Tool Corp. Powered by a heavy-duty gasoline engine, the new 
unit develops 40,000 shock waves and 8,250 impacts per minute for 
fast, clean holes. For details, check No. 85 on reply card. END 
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HOW SHOP ASSEMBLY of hydronic components can cut all elements in the B&G “Hydro-Flo Pak” can be pre- 
installation costs for this method of heating was a feature assembled in the shop, according to plan, for quick and 
of the Bell & Gossett exhibit. Photo at right shows how easy installation on the boiler package in the field. 


What's New in Heating, Cooling? 


Air conditioning heads are cool to talk of recession. They see ‘‘biggest 
year’ ahead as they exhibit confidence, new products at the ASHRAE show 


WHILE OTHER LINES of business continued 
to sweat out the signs of recession last month, 
the air conditioning industry coolly displayed 
an impressive array of new and improved 
products in Chicago and predicted that 1961 
would be its “biggest year yet.” 

This air of confidence was exhibited, along 
with the more than 500 displays of new equip- 
ment for heating, cooling, ventilation, mois- 
ture control, air purification and refrigera- 
tion, at the 15th International Heating & Air 
Conditioning Exposition held in Chicago’s 
International Amphitheatre, February 13 
through 16. 

Sponsor of the exposition was the Amer- 
ican Society of Heating, Refrigeration and 
Air Conditioning Engineers. 

Of special interest at the show was a host 
of new units and product innovations that 

(Please turn to page 110) 


NO OUTSIDE ELECTRIC POWER source is needed to 
eperate the blower on this furnace, a pilot model 
displayed at the show by the C. A. Olsen Manufactur- 
ing Co. A thermoelectric generator (center) converts the 
heat of burning gas directly into electricity. 
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continued ... 


What's New at the 
Heating-Ventilating 
Show... 


(Continued from page 109) 
promise to give the already ex- 
panding field of air conditioning 
a further shot in the arm. Among 
these are: 

1. A thermoelectric generator 
that picks up heat from a gas- 
fired furnace, converting it to 
electrical energy to drive the 
blower motor. 

2. A further trend to pre-pack- 
aging of hydronic heating com- 
ponents designed to make such 
installations more competitive 
with other types of heating. 


#3. A noiseless thermoelectric 
refrigeration unit with no mov- 
ing parts that indicates possible 
“infinite life.” 

4. A factory-assembled heat 
pump that will heat or cool homes 
or commercial buildings by trans- 
ferring heat from the outside to 
the inside or from the inside to 
the outside. 

5. Electronic air filters and 
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HEAT EXCHANGER ATTACHMENT 


y YET-HEET FURNACE 


30 GAL. HoT WATER 
STORAGE TANK 
(GLASS Live) 




















a 
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JET-HEET, Inc. showed its new thermostatic register (upper left) which permits 
individual room temperature control in a range of 63 to 77 degrees F in a 
warm air heating system. To its furnace above, Jet-Heet has added a domestic 
water heater attachment at left of the furnace. All or part of the 350F air in 
the bonnet is forced through this heat exchanger (equipped with coils) and then 
returned directly to the furnace blower for distribution. 
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SILENT OPERATION is featured in this new remote condensing unit exhibited 
at the show by Mueller-Climatrol. Available in 3, 4 and 5-ton nominal 
capacities, the company describes this unit as “economical enough for the 
installation of summer cooling even in the mass new home market.” 
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New Fuel Oil Controller 


purifiers that precipitate dust 
and pollen from the air. 

6. Methods and materials for 
silencing air conditioning sys- 
tems. 

A number of these products 
are described and illustrated in 
these pages. 

Actual statements attesting to 
the optimistic outlook of the air 
conditioning industry were off- 
ered by some of its leaders in 
answer to a poll taken at the 
show. In essence, the concensus 
of those interviewed is this: “Re- 
gardless of whether business 
overall this year experiences a 
recession, boom or plateau, 1961 
will be air conditioning’s biggest 
year to date.” 


«Following are some of the in- 
dividual statements by industry 
leaders: 

Frank Nunlist, executive vice 
president, Worthington Corp., 
Harrison, N. J.—‘‘Air condition- 
ing is bound to be a growth in- 
dustry, regardless of what hap- 
pens to the economy generally. 
Whether home building is up or 
down, there will be a higher 
percentage of new air condi- 
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Discontinued Oil Control System 


tioned homes. We can assume a 
15 percent to 20 percent annual 
rate of growth in central resi- 
dential air conditioners and 
package systems.” 

Russell Gray, president, Car- 
rier Air Conditioning Corp., Sy- 
racuse, N. Y.—“Central air con- 
ditioning of residences last year 
was up 10 percent over 1959, de- 
spite the decline in home starts. 
One reason for this is that an in- 
creasing number of speculative 
builders found air conditioning 
an important factor in improv- 
ing their sales. 

“These same factors make the 
outlook for 1961 somewhat opti- 
mistic, with an upturn in both 
housing starts and the economy 
expected to offer an added push 
toward the end of the year.” 

Joseph Elliott, president, York 
Division of Borg-Warner Corp., 
York, Pa.—‘“We expect the air 
conditioning portion of our busi- 
ness to be up 20 percent in 1961 
with even a moderately good bal- 
ance in the economy and normal 
summer temperatures. The in- 
stalled value of commercial and 
residential air conditioning 

(Please turn to page 124) 


ELIMINATION OF 40 FITTINGS in this 
oil control assembly for its line of 
packaged boilers is accomplished by 
Cleaver-Brooks Co. by combining, in 
one casting, all the piping, gauges, 
regulators and valves that have been 
used in the fuel oil control system. 


AN ALL-SEASON package for heating 
and cooling apartments and small 
commercial buildings was shown by 
Lennox Industries. The unit can be 
fitted into a 36 by 36 inch closet. 


“ODD BALL” FAN was shown by Diehl 


Manufacturing Co. Its irregularly 
spaced blades, the company says, cut 
noise and whine of high velocity fans 
by approximately 30 percent. 
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CONTRACTOR Mickey Drew stands beside the piping and 
venting for a bank of eight dry-cleaning machines at 
“Cleaning Village.” Drew’s firm did all plumbing work. 


Coin-op dry cleaners .. . 


A P-H Contractor 
Talks About His 


First Installation 


Mickey Drew, Broadview, Ill. plumbing con- 
tractor who won the bid on one of the first coin- 
operated dry-cleaner installations in the Chicago 
area, found he had to “start from scratch” on the 
job. 

He received only preliminary sketches showing 
the general arrangement of machines at the Norge 


CLOSE-UP PHOTO shows the venting, piping, filter and 
sludge tanks behind the machines in the Lombard 
(III.) installation. The plumbing contract totaled $10,500. 


Cleaning Village in Lombard, IIl., but he and his 
mechanics found few installation problems facing 
them as they went ahead with the work. He was 
invited to bid on the Lombard job by owners of 
the new cleaning center, and competed with three 
other contractors to get the installation work. His 
bid came to $10,500. 

Drew—an industrial, commercial and residen- 
tial contractor whose operation grosses over 
$800,000 a year—had five journeyman plumbers 
working on the job. In addition to plumbing and 
drainage lines for the 16 dry-cleaning machines 
at the center, Drew did the piping for the 24 new 
automatic washers and 16 dryers. 


«Drains and cold water lines were required for 
the dry-cleaner machines, along with piping which 
runs from each machine to its solvent tank and 
filters. (The piping and filter arrangements for 
the Lombard installation are similar to those 
shown in the diagrams on pages 93, 94 and 95.) 





A New Plumbing Market Is Born 


which is exhausted outside.” 
The first stumbling block for 
contractors eyeing this new mar- 


(Continued from page 95) 

as the Norge, do use plumbing. 
Operation of the Norge machine 
is described later in this article.) 

“The heating and air condi- 
tioning facet will require con- 
siderable attention. This is tied 
closely with state codes as they 
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pertain to the requirements of 
air movement from the customer 
area and the removal of this air 
from the building. Obviously, 
considerable attention and de- 
tail must be considered for the 
heating or air conditioning of the 
in-take air to compensate for that 


ket may be local codes, which 
should be checked carefully. 

In most cases around the coun- 
try such installations are covered 
only by general codes concerning 
commercial dry cleaners, accord- 
ing to Walter Hagman, engineer- 
ing director of the Norge pilot 
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THIS BOOSTER PUMP was placed in the basement of 
the Lombard installation to insure adequate water pres- 
sure for the store’s 16 dry cleaners and 24 washers. 


No special building code problems on the dry- 
cleaning machines were encountered, Drew told 
DE, since Norge representatives had met with the 
village’s board of trustees and obtained prior ap- 
proval for the center. 


= Drew has a few words of advice for plumbing 
contractors who wish to become involved in the 
new coin-operated dry-cleaning installations. 

“First,” he said, “plumbing contractors must be 
sure that pipe sizes on installations such as this 
one are adequate. Don’t cut corners,” he warned, 
“or the system won’t be able to handle the neces- 
sary water volume when a majority of the ma- 
chines are running.” He noted, also, that the 
dry-cleaning machines should be positioned so 
that ample space is left behind them for the 
necessary maintenance and service work. How 
this was accomplished on the Lombard job is 
shown in the photos on page 112. 

Drew is “quite impressed” with the Cleaning 


THE COIN-OPERATED dry cleaners are visible in this 
interior view. Over 400 women used these machines 
during the first two weeks following their installation. 


Village operation, and feels that the dry-cleaning 
machines will provide a “sizeable new source of 
installation profits” for plumbing contractors. The 
installation at Lombard has been operating satis- 
factorily since its opening on January 28, he said, 
“with no complaints as yet.” 

Drew noted that his mechanics were dubious 
about the cleaning efficiency of the coin-op dry- 
cleaning machines at first. “But when they put 
their greasy overalls into them and saw the 
cleaning job that was done, they were convinced 
the machines are ‘here to stay,’”” Drew said. 

Drew’s firm, started by his father, John, in 1937, 
employs about 40 people. He has the contract on 
three more laundry and dry-cleaning centers in 
the Chicago area, and expects dozens more to 
become available in the months ahead. 

The venting contract for the Lombard center 
was about the same size as the one for plumbing, 
and was handled by the Wagner Sheet Metal Co. 


of Glen Ellyn, Ill. END 





installation at Effingham, III. 

California, for example, has a 
state regulation calling for ex- 
amination and licensing of oper- 
ators or managers of dry-clean- 
ing plants. This, apparently, is 
inhibiting the growth of the coin- 
op installations there. 

As recently as last month, Chi- 
cago had no installations because 
of code restrictions on fire haz- 
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ards and fumes, although the 
coin-ops were springing up in 
Chicago suburbs. 

The field is moving fast, how- 
ever. It is estimated that in the 
past two months at least 31 cities 
have changed code requirements 
to accommodate the new ma- 
chines. Some cities also have 
stiff requirements for buildings 
housing dry-cleaning machines— 


for example, fire-resistant rooms 
and thick walls are required in 
Philadelphia. 

On the code question, Whirl- 
pool’s Danielson told DE: “Con- 
tractors could undoubtedly offer 
great assistance in the area of in- 
terpreting these codes or in sug- 
gesting new regulations which 
would simplify the installation of 

(Please turn to page 114) 





A New Plumbing Market Is Born 


(Continued from page 113) 
coin-operated dry cleaning 
units.” 

Venting will be a problem, al- 
though not a difficult one. The 
universally-used commercial sol- 
vent in dry cleaning is perchlor- 
ethylene, with or without addi- 
tives. Regardless of additives, 
the fumes can be harmful. 

The American Medical Assn. 
says exposure to concentrations 
of 200 ppm of the vapors for eight 
hours are without harmful effect. 
In the Norge system, the solvent 
concentration is reduced to less 
than 10 ppm, according to Hag- 
man. Beyond 200 ppm the effect 
on humans is much the same as 
intoxication. 


sVents should be placed so 
there is no exposure to the pass- 
ing public, and so fumes can’t 
be sucked back into the building 
through an open window. An 


outside exhaust over a sidewalk 
could conceivably violate a code 
provision because the fumes are 
heavier than air and could collect 
at the walk level, although they 
dissipate rapidly. 

This heavier-than-air charac- 
teristic also calls for a low-placed 
scavenger pipe inside the build- 
ing, which is specified in Norge 
lay-outs. When the Norge ma- 
chine is not in operation, air is 
drawn through the front door of 
the machine at 150 cfm to help 
keep the building clear of vapors. 


s According to William Browne 
of the National Institute of Dry 
Cleaning, perchlorethylene can 
be “dangerous.” 

“If the fumes come in contact 
with open flames or metal heated 
to incandescence, phosgene gas 
can result and this is lethal. Com- 
bining with moisture, this forms 
hydrochloric acid.” 
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“Never argue with him when he’s threading pipe!’’ 


As far as plumbing and piping 
are concerned (see diagrams) the 
machines do not differ greatly in 
principle from conventional dry- 
cleaning equipment. There must 
be continual filtration and reuse 
of the solvent because it is too 
expensive to throw away. In the 
Norge machine, water is neces- 
sary for cooling, through the ma- 
chine’s heat exchanger, and for 
condensation of the solvent dur- 
ing drying, as well as for pre- 
spotting of garments. There must 
be drainage to protect the water 
from the solvent, to prevent the 
solvent from entering the sewer- 
age, and to carry away waste 
water used in the process. 

A central filter is used in the 
Norge system. Hagman explains 
the process this way: 


«A pump picks up solvent from 
the base tank of the machine and 
forces it through a filter which 
removes soil from the solvent. 
Clean solvent discharges through 
the top of the filter, passes 
through a heat exchanger to 
keep it at the proper temperature 
for most efficient cleaning, and 
then passes back to the base tank 
for reuse. 

As a machine is used, solvent 
flows through a fill valve into the 
machine, where the garments are 
tumbled in the solvent. Mechan- 
ical action shakes dirt particles 
loose from the garments and the 
dirt flows away through an over- 
flow. Dirty solvent goes through 
a lint screen which removes lint 
and large objects, and then to 
filtration and cooling. 


«The operator must remove and 
clean the lint screen each day. 
Each day he also must introduce 
diatomaceous earth, activated 
carbon and sweetners on the suc- 
tion side of the pump, and these 
serve as filtration media, strain- 
ing the solvent and absorbing 
soluble soils and dyes. When 
soil builds up on the filter tubes 


to the extent that it hinders the 
(Please turn to page 124) 
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Is RESIDENTIAL air conditioning 
in for its biggest decade? 

Many p-h contractors firmly 
believe that it is. They’re gear- 
ing up to expand their businesses 
in this lucrative and as yet large- 
ly untapped area. 

And they’re getting some solid 
backing from the “unitary air 
conditioner certification pro- 
gram” sponsored by the Air Con- 
ditioning & Refrigeration Insti- 
tute, in cooperation with the Na- 
tional Warm Air Heating and Air 
Conditioning Assn. 

Now embarking on its third 


Are You Using the ARI Seal? 
If Not, Here's How It Can Help 


You Boost Your Air Conditioning 
Sales Volume This Season... 


year, the program is designed to 
make it easier for the consumer 
to buy air conditioning and for 
the contractor-dealer to sell it. 
It does so, first of all, by “elim- 
inating the confusion that for- 
merly existed in rating capaci- 
ties” —cubic feet, Btu, tons, horse- 
power—and rating all “unitary” 
equipment in terms of Btu/hr. 
Secondly, it sets rigid perform- 
ance standards for the equipment 
in terms of maximum operating 
conditions, low temperature op- 
eration, insulation efficiency and 
condensate disposal. An identi- 


THE HIGH PERFORMANCE STANDARDS of air conditioning equipment carrying 
the ARI certification seal are checked out here at Electrical Testing Labora- 
tories in New York City. The organization is under contract to ARI to verify 
capacity ratings and other requirements of the program. 
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fying “certification” seal (above) 
goes on products that measure 
up to the required standards. 
Some 50 manufacturers who 
produce 90 percent of the indus- 
try’s unitary air conditioners are 
participating in the program. 
Unitary air conditioners are 
(Please turn to page 146) 


HOW IT CAN CHANGE YOUR FUTURE 








r 


HOW AIR CONDITIONING can make a 
better life for “average citizen” is 


covered in this booklet, available 
from the ARI. See text for address. 
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THE TWO test houses 
used in the heating ex- 
periment were exactly 
alike, except for vari- 
ations in the thickness 
of the insulation. 


“INVISIBLE FAMILIES” IN 
HOME COMFORT EXPERIMENT 


‘ALTHOUGH NO ONE lived in 
either house, this is what hap- 
pened every day last winter in 
each of two 3-bedroom ranch 
models located side by side on a 
tree-lined suburban street near 
St. Paul, Minn. 

An automatic diswasher pol- 
ished off a day’s chores in 50 
minutes. The shower operated 
24 minutes. An eight-pound load 
of clothes was washed and dried. 

The tv set glowed six hours. 
The kitchen range came on for a 
total of 100 minutes. The re- 
frigerator hummed 12 hours. 

Each unoccupied house con- 
tained the following items: 

1. An “invisible family” of 


“MEMBERS” OF THE FAMILY were 
these cage-like heating elements 
which simulated an actual heat-pro- 
ducing family of four. Conventional 
appliances in the two houses oper- 
ated the “normal” number of hours 
each day. The amount of heat pro- 
duced was carefully recorded. 
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four. They were actually heat- 
ing elements surrounded by 
cages and simulating the heat 
produced each day by an aver- 
age four-member family—mom, 
dad, sister and baby brother. 

2. Ten miles of wiring con- 


nected to approximately 250 
temperature-measuring devices 
located in various rooms, walls, 
ceilings, floors, etc. 
3. The afore-mentioned sim- 
ulated household appliances that 
(Please turn to page 119) 


Check 3-117-01 on Reply Card —> 
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TUTTLE & BAILEY 
BASEBOARD PANELS 


NOW FOR THE FIRST TIME, TUTTLE & BAILEY 

ANNOUNCES A NEW LOW-HEIGHT, HIGH-TEM- 

PERATURE BASEBOARD HEATING PANEL — 
Model L! 

unit that has been 
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(Continued from page 116) 
operated at specific intervals 
upon orders from a specially de- 
signed electronic brain. 

4. Assorted chairs, tables, 
beds, lamps and other furniture 
whose function was to provide 
heat storage and the other usual 
functions in relation to heat of 
normal household furniture. 

5. A maze of recording equip- 
ment that provided about 5,600 
different scientific readings daily 
during the heating season. 


sThe two houses, each with 
1,200 square feet of living area 
and 1% baths, were actually 
laboratories in an extensive and 
unusual home comfort research 
program. They were exactly 
alike except for variations in in- 
sulation thicknesses. 

Object of the program, aptly 
called the “invisible family” 
project, was to provide data on 
heat loss to help heating system 
designers offer greater indoor 
comfort at a minimum cost to the 
homeowner. Heat loss is, of 
course, a major factor in de- 
termining the size and design of 
a residential system. 


eThe $250,000 test was con- 
ducted by a manufacturer of 
insulation (Wood Conversion 
Co.), with Minneapolis-Honey- 


“INVISIBLE FAMILIES” IN 


HOME COMFORT EXPERIMENT 


continued 


TECHNICAL AID for the project was provided by engi- 


neers of Minneapolis-Honeywell. 


Here, one inspects a 


recording potentiometer (left) while the other sets up a 
two-sphere radiometer. The latter makes it possible to 
measure radiant heat or cold from walls and windows, 
and determine how comfortable humans would be. 


well Regulator Co. 
technical assistance. 

Besides helping to determine 
the invisible family’s “living 
schedule,” M-H supplied much 
of the instrumentation used to 
measure and record the temper- 
ature, humidity and other data. 


providing 


»The Twin Cities area was 
chosen as the site for the project 
because of the wide temperature 
fluctuations that prevail there 
during a typical Minnesota win- 
ter. 

An “invisible family” was used 
instead of real people to take 
the guesswork out of variables. 

“There just isn’t such a thing 
as an ‘average’ family,” a project 
spokesman said. “How many 
times does the average young- 
ster go in and out of a house 
in a single day? How long and 
how often does he leave the 
door open instead of closing it 
behind him? 


= “If we had used real people, 
we might have put a family in 
there that was completely atypi- 


cal. So our engineers had to 
establish ‘average’ figures for 
the living habits of a family of 
four.” They built electrical de- 
vices to simulate the heat pro- 
duced by each member of the 
family. Similar devices were 


used to produce the heat gen- 
erated by the afore-mentioned 
appliances, and they were auto- 
matically turned on and off at 
specific times of the day. 
Further realism was added by 
(Please turn to page 144) 


en 


SOME 5,000 READINGS were ob- 
tained daily during the “invisible 
family” study by means of 250 tem- 
perature-measuring devices connected 
to recording instruments. Here, a 
reading is checked by Dr. Richard 
Jordan, of the University of Minne- 
sota’s mechanical engineering de- 
partment, who was a consultant on 
the project. 


<&— Check 3-117-01 on Reply Card 
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Our name is right on the pipe 
...for your protection 


Every piece of Bethlehem continuous buttweld steel 


pipe now tells you it’s Bethlehem pipe, and that it 
_d was made in the United States. 
>| Know your pipe. Know your pipe distributor. And 
insist on steel pipe Made in U.S.A. 


For strength 


-.. economy 
BETHLEHEM STEEL COMPANY, Bethlehem, Pa. 
Export Sales: Bethlehem Steel Export Corporation 


BETHLEHEM STEEL 


Check 3-120-01 on Reply Card 


... versatility 
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Sade to Sra" FIN VECTOR 
RADIATES DESIGN VERSATILITY 


CHOICE OF...FRONT COVER...FRONT/TOP COVER...SLOPING COVER 


Completely refashioned to architects’ and contractors’ specifications, Dunham-Bush Fin Vector 
full ‘‘wrap-around” cover in all three styles introduces exciting possibilities for heating 
industrial, commercial and institutional buildings. 


The new Fin Vector flush mounts, 1, 2 or 3 tiers high. It fits wall-to-wall installation like 

a glove. Or, Fin Vector can be efficiently employed in separate units as convectors 

and combined with Dunham-Bush Unit Heaters, Heating-Cooling Units and Convectors... 
for any combination of requirements. 


Heating element size selection is a cinch as Dunham-Bush supplies a full range 
in copper and steel. Ingenious ball-bearing hanger provides ‘‘floating action’, 
minimizing noise, at no extra cost. 


The new face and features of Fin Vector win quick approval of all concerned with heating ... 


Rounded Corners Complement 
Sleek Long-Low Design 
Architecturally correct in all re- 
spects. Whatever the building con- 
struction or decoration, Fin Vector 


Quick... Economical... Easy 
Lowest-cost Installation 

The time-saving, money-saving se- 
cret is ‘‘Slide’nSnap” design and 
installation with a complete pack- 


The Building Isn't Built That 
Poses a Problem for Fin Vector 
Whether heating’s for commercial, 
industrial or institutional buildings 
... whether room design is simple 


presents an attractive, continuous 
flowing appearance without over- 
lap seams. Louvre design mini- 
mizes wall smudging. 


age of accessories. Even the hang- 
ers snap and lock at the selected 
proper pitch. No screws in the 
cover. 


or complicated ...whether heat 
demands are high or low ... Fin 
Vector fits. 








Send for complete specification details of Dun- 
ham-Bush “FC" “TFC” and “SC” Fin Vector 
Radiation. Request data sheets No. 1258C, No. 
1271, No. 1272, No. 1273, and No. 1274. 


WEST HARTFORD 10, CONNECTICUT, U.S.A. 


SALES OFFICES LOCATED IN 
Check 3-121-01 on Reply Card 


PRINCIPAL CITIES 
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Remodeling Hotshot Offers to Sell His Trade Secrets 


(Continued from page 100) 

own experience,” Jacobson says, 
“that the plumbing contractor 
can be a chief factor in the mod- 
ernization picture. His knowl- 
edge of the mechanical trades 
makes him a more logical prime 
contractor than the carpenter or 
electrician or tiler would be.” 


s Jacobson’s stepping into the 
role of a professional teacher of 
remodeling and his big plans for 
expanding his own operation via 
a network of franchised dealers 
are not surprising, considering 
that his company has already 
become a “case history” in re- 
modeling success. 

Until 1952, the company, 
which had been founded by his 
late father, Jack, in 1916, was 
active only in new construction. 
That year the firm, inspired by 
the Bay City (Mich.) findings 
of Domestic ENGINEERING, de- 
cided to add a remodeling divi- 
sion. 

(The now famous Bay City 
Story concerned the needs, in- 
tentions, and abilities to buy all 
types of remodeling of a typical 
American community. It was 
the result of an intensive house- 
to-house study by 40 DE re- 
searchers, in which the city’s 
homes were subject to a “cen- 
sus” of their condition in every 
respect of interest to our in- 
dustry.) 


» In the period from 1952 to 
1954, the Jacobsons built up a 
yearly gross in remodeling of 
$340,000, with an annual net 
profit of $47,600. Then in 1955 
the company expanded into its 
present all-around type of re- 
modeling operation. Its gross ad- 
vanced steadily until it reached 
$1 million last year. 

And Jacobson expects to keep 
right on growing. “Remodeling 
is a market of constant growth,” 
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he says. “It’s big today. It’ll be 
bigger tomorrow. 

“We didn’t lose any plumbing 
or heating business by becoming 
general remodeling contractors,” 
Jacobson says. “We just ‘diversi- 
fied’ as so many businesses are 
doing nowadays. As a matter of 
fact, we’ve helped our plumbing 
and heating operation because 
our broader activities have in- 
creased our reputation and wid- 
ened our number of contacts.” 

To handle the spurt of mod- 
ernization business, Jacobson has 
added three branches. He hasn’t 
set any real limit on the num- 
ber of franchised dealers he’s 
willing to set up in business. 


= He likes to point out that a 
p-h contractor’s business can be 
expanded into more general re- 
modeling with a relatively small 
proportional increase in over- 
head—with some exceptions, of 
course. 

“In our school,” Jacobson says, 
“we’re going to show how addi- 
tional overhead can be mini- 
mized. In our experience, we 
initially hired too many types of 
crafts, for example. We finally 
learned that, in most cases, it’s 
far less expensive to subcontract 
certain jobs. And that’s what we 
do. We have a going relationship 
with a number of subcontractors 
that we know we can rely on to 
do a quality job. 

“These are among the things 
we hope to teach in our school,” 
Jacobson says. “Undoubtedly 
many of our master plumber or 
plumbing contractor students 
know as much about plumbing 
and heating as we do. But there 
are a lot of things that I learned 
on a trial-and-error basis that I 
can pass on to other men inter- 
ested in remodeling. 

“Besides the afore-mentioned 
tips on advertising and subcon- 
tracting, we can pass on ideas on 


job estimating, designing, figur- 
ing costs. We can discuss selling 
rules to help the salesman 
smooth over humps. We can tell 
our students how to sell and 
supervise the installation of re- 
modeling outside of our own 
immediate p-h fields.” 

Jacobson has his own ideas on 
building remodeling down to 
such a “science” that he’s actual- 
ly figured out what a crack re- 
modeling contractor should earn 
and what kind of personnel it 
takes to do it. 

“Based on our experience and 
checks I’ve personally made with 
other similar operations, a con- 
tractor can easily reach $200,000 
gross volume without any added 
personnel. There’s no reason 
why he can’t go far beyond this 
figure, but he’d have to add a 
sales manager. As he progressed 
upward, his overhead would 
climb, particularly in personnel. 
Expansion over $500,000 should 
be made only if he’s sure he can 
handle the overhead. 


=» “Between $300,000 and about 
$500,000, the remodeling contrac- 
tor’s gross profit should be 43 
percent by our calculations. It’s 
hard to say what a net profit 
would be because that will de- 
pend on how business expenses 
are handled, but in remodeling— 
which suffers very little price- 
cutting—the net can average 15 
percent—and that’s not includ- 
ing the contractor’s salary. 

“This is what I call making a 
respectable living. If enough po- 
tential remodeling contractors 
agree with me, I expect to have 
a network of franchised dealers 
within five years.” 


=» Contractors who desire fur- 
ther information on either of Ja- 
cobson’s plans can get it by writ- 
ing to him at 520 Orange Ave., 
West Haven, Conn. END 
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Part of the attractive Ranch Village Apartments, located in Parma 
Heights (suburban Cleveland), Ohio. G. J. Goudreau & Co., Cleveland, 
Ohio, Developers. The City Plumbing & Heating Company, 
Mechanical Contractors. 


Using STEEL PIPE waste lines and vents... 
TO KEEP COSTS DOWN 


Ranch-type living is the theme of Cleveland’s 
beautiful new Ranch Village Apartments. You'll 
find Republic Steel Pipe being used for waste 


lines and vents because... 


"Steel pipe is dependable in these applica- 


tions,” says Jim Kilbane, job foreman, City 


Plumbing & Heating Company...“and we 


Strong 
Modern 
Dependable 


minimize costs when we do a job in steel.” 


To get pipe that’s clean and rust-free, call 
your Republic distributor. This man delivers 
pipe as you want it on the job. Call him 
today or write Republic Steel Corporation, 
Department DE-1823, 1441 Republic Building, 
Cleveland 1, Ohio. 


CALL FOR REPUBLIC PIPE 


ELECTRIC WELD+ SEAMLESS +¢ BUTT WELD e X-TRU-COAT «LIGHT WALL* PLASTIC PIPE 


Check 3-123-01 on Reply Card 





A New Plumbing Market Is Born 


(Continued from page 114) 


flow of the solvent, a light flashes 
to inform both customer and op- 
erator that the filter must be 
cleaned. 

This is done by first changing 
the direction of the pump to re- 
lieve the pressure of the solvent 
flow, permitting some soil to drop 
off by gravity, and then by in- 
jecting air through the bottom to 
blow soil from the filter tubes. 
The soil collects in a sludge tank 
in a removable and disposable 
bag. This cleaning operation 
takes about 30 minutes, and must 
be done after from 100 to 150 
cleaning loads. 


wIn the drying cycle the gar- 
ment is heated and solvent is 
recaptured by condensing the 
vapors resulting from the heat. 
As the drum revolves, tumbling 
the clothes, a fan at the back of 
the machine forces air around 
the drum to a thermostatically 
controlled heating element. The 
element heats the air which 
passes through the tumbling gar- 
ments, vaporizing the solvent. 
The fan pulls the vapors from the 


drum and pushes them against © 


the condenser plate, which cov- 
ers about half of the back of the 
machine and which has water 
flowing through at 70-80 degrees 
to keep it chilled to condense the 
vapors back to liquid. 


sLiquid forming on the con- 
denser runs out the drain line 
through a water separater which 
separates the water from the sol- 
vent. This separation is accom- 
plished by the weight differences 
of water and solvent. Water, be- 
ing lighter, passes out through a 
drain at the top while solvent 
goes through a riser into the base 
tank. 

When condensing stops, the 
temperature starts to rise, acti- 
vating a thermostat that shuts off 
the heat and condensing water. 
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Before the cycle is complete 
the last traces of solvent vapors 
are removed by opening two pop- 
pet valves on the back of the 
machine, which connect the ma- 
chine to the main ventilating 
system. About two minutes of 
this air action deodorizes the 
garments and completes the 
cleaning cycle. 


s Norge’s main water supply line 
is the one-inch manifold to all 
machines in an installation, with 
branch lines supplying the con- 
densers and heat exchangers. 
Between the water manifold and 
condenser there are siphon 


breakers to eliminate the possi- 
bility of backup. 

Water from the heat exchang- 
er and the water separater is 
dumped into drain lines between 
machines. 

In his report to the recent con- 
vention of the American Society 
of Sanitary Engineering, Hag- 
man revealed that the installa- 
tion uses tin-plated steel piping 
for the solvent line and copper 
fittings. Ductwork, he reported, 
posed no special problems. 

There are potential trouble 
spots though, according to Ed 
Zimmer, head of the City of Chi- 


(Please turn to page 172) 





What's New in Heating, Cooling 


(Continued from page 111) 
reached $1.5 billion in 1960, and 
if the industry holds the same 
rate of growth, it should pass the 
$2 billion mark early in 1962.” 

Cecil Boling, president, Dun- 
ham-Bush Inc., West Hartford, 
Conn.—“I expect 1961 business 
to be about the same as 1960— 
slower at first, picking up around 
May and finishing better. Apart- 
ment, industrial and commercial 
markets are the most attractive 
for the industry in 1961.” 

D. C. Minard, president, Trane 
Co., LaCrosse, Wis.—“Our com- 


_ pany will show a substantial in- 


crease in the first quarter of 1960, 
which was comparatively light, 





although the year as a whole was 
the most profitable in our his- 
tory, with sales exceeding $100 
million for the first time.” 

Another optimistic outlook— 
this one dealing specifically with 
gas air conditioning—was pre- 
sented at a press conference dur- 
ing the exposition by W. G. Wep- 
fer, general sales manager of 
Arkla Air Conditioning Corp., 
Little Rock, Ark. 

Wepfer said, “An expanded 
range of unit capacities and a 
major absorption design ‘break- 
through’ are expected to nearly 
quadruple the gas industry’s air 
conditioning ‘market eligibility’ 


during the next year.” END 





Take a Bow 


“Is there a plumber in the 
house?” 

That question may replace the 
traditional doctor’s call in show 
business if there are many more 
incidents such as the one that 
beset a Broadway theater in New 
York City recently. 

When the cast arrived for a 


matinee performance of “Green- 
wich Village, U.S.A.,” they found 
themselves upstaged by a leaky 
faucet. Water pouring from it 
had flooded the room above the 
stage, dripped through the ceil- 
ing, and soaked the theater. 

The show didn’t go on that 
day, but the performance of an 
emergency plumber drew rave 
reviews from the show’s cast. 
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ALCO 


“Power- Packed (Cocls 
HIGH PRESSURE 
SOLENOID VALVES 


M.O.P.D. 
LBS. common refrigerants 
except ammonia 


LINE CONNECTION SIZES 

% O.D.F. 5 O.D.F. 

Y_ O.D.F. Yq S.A.E. 
PORT DIAMETER: % 


DS 2228-4 


LINE CONNECTION SIZES a LINE CONNECTION SIZES 
fe O.D.M. % O.D.F. ; % O.D.M. Y, O.D.F. 
Yq O.D.F. % SAE. 5% O.D.F. Vo F.P.T, 
Vy S.A.E. 2 Y F.P.T. 
PORT DIAMETER: 542 . PORT DIAMETER: % 


e Ales Manupactured eid 
LINE CONNECTION SIZES Quality Coils ane ; 
% 0.0.M. % S.A. : , cool operating 
% ie ‘aut F.P.T. . Dower x. acked— 


WITH OR WITHOUT MANUAL 


ADJUSTMENT STEM ning Marimum Life 
PORT DIAMETER: %g vive Control Derformance 


*Strainer Assembly Included 


—¢7 = = More than 25Q) arco mopeLs 


. OF SOLENOID VALVES for EVERY APPLICATION 


\ SHOWS PARTS VIEW LIQUID + SUCTION - HOT GAS - WATER - STEAM - AIR 


OF S 36-1 Cail your ALCO WHOLESALER 


ALCO VALVE CO. CESSES 


aw Rre.Y fs See ee U ALITY  -« 


The one complete line of refrigerant controls: Thermostatic Expansion Valves * Refrigerant Distributors * Soleniod Valves 
Refrigerant Filter-Driers * Suction Line Regulators * Flooded Evaporator Controls and Reversing Valves 
MERE 


8365 





Check 3-125-01 on Reply Card 
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For water, air and 
oil services 
Inlet pressures to 
250 p.s.i. 
Outlet pressures from 
5 to 125 p.s.i. 


¥ H-9300 REGULATORS 


E...; Mueller H-9300 Regulator is specifically large regulator. And don’t forget to write for com- 

designed to handle the normal* flow requirement plete information on the H-9300. 

of a pipe of equal size. But... several small regu- 

lators are almost always more efficient than a single ] — 
a large pipe: 

large regulator. Here’s why: sath ge pip 


Size of Size of Pipe 
Each of the small regulators is set at a slightly 1'%4'*]4¥a"* | 2" | Bv2*'| 3°] a’ | 6" | 8" 


Number of small regulators needed 


different delivery pressure. As the volume of flow 
increases — or decreases — each regulator operates 
in sequence. Result? Each regulator operates only 
when needed and at maximum flow. Noise, chatter 
and wire-draw effect are practically eliminated. 


W/o" 9 
¥," 
1" 
14%," 
1/2" 
Check the handy chart below to determine the 2" 
number of small regulators which equal a single 2'/," a. 


*flow when average velocity in pipe is 10 feet per second 
and differential pressure is 25 p.s.t. 


MUELLER CO. 
DECATUR. ILL. 


Factories at: Decatur, Chattanooga, Los Angeles 
4379 In Canada; Mueller, Limited; Sarnia, Ontario 


Check 3-126-01 on Reply Card 
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Theodore M. Penker, Jr., Vice President, Penker Construction Company, Cincinnati, Ohio, (left) with Bert Meiching, his Dodge Representative. 


> “We can bid lower because Dodge Reports 
do our prospecting for us’ 


“Without the advance notice of prospects for new 
work that Dodge Reports give us,” says Mr. Penker, 
“we’d have to maintain a much larger sales force to 
provide the same kind of information. We figure that 
could add 5 to 10% to our cost of sales and advertis- 
ing . . . which might make the difference between 
losing or winning an award!” 

“We cannot afford to miss a single valuable lead, 
since we can’t hope to get more than a few of the 
jobs we bid on. This is why continuation of our busi- 
ness at its present levels without Dodge Reports 
would be almost impossible!” 

Mr. Penker’s company was formed in 1880 by his 
grandfather to build homes and small factories. To- 
day it employs 300 to 400 men on various projects 
ranging from buildings to sewage, water and power 
plants, bridges, viaducts and highways. It is one of 
the three largest firms in southwest Ohio doing both 
engineering and building types of construction. 

“Over the 35 years that we’ve been using Dodge 
Reports,” Mr. Penker says, “their primary value to us 
has been the important advance news of new projects 
they provide. But they give us other benefits, too. 
They let the sub-contractors know which jobs we are 


*.w. DODGE 


if DODGE 


reports 


119 W. 40th St., New York 18, N.Y. 


CORPORATION 


bidding in plenty of time to submit their bids to us! 
What’s more, Dodge Reports help us to know a large 
part of our possible market as much as two years 
ahead, thereby enabling us to plan on either curtail- 
ing or expanding our overhead, personnel and equip- 
ment requirements. This can be a vital factor in an 
operation of our size.” 

Every day, Dodge Reports give Penker Construc- 
tion the kind of advance information they need — in 
time to take action. Dodge Reports can do the same 
for your company —at surprisingly low cost —re- 
gardless of your size or scope. Send the coupon for 
further information. Or, consult your telephone direc- 
tory for the Dodge office (in over 80 principal cities) 
nearest you. 


ee 


F. W. DODGE CORPORATION 
Construction News & Statistics Div., Dept. DE-31 
119 W. 40th Street, New York 18, N. Y. 


I'd like to receive your free booklet, “How to Get 
More Business in the New Construction Field” and 
details on how Dodge Reports can help me increase 


| 
| 
| 
I 
| 
| volume and profits. 
| 
| 
I 
| 
| 
{ 
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The three and a half million dollar Atlanta Hilton Inn 
was developed and constructed by Hogan Bros., Inc. INCL UDING THE 
of Metairie, La. The architect was George Saunders, pomotaness 

Walter E. Blessey handled the structural engineering, 

and Edward Sanford was in charge of mechanical 

engineering. The installation of the plumbing system 

was made by Hoffmen-Wolfe Southern Corporation 


of Atlanta, COPPER TUBE AND 


When it comes to a apogee nd 
proof, life-time supply and drainage plumbing 
systems, more and more architects, builders F. | TTIN GS USE. D IN 
and plumbers are saying: “All copper’. The 
jet-age Hilton Inn, just opened in Atlanta, 
Georgia, isan excellent example because Stream- 


li tube and solder-t fitti 
weed Sab aaeee her ye Seren ay this TH E P L UM B l N G Ss YS TE M 
ultra-modern 310 room structure. 


Because of solder joint strength and lighter 
weight of copper, even complex plumbing 
assemblies can be quickly shop prefabricated or 
assembled on the site with a minimum number 
of solder joints. With copper there’s more 
actual useable area in the building because 
furring-out is eliminated. The standard 20 foot 
lengths, uniform dimensions, com- 

plete range of sizes, weight-savings 

and lower labor costs make 

Streamline copper tube and 

fittings more economical, too. 


Send for catalog D-459, for 
all the latest facts on Stream- 


solder-type fittings, the modern, 
sanitary drainage piping material. 


EME MUELLER BRASS CO. PortT HURON 4, MICHIGAN 
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CHIP 
OR 


PEEL! 


( competitivels priced beauty in solid 
plastic—that’s the famous Church No. 300. 

Modern in every line for snug, trim fit on the bow], it 
is molded of high-impact plastic that won’t crack, chip or 
peel. Both seat and cover snap off for easy cleaning. Fully 
concealed molded hinge is the same color as the seat. 
Available in white and colors. 

See your wholesaler. C.F. Church Division, American- 
Standard, Holyoke, Massachusetts. 


Church] ‘the best seat in the house...” 


Sn 


AN: AMERICAN -Standard 
<it> C. F. CHURCH DIVISION 


Check 3-129-01 on Reply Card 
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Thank you, 74% 


Good news! When we surveyed air-condition- 
ing dealers in 21 cities last summer, we found 
that 74% knew of our Certification program. 
More important: 6 out of 10 familiar with the 
program use it in their selling. 

Thus, in less than two years, air-conditioning 
dealers have demonstrated their enthusiasm for 
ARI certification. Many have thought up in- 
genious ways to sell with the program—and 
we're delighted. 

But we won’t rest on our laurels. Dealers 
kept telling us they'd like a sales piece that 
would explain the ARI Certification program 
to their customers, so we designed “How to 


Buy Central Air-Conditioning.” It tells con- 
sumers the whys and hows of air conditioning, 
outlines the Certification program, 

suggests why air conditioning should 

not be bought on the basis of price 

alone. For a sample copy, write (on 

your letterhead, please) ARI. 


AIR CONDITIONING AND 
REFRIGERATION INSTITUTE 


Department D-312, 1346 Connecticut Ave., 
N.W., Washington, D.C. 


Check 3-130-01 on Reply Card 
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NCW 

0-40 GAS 
BOILER 
DESIGNED 
10 HELP YOU 


An all-new 
boiler, the 


American- CUT COSTS 

Standard G-40, cuts your installation costs 

for steam or hot water installation. Cost is 
eliminator— 

The G-40, with its 75,000 btuh input per 

both installation time and 

up to 6 sections pre-assembled. 


many ways. You save the cost of a separate 
cut further, in a hot water installation, by a 
the exclusive 
burner, enables you to use 
space requirements. You can 
The new G-40 offers you other important 


water heater by inserting a tankless heater 
CIS built-in air 

CUT C0 Eliminaire. 

fewer sections—cutting down 

even cut on-site assembling time by ordering 

features such as the built-in draft hood; 








optional dual fuel equipment; two three-inch 
supply tappings; 50-psi water working pres- 
sure; a de luxe jacket and an optional exten- 
sion to cover exposed controls; controls are 
mounted on 
the left side 
for easy in- 
stallation and 
inspection. Suitable for large homes, small 
commercial buildings and apartment build- 
ings, the G-40 is approved by the American 
Gas Association for all gases. Get the com- 
plete details on this new cost-cutting boiler 
from your American-Standard 
distributor, or write American- 
Standard Plumbing and Heat- 
ing Division, 40 West 40th 
Street, New York 18, New York. 
Amenican-Standard and Standard” are trademarks of American Radiator & Standard Sanitary Corporation 


a—F American-Standard 


PLUMBING AND HEATING DIVISION 
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News 





(Continued from page 16) 
dealers in making the event a big- 
ger success than in the past. 

“The May promotion gives our 
entire industry a wonderful oppor- 
tunity to focus attention upon the 
advantages of pure, adequate wa- 
ter,” he said. “But the promotion 
doesn’t happen by itself. We and 
our wholesalers and contractors 
have to do it.” 


s Sam Bunis of Goulds Pumps dis- 
cussed the latent business possi- 
bilities in good promotions and de- 
scribed the forthcoming May pro- 
motion and the special water 
systems kit that will be available to 
contractor-dealers. 

Included in the 11-piece kit are 
display posters, truck signs and 
bumper cards, newspaper releases, 
window streamers and booklets on 
how to get the most from a local 
tie-in with the national emphasis 
on the month of May. 


How a manufacturer can help 


make dealers better merchandisers 
by making them more enthusiastic 
about selling his product was dis- 
cussed by E. M. Myers of F. E. 
Myers & Bro. Co. Among the in- 
centives he outlined were contests 
for dealers that would include their 
wives as prize recipients also. 

Russ Lewis, NADFPM president 
and director of sales training for 
Fairbanks, Morse & Co., stressed 
the importance of selling at a rea- 
sonable profit and that competition 
should be based not on price but 
on product quality. 

“Quality has always been im- 
portant,” he said, “but it’s becoming 
even more so. People not only want 





pure water, now they’re beginning 
to ask how they can get rid of 
waste water—detergent water, for 
example—and sewage waste with- 
out being accused of polluting wa- 
ter sources. 


» “Pump manufacturers must be 
prepared to reduce this waste water 
to re-usable condition. We must 
look to the future, when domestic 
water—like river water today— 
must be re-used because the de- 
mand for water is so great. 

“If we are going to turn out the 
advanced products that will be 
demanded of us,” said Lewis, “we'll 
have to make a good enough profit 
to finance broader research to open 
new markets and widen our field of 
public service.” 





Here's a look at heating 25 years from now 


Cuicaco—-Solar heat for domestic 
use will be competitive with 
hydronic heat in 25 years. 

This prediction is among the list 
of major changes foreseen for the 


heating industry in the next quar- 
ter-century by H. F. Holtz, vice 
president of Cleaver-Brooks Co., 
Milwaukee-based producer of heat- 
(Please turn to page 136) 





and ALWAYS cut true 
threads for tight joints. 


with she EE 


REMOVABLE 
RATCHET THREADER 


with Self-Feeding, Chip-Ejecting Dies 


These light, easy-to-use ratchet threaders feature 
separate, quick-change heads for each pipe size. 
Heads lock positively and cannot drop out. 


Because of the exclusive double-threaded throat, 
Reed dies start without pushing. The patented chip- 
ejecting chasers turn the chips out and away from the 


HEAD 








work where they cannot clog the die or tear the thread, 





Reed Removable Head Ratchet Sets cover the 
full range from Ys” to 1%4”. A convenient metal 
carrier is supplied with sets of three or more heads, 


Whenever you want to work with pipe, Ask for a REED Pipe Tool. 


As a result, cutting is easier, dies last longer, and 
EVERY threed makes a tight joint, 


Check 3-132-01 on Reply Card 
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LIGHTWEIGHT COPPER TUBE IS EASY TO INSTALL. Only one fourth the weight of ferrous 
materials—one man lifted and connected this long length of 6-inch copper drainage tube. Overhead 
work is easier with Anaconda copper tube—no heavy equipment for threading or caulking. In close 
quarters, copper tube and solder-joint fittings make light work out of tight work. Use this lightweight 
modern drainage tube—Anaconda copper tube—for your next drainage installation. For more in- 
formation on copper tube, write: Anaconda American Brass Company, Waterbury 20, Conn. In 


Canada: Anaconda American Brass Ltd., New Toronto, Ont. sooat, 


® COPPER TUBE AND FITTINGS for soil, waste and vent lines 
Available through plumbing wholesalers. Products of Anaconda American Brass Company 


Longer Lengths—Fewer Joints 





Check 3-133-01 on Reply Card 
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LUXURY APARTMENTS SECURE YEAR-ROUND HEATING 
COMFORT WITH EASILY INSTALLED WEATHER- 
COMPENSATING SARCOTHERM HEATING CONTROL SYSTEM 


This is the Diplomat, a prestige address in Long 
Island’s Forest Hills. Its Sarcotherm Weather-Com- 
pensating Heating Control System provides tenants 
with comfortable temperatures throughout the heating 
season, regardless of outside weather. In projects like 
this, perfection must extend to every area of living 
comfort, and Sarcotherm systems assure the necessary 
accuracy and reliability, with no installation problems. 

Precisely calculated valve orifices, with plates brazed 
in at the factory, insure proper distribution of sub 
atmospheric steam, even in mild weather. Sarcotherm 
Continuous Flow Modulating Steam Control Valves, 
factory-calibrated, meter steam to provide proper heat 
by reacting not only to outside temperatures, but to 
changes in wind velocity and solar radiation. The com- 
plete programming operation is handled by a Master 


Control Panel which automatically regulates cycles for 
daytime and nighttime operation and quick morning 
heat-up. 

The Diplomat control system was easy to install 
rapidly, for several good reasons. Sarcotherm supplied 
custom-made detailed drawings, tagged every com- 
ponent, and keyed every part to the drawings. Sarco- 
therm engineers provided supervision throughout the 
job and made final system adjustment through start-up. 

When you call in Sarcotherm on any major heating 
control problem, you get a custom-planned solution 
based on wide ranging experience. Sarcotherm takes 
undivided responsibility for quality components inte- 
grated into a reliable control system. It will pay you 
to deal with Sarcotherm. First step: Write for com- 
plete literature. 5790 


FOR COMPLETE CONTROL SYSTEM CATALOG write Sarcotherm Controls, Inc., 635 Madison Avenue, New York 22, N.Y. 


SARCOTHERM-CONTROLS, INC., 
AN AFFILIATE OF SARCO COMPANY, INC 

635 MADISON AVENUE, NEW YORK 22, N. Y 
PLANT: BETHLEHEM, PA 


Check 3-134-01 on Reply Card Check 3-135-01 on Reply Card —>> 
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safeguard quality... 
name your brand... 


Smart contractors have learned that it 


\\oh pays more than ever today to be sure 
and look for t ‘A\; bat of the quality of materials going into 


every job, large or small. 


we There’s only one way to do this... . 


NAME YOUR BRAND and look for 
there's no finer quality control the MADE IN U.S.A. Only when you 


than that which safeguards do this do you enjoy the full quality- 
protection of your own tight U.S. 
industry standards. 


So, the next time you visit your Whole- 
saler, call for Scovill. 


copper 
water tube 












SCOVILL 





nigh capacity JACK wmecuanism 
WITH NON-SLIP SAFETY FEATURE 


Whether installation is 1 foot, 15 feet, 
or more let HI-JACK do the lifting 


Model A 


$135.00 


net weight 161 Ibs. 





(Continued from page 132) 
ing and cooling equipment. 

“Most major changes will depend 
upon the international political 
situation and the degree to which 
we are permitted to utilize and 
augment the peacetime use of 
atomic energy,” Holtz said. “But 
assuming that science and industry 
will be given a relatively free hand, 
these are the changes we antici- 
pate: 

“High temperature hot water heat 
transfer will be commonplace and 
will be used in all major commercial 
and industrial markets. It will also 
have established some acceptance 
for use in the domestic market. 


Casters optional 


Friction free roller action, 
easily operated by one man 
Easily assembled for any height 
up to 17 feet. Additional post 
sections available for greater 
heights. Heavies* »art 40 lbs. 


Capacity 500 Ibs. - in pairs 
3000 Ibs. 

















Use HI-JACK 
to save installation $$$$ 
Unit Heaters 
Air Conditioners 
Electric Transformers 
Heavy Distribution Cabinets 


ee 
Preassembled Duct Work “ om an P of —_ wl 
& A naecnt — mine ads «<a a “Electric heat will be used pri- 
Pipe and Sprinkler assemblies marily in new home construction 
Pressure Platform for Ceil- . 2 . Ngie? 
ing Drilling since atomic energy or electrical 
Truck loading or unloading i — 3 
Lae twee ahdesm ‘ther te power transmission will have be- 
ee floor come available in only limited 
amounts. Conceivably 15 to 20 per- 
cent of residential heating will be 
with electricity. 

“Forced air heating will have pri- 
marily a replacement market. The 
heat pump won’t quite make the 
grade because other energy sources 
will be more readily available.” 


York’s There will be central-station 
| heating and cooling sources, Holtz 

EASY-ON added. “These will be the fore- 
PIPE WRAP” 


runner of an atomic power station 
DESIGNED ESPECIALLY FOR 


Wall rest assures stondy sup- — 

port for outside installation. 4 - 

AGENTS = ; 

WANTED —s <= - a“ VERMETTE 
eee l= , Machine Company, Inc. 


aa 4 %7 - 143d. Street 
— HAMMOND, INDIANA 
Check 3-136-01 on Reply Card 
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LOCKER WORK 
CABINET 


furnishing all the energy for heat- 
ing and cooling for a specific area, 
possibly as much as a square mile.” 


Style LC with Legs 
Style LC-R with Casters 
Shipping Weight 126 Ibs. 


FOR FACTORY - GARAGE - HOME 


Size 18” Deep x 28” Wide x 35°,” High 

All styles have convenient work table top. 
All styles have louvers to provide ventilation 
for interiors. 

All styles furnished with legs or casters (see 
price sheet) 

Electrical outlet kKnock-outs provided in 
backstop for using small power tools on 
work table. 

Locking device on left hand door (Models 
LC &, LC-R) 

Locker space with hooks for clothing (Mod- 
els LC & LC-R) 


SIMONSEN INDUSTRIES, INC. 
1414 SOUTH MICHIGAN AVENUE 
CHICAGO 5, ILLINOIS 





PLUMBING & HEATING CONTRACTORS 


Sena laters 
VAPOR 
EASY-ON |) BARRIER 

PIPE WRAPI cTRETCH TAPE 


GOES ON EASILY AND QUICKLY UNDER ANY WORKING 
CONDITIONS WITHOUT MUSS OR FUSS SAVES 
TIME, LABOR, SPACE COSTS LESS . . . GIVES YOU MORE 
PROFIT FROM EVERY JOB MAKES EVEN THE SMALL 
JOBS WORTHWHILE 
YORK EASY-ON PIPE WRAP |S A SMALL 3” X 
7” X 8” PACKAGE.WEIGHS ONLY 6 OUNCES. CONTAINS 
25 FT. OF 3” FIBER GLASS, 25 FT. OF VAPOR-BARRIER 
STRETCH TAPE. COVERS 17 FT. OF '/2 OR 10 FT. OF 
1” PIPE 
YORK EASY-ON PIPE WRAP INSULATES BOTH 
HOT & COLD PIPES WITH CLEAN, EASY-TO-HANDLE LABOR- 
ATORY-TESTED, PROVED, AND IMPROVED FIBER GLASS 
YORK EASY-ON PIPE WRAP IS PERFECT FOR 
FITTINGS, ELBOWS, AND HARD-TO-INSULATE PLACES 
SEND FOR LITERATURE TODAY 














Check 3-136-02 on Reply Card 


(els INSULATION 
co. INC. 
HILLSIDE, NEW JERSEY 
YORK QUALITY PRODUCTS SOLD ONLY 


THROUGH RESPONSIBLE PLUMBING & 
HEATING WHOLESALERS 


Check 3-136-03 on Reply Card 


By 1986, Holtz prophesied, oil and 
gas burners will feature a turbine- 
type design with few moving parts 
and many of the advantages of to- 
day’s jet engines. The atomizing of 
heavy fuels will be done by high- 
frequency sound waves. 


a In the materials field, Holtz said, 
new non-corrosive metals and plas- 
tics will be in widespread use, and 
new construction materials and 
methods will change ways to de- 
termine heat loss. 

“In the controls field, we will 
have gone almost beyond human 
understanding,” Holtz predicted. 
“Electronic controls will dominate 
this field and include a_ built-in 
energy source to compensate for 
requirements in the event of power 
failure or fluctuation. 

“Energy requirements will be 
computed on a national and area 
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level, making it possible for cooler 


sections of the country to be sup- 
plied with energy from areas ex- 
periencing warm trends.” 

Maintenance and service will be 
much more efficient in 1986, accord- 
ing to Holtz. 

Less maintenance per unit of 
operation will be required because 
the frequency of failure will have 
been decreased through better 
quality control, he said. Automatic 
cleaning devices will reduce the 
necessity for shutdown periods on 
boilers and other heating devices. 
and improved water purification 
will eliminate expensive corrosive 
conditions. 

Inspection of surfaces in boilers 
or heat exchangers will be done by 
radioactive tracers as part of rou- 
tine maintenance, Holtz said. 


Quality Plumbing Story 
on TV in California 


Los ANGELES—Television viewers 
in this sprawling metropolis are 
hearing the case for quality plumb- 
ing, thanks to the efforts of the 
Southern California Plumbing In- 
dustry Progress & Education Fund 
(PIPE). 

The association recently entered 
into a 20-week co-sponsorship of a 
popular newscast. 

Titled “6:30 Report,” the show 
features newscaster Jerry Dunphy 
three nights weekly on KNXT, the 
CBS Los Angeles station. 

Prime objective of the commer- 

(Please turn to page 138) 


NEWSCASTER JERRY DUNPHY, whose 
television newscast comes over chan- 
nel 2 in Los Angeles three nights 
weekly, holds the PIPE seal, symbol 
of the Southern California Plumbing 
Industry Progress & Education Fund. 
The organization became a co-spon- 
sor of Dunphy’s show recently. 


Domestic ENGINEERING, Marcu 1961 








1S Sate aR th epeareseein 





CADWELL 


No. 88 
TEMPERATURE 


3 
PRESSURE VALVE 





V.| | N.B. 

















gives you 


THE MOST 


A.G.A. 110,000 BTU/hr 


VALS 


\ 


for 


THE LEAST 





A valve designed and built for: 


BETTER SERVICE & LONGER LIFE 


¥%,” inlet 34” outlet 

#88 has 436” O.A. Extension 
PRESSURE—MAX. 170 Ibs. PSI 
TEMPERATURE—210° 


~ 


ESTABLISHE 


THE BEATON 


CADWELL 


MANUFACTURING CO. 


ore, 


itil 


CADWELL NO. 75 
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sure relief, with or without 
fusible plug for temperature 
relief. 


Check 3-137-01 on Reply Card 





News 





(Continued from page 137) 
cials featured on the show is to 
acquaint the public with an identi- 
fying PIPE emblem and to tell the 
advantages of having work done 
under its aegis. 

Only qualified contractors may 
use the symbol, the commercials 
point out. 

As the series progresses, the com- 


mercials will cover the emblem’s 
significance to homeowners and 
buyers, architects, engineers, fac- 
tory and other commercial building 
owners and managers, and civic 
authorities. 

This entry into television marks 
another milestone for the contrac- 
tor-sponsored promotional pro- 
gram, which got its start only last 


UDEE Sink Frame for 


QUALITY-BEAUTY-ECONOMY 


in Modern Installations 


HUDEE Sink and Lavatory Frames offer wider selection 
.. with more versatility . . . provide a perfect seal 

with easier installation. HUDEE is the original water- 

tight clamp-down sink frame system in 

stainless steel for all flat rim sinks and 

lavatories (ovals, rounds and three-sided). 


For service, for profits, for quality, 


for COMPLETE CUSTOMER 


SATISFACTION WITH LASTING 


BEAUTY... 


install HUDEE STAINLESS STEEL 


SINK FRAMES. 


i PATENT NOS. 2,440,741, 2,704,370 


Another Fine Product Of 


Check 3-138-01 on Reply Card 


fall. (See DE, Oct., page 35.) Its 
budget for the year is in the neigh- 
borhood of half a million and comes 
from payments made by contractors 
under their labor agreement. 

Newspaper and outdoor advertis- 
ing are among the association’s 
other promotional activities. 


Predicts Increase in 
Steel Kitchen Sales 


Cuicaco — Increased acceptance 
of steel kitchen cabinets was pre- 
dicted here last month by Marvin 
Berz, president of the Steel Kitchen 
Cabinet Manufacturers Assn. 

He based his optimism on “an 
indicated shift to steel kitchens in 
new home construction, high-rise 
apartments and housing projects.” 

Berz added that “we anticipate a 
rise of steel kitchen sales in the re- 
modeling field as well, because 
more homemakers are switching to 
color and emphasizing quality in 
their kitchens.” 


Big Push on to Sell 
Air Conditioning 


Dayton, O.—A major magazine 
advertising campaign on behalf of 
air conditioning will be launched 
this month by the Airtemp Divi- 
sion of Chrysler Corp. 

The first ad in the series will be 
headlined “Don’t Deny Your Chil- 
dren the Right to Pure Air” and 
will detail the health advantages 
of air conditioning. 

A free consumer booklet titled 
“Refresh the Air Around You” 
will be offered in the ads. 


Ohio Wholesaler Chain 
Gets New President 


New Bremen, O.—The appoint- 
ment of Harold Squire as president 
of National Brands Supply Co. 
here and four other Ohio affiliates 
has been announced by Robert 
Schroeder, board chairman. 

Squire will also function as gen- 
eral manager of the central office 
and warehousing depot in New 
Bremen. He’s been associated with 
the p-h industry in various capaci- 
ties for many years, most recently 
as president of Tiffin Art Metal Co. 

One of National Brands’ affili- 
ates, Squire Supply Co. in Colum- 
bus, was founded by him in 1948. 
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He’s immediate past president of 
the Northamerican Heating & Air- 
conditioning Wholesalers. 

Joining Harold Squire in the 
move to National Brands is Donald 
Squire, operations manager of Tif- 
fin, who’s assuming a similar posi- 
tion in his new post. 


Readey Joins Moran 
Supply Co. in Chicago 


Cuicaco—Bill Readey, former 
executive secretary of the Plumb- 
ing Contractors Assn. of Chicago, 
has joined the sales and engineer- 
ing department of the Moran Sup- 
ply Co. here. 

Readey has been associated with 
the plumbing and heating industry 
for the past 35 years and, according 
to Moran, “will be of great help to 
us in better serving our customers.” 


Gerber Offers New 
Wholesaler Sales Aid 


Cuicaco—Catalog page repro- 
duction proofs of its most popular 
lines are now available to whole- 
salers from Gerber Plumbing Fix- 
tures Corp. 

The proofs, from which any num- 
ber of copies can be made directly, 
are designed to make it easy for 
wholesalers to incorporate the 
pages into their own sales catalogs. 


Delco Tells Plans for 
New Ad, Dealer Programs 
Rocuester, N. Y.—With “confi- 


dence in the continued market 
growth for combined heating-air 
conditioning systems,” Delco Appli- 
ance Division of General Motors 
Corp. has announced two new na- 
tional programs. 

Paul Rutherford, Delco general 
manager, discussed one of the pro- 
grams, an expanded print-media 
advertising campaign, at a recent 
press conference. He said: 


a “This heavy-saturation campaign 
is aimed at providing Delco’s ex- 
clusive dealer organization with 
unsurpassed selling support on the 
national and local levels. Its cen- 
tral theme is built around the con- 
ception of ‘year-around comfort by 
the houseful.’ ” 

The other program, a “key dealer 

(Please turn to page 140) 
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Save TIME and DOLLARS with 


"INSTANT :.: CONTACT™ 


Talk and Listen Instantly to Your Men “On the Job” 


i New 2-way radio actually fits into your pocket. 


Exclusive, rechargeable battery lasts year or 
more. Range—!,/ to 1 mile. No license required. 


GLOBE ELECTRONICS 


THE FINEST 2-WAY RADIO Z AVAILABLE TODAY 
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INTRODUCING THE NEW 


DRYDEN-EAST 


HOTEL 


39th St., East of Lexington Ave, 


NEW YORK 


Salon-size rooms ¢ Terraces ¢ New 
appointments, newly decorated e 
New 21” color TV * FM radio « New 
controlled air conditioning « New 
extension phones in bathroom « New 
private cocktail bar « Choice East 
Side, midtown area * A new concept 
of service. Prompt, pleasant, un- 
obtrusive. 


Single $15 to $22 Suites to $60 
Special rates by the month or lease 
Robert Sarason, General Manager - 
ORegon 9-3900 

Teletype NY-1-4295 
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News 





(Continued from page 139) 


| plan,” was described at the confer- 


ence by John Tighe, Delco appli- 
ance sales manager. 

He stated, “This plan is aimed at 
conditioning 
dealers boost sales and profits while 
strengthening our national dealer 
network. It features a new fran- 


| chising plan which coincides with 
| our recent introduction of a new 
| line of gas furnaces.” 


Tighe went on to explain that 
the gas furnaces represent the first 


| of a series of newly-designed Delco 


products. Others to be introduced 
will include oil furnaces, central 
air conditioning units, heat pumps, 
water heaters and accessories. 

“Under the key dealer plan,” 
Tighe said, “franchises are awarded 
to a limited number of high-caliber 
dealers in each market, assuring 
each dealer an adequate sales op- 
portunity in his area.” 

Tighe added that dealers current- 
ly handling Delco appliance prod- 
ucts are being given first consider- 
ation as potential qualifiers for the 
key dealer plan. 





Ohio Wholesaler Opens 


| Contractor Showroom 


Dayton, O.—A_ showroom for 


| plumbing contractors and _ their 


customers has been opened here 
by the W. H. Kiefaber Co., well- 


| known Ohio wholesaler. 


Warner Kiefaber Jr., general 
manager, said that contractors may 
take their customers to the show- 
room or may send them alone. All 
orders, however, are placed through 
contractors. 

Kiefaber 


Co., which also has 





branches in Hamilton and Chilli- 
cothe, has been in business in Ohio 
since 1920. 


Philly Contractors 
Bone Up on Copper Tube 


Bryn Mawr, Pa.—Good copper 
piping installation practices and the 
proper method of tube bending 
were discussed by some 25 plumb- 
ing contractors of this Philadelphia 
suburb at a recent meeting. 

Sponsor of the meeting was 
Plumbers Supply Co. The discus- 








“When are you going to get this solar heat business licked, 
Frisbee? We can’t just keep building you labs!’’ 
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ONLY A SPECIALIST 
CAN MAKE CHECK VALVES 
SO WELL THAT THEY 
WORK PERFECTLY 
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or in any position. In Stratafio No. 300, 
a sensitive spring closes the poppet 
automatically. Flexible, silicone-treated 
rubber poppet can’t leak, opens easily, 
is tough and resistant to acids and 
abrasive-carrying liquids, operates 
noiselessly at minimum pressures. Spe- 
cial designs for submersible pump instal- 
lations, gasoline and oil applications. 
Combination check valve/strainer avail- 
able. Write for Bulletin 202 or telephone 
Harrison 3313 today. Order from your 
jobber. 
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sion was led by William Gemmel 
and Charles Rutowski, both of 
Revere Copper & Brass Inc., who 
also showed a film titled “Copper 
Tube in Building Construction.” 

The meeting was the first of a 
series of 12 scheduled by the whole- 
saler firm. Twelve graduates of the 
1960 series received diplomas at the 
meeting. 


Big Dishwasher 
Promotion Under Way 


Troy, O.—A massive program of 
consumer and trade advertising to 
promote its dishwashers has been 
launched by The Hobart Manufac- 
turing Co. to announce its new 
KitchenAid line. 

Theme of the program is “Too 
much to do—too little time—you 
deserve a KitchenAid.” 

The campaign includes commer- 
cials on more than 30 national tele- 
vision shows in the first four months 
of the promotion. 

The dishwashers also will be pro- 
moted in 22 major consumer books, 
and three trade magazines. 


Sales, Net Income Dip 
for American-Standard 


New York Crty—Both sales and 
net earnings were down for Ameri- 
can-Standard in 1960 compared to 
the previous year. 

Consolidated net sales dropped 
from $517,413,000 in 1959 to $480,- 
236,000 last year. 

Net income for 1960 was $13,189,- 
000 compared to $21,371,000 the 
previous year. 

Joseph Grazier, president, said 
the drop was due primarily to a 
decline in residential construction. 


Naval Base Plumbing 
Irks Medical Officer 


McMurpo Sounp, ANTARCTICA—A 
request to improve “17th century 
sanitary conditions in the crumbiest 
military camp in existence” was 
submitted here by a medical officer 
to his superiors. 

The request was made by Lt. 
Ralph Fortenberry of Jackson, 
Miss., a member of the headquar- 
ters of Task Force 43, supporting 
unit for Operation Deep Freeze. 

A report on this development 

(Please turn to page 142) 
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Fast, dependable tools for a wide range of 
cutting jobs from small diameter glass tubing 
to 20” cast iron water main. Simply wrap 
chain around pipe, engage it in the cutter’s 
upper jaws and squeeze handles together (or 
operate pump on our hydraulic models). 
Cuts in just seconds! 
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WHEELER FAMILY 
The SQUEEZE AND POP! 
GLASS CUTTER 
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Cuts gauge glass, hi-temp gauge glass, 
porcelain tubing and glass tubing. 
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FOR PIPE CUTTING 


#3890 Heavy-Duty Hydraulic 
Std. or XH Soil Pipe — All Sizes 
Cast Iron Pressure Pipe — 4” thru 10” ASA 
class 26 
Terra Cotta or Tile Pipe — thru 36” 
Asbestos Cement Pressure Pipe 
Also Available 
#590K Manual Pipe Cutter 
#1790 Jr. Hydraulic Pipe Cutter 
#5590 “SUPER” Hydraulic Cutter 


Write for Details 
WHEELER MFG. CORP. 


P. O. Box €88 Ashtabula, Ohio 
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News 





(Continued from page 141) 
said that Fortenberry asked that 
sanitary engineers be brought into 
the camp to survey the area “for 
modernization of its facilities for 

the disposal of human waste.” 
Fortenberry was quoted as say- 
ing, “The only thing standing be- 
tween this camp and serious out- 
breaks of illness is the cold 
weather. Conditions similar to 


those prevailing here, if they ex- 
isted at a stateside camp, would 
probably lead to a marked increase 
in disease and lost man-hours of 
productive activity.” 

Fortenberry suggested that 
wastes be carried off through 
heated ducts to points remote from 
the camp, or that a system of 
plumbing, based on circulation of 
sea water under pressure, be con- 
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structed. He said he did not know 
whether either system would be 
economically supportable, but that 
both are technologically feasible. 

Fortenberry concluded, “With 
the sub-freezing temperatures, the 
present system is probably sanitary 
but quite odoriferous.” 


Submersible Pump 
School Set by Deming 


SaLEM, O.—The first in a series of 
special submersible service schools 
will be held this month by the 


| Deming Co. It’s designed to show 


dealers and installers that the sub- 
mersible pump is “just as depend- 
able and just as easy to service as 
above-ground equipment,” a com- 
pany spokesman said. 

The 2-day school will cover the 
history of the submersible, its se- 
lection and pricing, the installation 
and repair of liquid-level controls, 
and starting equipment. All types 
of motors, their construction and 
operation, will be discussed. 

A major activity will be tearing 
down and rebuilding various types 
and sizes of pumps under the super- 
vision of instructors. 


Vance Industries 
Buys Brass Firm 


Cuicaco—Gyro Brass Manufac- 
turing Corp. has been acquired as 
a subsidiary by Vance Industries 
Inc., Chicago producer of stainless 
steel bowls and frames. 

Gyro, presently headquartered 
in Westbury, N.Y., manufactures 
single-lever faucets. Vance is cur- 


| rently doubling its plant facilities 
| in Chicago with the intention of 


moving the Gyro operation there. 


Tait Plans Expansion 
At Gettysburg Plant 


GeETTysBurG, O.—An expansion of 
its manufacturing facilities here 


| will increase floor space by 30 per- 
| cent for Tait Manufacturing Co. 


Tait, a leading manufacturer of 


| pumps and water systems, is head- 
| quartered in Dayton. 


The expansion will be the second 


| in as many years and “was made 
| necessary by an increased demand 
| for submersible pumps,” said presi- 


dent Louis Wozar. END 
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.. All types for all services, 
all temperatures, hot and cold. 


ASBESTOS INSULATING 
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... Five types for temperatures 
to 1300°F. 


ASBESTOS AIR-CELL -] P< . ' 
SHEETS AND BLOCKS : 
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ASBESTOS TAPE 
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foot packages, packed in cartons— 
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 ) SUINGLEVER 


A DRAMATIC ACHIEVEMENT IN 
SINGLE HANDLE FAUCET DESIGN 
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The Central “Singlever” sink faucet is the result 
of several years of testing and perfecting a single 
lever sink faucet that would be easy to operate 
and give the satisfaction in performance that you 
are accustomed to expect in all Central products. 

Finger-tip control, no-drip shut-off and wide 
range selectivity are only a few of the many pre- 
cision engineered features of the “Singlever” by 
Central. Long-lasting operation is assured by use 
of two simple operating parts plus super-wearing 
materials. 

A product of Central’s newly expanded and 
ultra-modern manufacturing facilities, the 
“Singlever” acknowledges no superior in quality... 
yet it still offers the economy of volume production. 
Here... at last ... is the one-handle faucet you 
can install with complete and lasting confidence. 


CENTRAL 
BRASS 


2950 East 55th St. Cleveland 27, Ohio 
CENTRAL-IZE FOR HIGHEST QUALITY AT LOW COST 
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Sell Speed with 
kintrim 


And you'll soon find that the 
fastest installing sink frame will 
become your fastest selling sink frame. 

Make sense, doesn’t it? By eliminating 
the tedious, two-man installation buga- 
boo, Kintrim frames cut job time, hike 
profit per job—are preferred over “not- 
as-fast” frames. 

Sturdy Kintrim Series 400 stainless 
steel, T-type sink frames are available 
in all sizes. Kintrim also manufactures 
the industry's most complete line of 
3-sided china lavatory frames. Contact 
your wholesale distributor or write for 
more infomation. 
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“Invisible Families’ in 
Home Comfort Experiment 


(Continued from page 119) 
having the cutside doors of both houses 
opened and closed a minimum of 16 times 
each day. Also, the living room drapes were 
drawn and closed each day. 

When one of the technicians entered a test 
house, he was required to also enter the 
other one and to spend the same amount of 
time in it as he did in the first. 

Each day throughout the winter some 30 
specific subjects were investigated, including 
comparison of actual and calculated heat loss; 
the effect of wind direction and velocity on 
fuel bills; the extent to which rays from the 
sun affect the interior house temperatures; 
and moisture difficulties encountered. 


= Recording instruments were used to obtain 
temperature data from more than 135 tem- 
perature-sensing thermocouples in each 
house, as well as in rooms, basements, craw] 
spaces, attics and soil adjacent to walls. 
Since the completion of the testing, engi- 
neers have been busy evaluating approxi- 
mately 6,000 feet of charts containing an 
estimated 3 million different readings that 
range from soil temperatures 20 feet from the 
house to humidity levels in various rooms. 
A project spokesman summed up the po- 
tential application of the project findings on 
home construction as follows: “When all the 
calculations and conclusions are completed 
and reported, the results are certain to be of 
immeasurable assistance in planning and 
building better quality homes that can be 
heated more economically.” END 


19 Tax-Saving Tips for 
the Businessman 


(Continued from page 105) 
lect the debt and (d) the debt became worth- 
less during the current tax year. 
Check your questionable credit accounts 
and charge off all bad debts that qualify. 


13. Did you give any discounts to employees 
or customers? 


You can deduct all discounts given to your 
employees or customers if you report gross 
sales on your income tax return. If you have 
deducted the discounts and report your net 
sales only, you naturally cannot deduct these 
discounts twice. Check on the best way to 
handle this to save money. 


14. Did you settle any credit accounts at less 
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than the full amount you originally charged? 

This is a permissible deduction that is often 
overlooked. The situation that applies here 
is this: When a sale is made, it is included 
in income. Then, at a later date, some amount 
is deducted from the account to settle it 
quickly. The difference between the original 
amount of the bill and the compromise 
amount represents a tax deduction. 

15. Did you have any merchandise returned 
by customers? 

The normal accounting procedure is to de- 
duct returns from sales that will give you 
a legitimate tax saving. However, make sure 
that the returned merchandise is valued at a 
fair figure if it’s going back into inventory. 
16. Did you buy any new equipment? 

Don’t overlook the special first-year in- 
come tax deduction of 20 percent on the cost 
of equipment up to $10,000 ($20,000 on a 
joint return). Also, check into the acceler- 
ated depreciation deductions permitted. 

17. Did you trade in any equipment for new 
or used equipment? 

If the trade-in allowance you received was 
more than the depreciated book value of your 
old equipment, you should deduct this dif- 
ference from the depreciable value of the 
replacement equipment. If your trade-in al- 
lowance was less than the depreciated book 
value of the equipment, add this to the book 
value of the replacement equipment. You 
may not show a gain or a loss on trade-in 
equipment on your income tax return. 

18. Does your current method of calculating 
depreciation follow recent Supreme Court 
decisions on this subject? 

Basically, you must be sure you are follow- 
ing these two rules: You must compute your 
depreciation over the useful life of the equip- 
ment to you—not over the physical life of 
the equipment. You cannot depreciate any 
equipment below a “reasonable salvage val- 
ue” under the accelerated methods of de- 
preciation. 

(See “Idea File” in the February issue of 
DE for details on Supreme Court decisions 
regarding depreciation allowances.) 


19. Did you make a large expenditure for 
advertising at the end of the year? 

This expense can be charged off in the cur- 
rent year (except for printed material that 
has not been distributed). The Internal Rev- 
enue Service has ruled that spreading the 
value from this advertising over the future 
would be too difficult to compute. Charge it 


off during the current tax year. END 
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Mastille Like Lightaing! 


1. Built-in Corner Supports! 


No extra parts — one tool—a screw 
driver. Just tap in the corner tabs — it’s 
locked tight. 


2. Ridged Corners for Strength! 


Speeds installation — stops warp and wobble. 


3. Installs Fast — Sells Fast! 


On the line, on the job or in the store. Builds profit — 
cuts time. 


One man, one minute, one screw driver... that’s 
all it takes for safe, sure sink frame support with 
KINTRIM! 


Contact your wholesaler or write. 
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2. Guarantees a firm 
3. Special anchor secure fastening. 
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proper bolt 
positioning. 


KINKEAD 


rN. oO BST 8 3 Es 


INCORPORATED 


30 46 


w 2nd s A 45 
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4 - L- A li’ Mad TED ¢ | 
TURNER PROPANE TORCHESE How the ARI Seal Can Help 
Save You Time and Money You Sell Air Conditioning 


(Continued from page 115) 
described as “all packaged air conditioners, 
whether in single units or in combined units 


called split systems, but not including room 
TIMES AND COSTS air conditioners or heat pumps.” The pro- 


WITH TORCH AND gram applies to equipment up to 135,000 Btu. 
FUEL YOU ARE What does this program mean for the man 
NOW USING on the firing line, the contractor who sells 
and installs air conditioning? 





COMPARE THESE 


1. Sweating 1” copper fitting with 
50-50 Solder—TIME 16 seconds ‘ 
FUEL COST .04¢ per 100 joints \ =Here’s how George Jones Jr., managing 
ae director of the ARI, summarizes the pro- 
2. Sweating 4” copper fitting with ram’s benefits: 
50-50 Solder—TIME 38 seconds sept ee 
FUEL COST .17¢ per 100 joints First of all, it offers the benefit that comes 
from any product standardization. It’s easier 
Boga to sell and it’s easier to figure job require- 
EVERY | | ments in terms of one rating unit—Btu/hr— 
NEED than if it varies from product to product. 
Write for \ f “Secondly, the contractor has personal as- 


Information Todoy . 

or see your | surance of the performance capacity of the 

Plumbing | ’ . 

Wholesaler | product he’s selling—over and above the 
reliance he naturally places on the individual 


manufacturers’ products. 








Turner Corporation 


Seems 
{ 
847 Park Ave., Sycamore, Illinois Vas 


a “Third, the ARI program means that the 
Check 3-146-01 on Reply Card | contractor has a strong national organization 
as well as his own local reputation to bank 


PROTECTU a aes. on when he tries to sell air conditioning. 





“He can point to the ARI seal on his prod- 


PREVENTS DAMAGE TO TUBS Ne ¥ / ucts and say this means it has passed rigor- 
‘vatay INSTALLATION | ous performance tests. He can reassure a 


reluctant customer as to product quality. 
orca cs one “If he’s a really good salesman, he’ll take 
top liner. Custom made to fit | the trouble to remember the phases of the 
i casas cmetion on Ms test the air conditioner had to undergo to 
COATATUB-Liquid vinyl plastic cost | merit the seal—and describe it in terms a 
applied with brush, dries to strong layman can understand. A customer wants 
Ask about our porcelain enamel aay ene poe Toe to know what he can expect of the product 
ie =~ above and , if not available at your wholesaler, he’s buying. If he’s told and it sounds good, 
cong nd he’s likely to be sold.” 

PROTECTUB INC., 93 Seigel St., Brooklyn 6, N. Y. 
u What the ARI is trying to do, Jones said, 
is “reduce the air conditioning contractor’s 


\ ; STOPS BOILER LEAKS problems to the single one of salesmanship.” 


Jones points out that the ARI program 


= ate > PERMANENTLY! has been promoted largely to contractor- 


\ ‘ | a dealers—because it’s the contractor on the 
i P\ X" BOILER LIQUID firing line who actually makes the sale. How- 


LI IAL U! ) D| \ 6 to sto ever, one phase of the certification program 








aiks Means has been selling the idea to architects, con- 
x" BOILER LIQUID reps sulting engineers and builders. 
psec isirigea le mporary | Acolor film, “The Climate That Sells,” has 
o> aaeiia tean dee | been produced in cooperation with the Na- 
t tional Assn. of Home Builders and is shown 
before local builder associations. 
mp, Gee @\-10)-) Gae)-1|-1-fn] lon | In addition, the consumer has been reached 
Ew NORE CITY See through feature articles presented in builder 


REP 


Check 3-146-03 on Reply Cord 
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and realty sections of newspapers and 
through a tv film, “Weather or Not.” The 
film, which describes the benefits of air con- 
ditioning in general, with special emphasis 
on the seal of certification, was shown on the 
National Assn. of Manufacturers “Industry 
on Parade” television series over some 300 
stations. It’s also available for showing be- 
fore local civic groups. 

How successful has the program been dur- 
ing the last two years of its existence, DE 
asked Jones in an exclusive interview. 

“In a study we conducted,” Jones said, 
“we found that at least 80 percent of con- 
tractors know about the program, and over 
50 percent are using it in their sales efforts. 

“As more and more contractors get into 
air conditioning during the 60’s, we are confi- 
dent these percentages—already very good 
—will increase.” 


= In addition, Jones pointed out, the program 
has been commended in the Congressional 
Record as an example of the way an industry 
recognized the need for self-regulation and § 
set up its own program “without waiting for Your Per ect 
a government regulatory body to step in.” D | 
Jones also said that at least one govern- | Cdl... 
ment agency—the U.S. Air Force—has ruled | [f your standards are high, 
that all unitary equipment for its use must | but your heating require- 
bear the ARI certification seal. | ments are modest, here’s the 
It is anticipated, Jones said, that an amend- | seit orga cv . 
ment to the FHA Minimum Property Stand- | wrayer Bao <iq 2pm 


; . Blue Circle family. Compact 
ards will contain a requirement for certifica- enough to fit anywhere. Its 


tion of unitary equipment in homes financed efficiency and economy will 

through FHA-guaranteed loans. amaze you. Just the right 

The program is deemed so necessary and — for small homes, hous- 

(Please turn to page 148) me peo apaccenemss, de- 

tached wings, service sta- 

tions, small stores and shops. 
And the price is as 


small as the boiler. 
the WESTYLE | Oil fired...Hot water 
a8 tes < | . .«.Cast iron Blue 


| Circle Lexington 











Boilers available as 
basic units with or 
without burner, or com- 

plete Lex-Pak package with boiler, burner, circu- 
lator, tankless heater if desired, and all controls 
installed ready to hook up. Open front (flush) 
or fully enclosed (extended) jackets. Also 5, 6, 
7,8 section sizes. Send today for descriptive 
literature, specifications, prices, and 

\ name of nearest warehouse. 











“‘Now we're getting somewhere—that’s the 
exact opposite of what | have in mind.” 





Check 3-147-01 on Reply Card 
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Os 


YOUR BOWL LINE 


DRINKING 
FOUNTAINS 


— 


ALSO AVAILABLE: 

14° FLANGE, WITH 
ROUND OUT OR WITHOUT CON- 
NECTED OVERFLOW. 





Take a look at the latest Just achievement .. . 
a whole new line of round bowls that sing out 
‘“‘quality”’ at every curve: 


* You get the usual Just workmanship .. . the 
finest finish available. 18-8 Type 802 nickel 
stainless steel. 


* Thoroughly sound-deadened on underside. 


* Integral mounting rim. Eliminates your hav- 
ing to order separate rim. 

* Available with or without connected over- 
flow; in 10” and 14” inside diameter sizes with 
ledge, and 10”, 12”, 14” and 16” inside diam- 
eter sizes without ledge. 


WRITE FOR FREE LITERATURE AND PRICES 


itis cree: 


« ee -s toe 4 r 
a, 


LAVATORIES 


HOSPITAL 
EQUIPMENT 


me 
‘gy. JUST MANUFACTURING COMPANY, 


(252 )) 9233 KING AVENUE, FRANKLIN PARK, ILLINOIS! 


Y 


Please send free literature to: 





ADDRESS 











Check 3-148-01 on Reply Card 
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(Continued from page 147) 
so successful, Jones said, that a number of 
other certification programs are now under 
consideration. These include unitary heat 
pumps and room air induction and fan-coil 
air conditioners, among others. 

Contractors and others interested in re- 
ceiving a succinct account of how the ARI 
certification program was born will find it 
in an attractive booklet titled “A New As- 
surance for the Specifier, Seller, Installer 
and Buyer of Unitary Air Conditioners.” 

A directory of certified unitary air condi- 
tioners is published quarterly by the ARI. 

Anyone interested in either publication 
may have it by writing to the Air Condition- 
ing & Refrigeration Institute at 1346 Con- 
necticut Ave., N.W., Washingion 6, D.C. END 


Who Are Your Best Home 
Remodeling Customers? 


Cuicaco — Is there such a thing as a 
“typical” home remodeling or home buying 
customer? 

A survey of 2,956 Chicago area house- 
holders by the Chicago Tribune has turned 
up some interesting answers—among them 
that age group, formal education, type of em- 
ployment and income all are factors that in- 
fluence consumer buying habits. 

Here’s a rundown of the Tribune findings: 

College educated householders (23.2 per- 
cent of the metropolitan Chicago market) 
accounted for 41.2 percent of home purchases 
and 33.3 percent of home remodeling. 

Families headed by persons who attended 
high school but did not go to college (47 per- 
cent of total Chicago households) accounted 
for 46.1 percent of home buying and 44.6 
percent of home remodeling. 

Those headed by adults whose education 
stopped at the elementary level (29.8 percent 
of the total market) bought only 12.7 percent 
of homes and accounted for 22.1 percent of 
home remodeling. 


= When buying patterns were analyzed from 
the standpoint of occupation of household 
heads, the study showed heaviest buying was 
centered in the professional, management 
and skilled white collar groups. 
Householders who are professional per- 
sons, businessmen in the ranks of upper and 
middle management, or white collar workers 
in supervisory positions (18.8 percent of the 
total market) made 35 percent of home pur- 
chases and 31.5 percent of home remodeling. 
Foremen or skilled white collar workers 
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(23.7 percent of the market) accounted for 
28 percent of home purchasing and 25.3 per- 
cent of home remodeling. 

Semi-skilled manual workers (15.5 percent 
of the population) bought 12 percent of 
homes and 14.1 percent of home remodeling. 
Households headed by laborers or domestics 
(12.7 percent of the total market) accounted 
for 3 percent of homes and 4.6 percent of 
home remodeling. 

“As might be expected,” the Tribune re- 
port said, “family income is a dominant fac- 
tor in buying. The study showed that the 
29.9 percent of households with annual in- 
comes of $8,000 or more accounted for 52.2 
percent of home purchases and 48.2 percent 
of home remodeling. 

Families with incomes in the $5,000 to 
$8,000 range (34.4 percent of the total mar- 
ket) purchased 32.6 percent of the homes 
and 39.2 percent of home remodeling. 


Offer New Water System 
and Treatment Hand Book 


Cuicaco—Availability of a new “Water 
System Treatment Hand Book” was an- 
nounced by the National Assn. of Domestic 
& Farm Pump Manufacturers during its 
winter meeting here last month. 

The text (which sells for $1.50) is de- 
signed to provide the dealer with a basic 
knowledge of all phases of installation and 
service of individual water supply systems 
as well as specific related appliances. 

As an added aid, those who order the text 
may also obtain a series of newsletters put 
out by the association for an additional 50¢. 
These will supplement the text by presenting 

(Please turn to page 150) 

















“This may take a while—looks like there 
was a nut loose behind this fitting!”’ 








INSERT FITTINGS FOR 
POLYETHYLENE PIPE 


I.P.F. offers the most complete line of insert fit- 
tings in styrene copolymers or nylon. Only top 
quality virgin, NSF approved materials are used; 
yet the wholesaler pays less for these superior 
fittings than from any other source. 


SWP (Size) FITTINGS for ABS PIPE 


I.P.F. has a complete line of all fittings in ABS 
materials, in S W P sizes. As the largest inde- 
pendent manufacturer of plastic fittings, I.P.F. 
can ship direct to you from warehouse stock at 
prices that enable the wholesaler to make a full 
profit. 


TUBE AND HOSE CONNECTORS 


I.P.F. now offers a line of tubing and hose con- 
nectors in high density Polyethylene material in 
Vg", 4" and 3/e” iron pipe thread sizes. Catalog 
and price sheets available. 


NEW LOW PRICES 


New and lower direct-to-the wholesaler prices. 
For large or small orders, I.P.F. is your best source. 


QUALITY- 


Over 30 million I.P.F. plastic fittings are in use 
today. Accepted as the standard of the industry, 
I.P.F. fittings are engineered to outlast the pipe 
with which they are used. 


Write for Catalog and Price Sheet: 


pals 


OFFERS THE MOST 
COMPLETE LINE OF 


PLASTIC FITTINGS 


PRICED 
RIGHT 


NEW LOW, LOW 
PRICES BENEFIT 
THE WHOLESALER 

& CONTRACTOR 


INDUSTRIAL PLASTIC 
FITTINGS DIVISION 


THE R & K PLASTIC INDUSTRIES CO. 


FACTORY: 3891 W. 150th St., Cleveland 11, Ohio 
SALES OFFICE: Suite 2116, 1700 Broadway, Denver, 


Colorado 


Check 3-149-01 on Reply Card 





From POLAR WARE 
A Self-Rimming Sink 


of nickel-bearing stainless steel 


e Installs fast 


Pie Mbbesbbel-hectsnael-iccelbbe)(-me)ac-ye 


associated with self-rimming sinks 


Fast 
Simple 


Patented 
Lock-In 


The turning of 
16 wing nuts 
— all easily 
reached from 
the front .— 
locks in the 
Polar sink. 
ONLY: FINGER 
a a ae 
NEEDED: The 
tighter you 
turn, by hand, 
the stronger 
the band be- 
tween sink 
and counter 

. no edges 
can ever turn 
Up. 


‘Polar Ware Company “‘R 


All self-rimming sinks save time 
in installation — but for many a 
plumber who's tried them, the 
minutes gained have been lost in 
hours of call-back time due to 
“pop-up” corners, “pull-away” 
rims and “catch-all” gaps that ir- 
ritate housewives. 


With these chronic complaints in 
mind, Polar has designed a self- 
rimming sink that positively over- 
comes the objections — yet re- 
tains the great advantage you 
want in TIME-SAVING INSTAL- 
LATION. Polar does this in a 
patented way, using wing nuts — 
all readily accessible for easy 
turning by hand. Using fingertip 
pressure only, pull up tightly ... 
and the sink ‘s securely “locked 
in” ALL AROUND. 


And, of course, this special pur- 
pose sink also highlights beauty 
in design . . . 18.8 nickel-bearing 
stainless steel lustrously finished 
with an attractive, rich-looking re- 
cessed ledge.” In a phrase — 
here's a sink that will win home- 
makers’ approval on sight, win 
yours on performance. 


Leading jobbers everywhere car- 
ry Polar Ware. For the one near- 
est you write 


*also available for Hudee rim installation 


« 


4900 LAKE SHORE ROAD, SHEBOYGAN, WIS. 


Merchandise Mart 
“415 Lexington Ave 
New York 17, N. Y 


Chicago 54, Room 1455 


"800 S. Santa Fe Ave 
Los Angeles 12,-: Calif 


Offices in Other Principal Cities “Designates office and warehouse 


(Continued from page 149) 

additional water treatment and sales tips. 

In addition, the association announced an 
offer to conduct two-day water treatment 
workshops for health officers, power-use 
men, vocational agricultural teachers and 
others who would benefit from up-to-date 
information about all phases of water sup- 
ply, pumping and purification problems. 


sThe text covers the following subjects: 
History of Water Supply; Sources of Water; 
Types of Wells; Standard Drillers Contract: 
NWWA Code of Ethics; Plumbing Layout; 
Septic Tanks; Sump Pumps; Electric Water 
Heaters; Making Maximum Use of Water; 
Pumping Principles; Friction Loss Charts; 
What an Automatic Water System Consists 
of; Piston Pump and Pumping Principles; 
How to Install Piston Pumps; Shallow Well 
Piston Pump Service; Deep Well Working 
Heads; Jet Pumps; Jet Pump Installation 
and Service; Deep Well Submersible Pumps; 
Water Purification and Treatment; Sample 
Water Analysis Form and Interpretation. 

Additional information on any of these 
items may be obtained by writing the NAD- 
FPM, 20 West Street, Annapolis, Md. 


Pre-Insulated Copper Tube Is 
Developed Experimentally 


New York Ciry—A method of pre-insulat- 
ing copper pipe and tube has been developed 
by Quantum Inc., research laboratory of 
Wallingford, Conn. The announcement was 
made last month by the Copper Products 
Development Assn., which helped finance 
the project. 

The new product, which is not yet avail- 
able commercially, was described for DE by 
Dr. Charles Moore, technical director of the 

=— : ne rome 


THE PRE-INSULATED COPPER PIPE (as developed ex- 
perimentally by Quantum Inc. and the Copper 
Products Development Assn.) would come to the 
installer in the usual lengths, with the ends bare. 


Check 3-150-01 on Reply Card 
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cooperating association. He said that the 
association currently is assisting Quantum 
in locating manufacturing outlets. 
According to Moore, the pre-insulation is 
accomplished by extruding a foamed plastic 
around the pipe or tube. 
He said that the new product can be han- BETHLEHEM 
dled in the sate way as ordinary pipe, ex- 


cept that the installer would cut and strip 
insulation when he made a joint. Then he 
would cover the bared area with the proper 


coupling, elbow or tee “insulation fitting.” 

The only extra labor required to install a THE UNIT THAT BURNS THE 
completely insulated system, according to pelt OUT OF EVERY DROP OF OIL! 
Moore, would be the effort involved in strip- 
ping the soldered joints and pasting the 
split-half insulation fittings to the pipe. 

In considering the future of the new prod- 
uct, Moore said: “It is contemplated that 
producers of pre-insulated copper tubing 
would extrude the foamed insulation onto 
the pipe at warehousing centers, since rela- 
tively simple equipment is needed.” 


K f 


Check 3-151-01 on Reply Card 





How to install oil burners 
and keep them running 


Practical methods and information to help you Acclaim from authori- 


do installation and servicing on both home and 
commercial oil burners is provided in this “A practical, compre- 
comprehensive guide. It equips you to tackle hensive manual.” 
every job, large or small, with skill and con- HEATING, PIPING 
fidence—and to follow the correct procedures AND AIR CONDI- 
for quickly getting the results you want. Cov- - TIONING 
ers all types of oil burners . . . describes “Packed — with useful 
parts and controls . . . explains how to install — cti be a “te 
AFTER INSTALLATION of the tube, the joints would i rg Meigen tea 


and service them. ue.” 

be soldered in the usual manner. The foamed J . THE MARYLAND 
: ust Published 

plastic is stable up to 300F, research disclosed. MASTER PLUMBER 


DOMESTIC AND COMMERCIAL 
OIL BURNERS 


Installation and Servicing 
By CHARLES H. BURKHARDT 


ties for first edition . . 


Managing Director, Oil In- oo 
stitute of America TRIAL 


bs i; 
2nd Ed. 403 pages, 6 x 9 ee ee ee ee ee ee ee ee, 

360 illustrations, $9.00 a ae Se Bt Bee 
This — — beipas Send me Burkhardt’s DOMESTIC AND 
you abreast 0 jevelop- COMMERCIAL OIL BURNERS for 10 days’ 
ments in newer types" of examination on approval. In 10 days I 
burners and their applica- will remit $9.00 plus few cents for delivery 
tions . . . newer accessories costs, or return book postpaid. (We pay 
newer controls and delivery costs if you remit with this coupon 
control systems. It explains 


same return privilege.) 

combustion heads—electro- 
magnetic, mechanical and 
electronic controls — and 
burner mounted controls 
° shows adjustment, 
construction, and operating 


TO COMPLETE THE JOB, a molded split-in-half pe gy weg — Pape 
fitting would be cut to length and put in place with diagrams, tables, step-by- 
an adhesive. Insulating fittings would be supplied step procedures, and trouble- 


a shooting charts to save you 
for all standard joints, such as elbows and tees. cain : . 7 


valuable time on the job. hem@unteseneusticakeméinial 


Check 3-151-02 on Reply Card 
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Company 
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For price and terms outside U 
write McGraw-Hill Intl., N.Y é “36 DE-3 
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NEW trom oS 
THRUSH 





TWO Bi7e8 
OVE) Wok 
BVED 4” Ah’ ” — 
vw” Vent Plug DIVERTER 





VENT E LS to simplify i WATER 


BASEBOARD INSTALLATIONS 


THE NEW Thrush Balancing Vent Ells fill 
a real need in hydronic baseboard installations 
of every type, whether installed with a main or 
without. Diagrams at left illustrate two appli- 
cations. The Thrush Balancing Vent Ell is small 
enough to install inside the baseboard cover. 
Venting and balancing can both be accomplished 
ONE PIPE SYSTEM, with one fitting and by lifting just one end cover 
In. one pipe hot water heating system, the Thrush of the baseboard. Balancing is simple because 
Balancing Vent Ell is installed inside the baseboard lever position shows exactly the position of the 
cover, as shown above. ° “i 
diverter inside. 








Thrush Balancing Vent Ells can also be used 
for radiators, convectors and other heating units 
where balancing and venting or draining are 
necessary. See your wholesaler today or write 
Department A-3. 











Quality Hydronic Heating Specialties 


With mainless baseboard installations Thrush Balanc- 
ing Vent Ell can be installed at low point in each 
circuit for balancing and draining or inside base- 
board cover for balancing and venting. 


Check 3-152-01 on Reply Card 
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DOMESTIC ENGINEERING 


SERVICE 
SECTION 


12 PAGES OF PRODUCTS, TOOLS, 
METHODS, IDEAS 





Products of the Month 


CLOSETED IN THIS COMPACT SPACE 
adjacent te @ family room fk a complete 
heating and aly eonditioning unlt from the 
Deleo Applianee Division of General Motors 
Corp,, Roehester, N.Y, Details on this 
quietly operating equipment can be 
obtained by eheeking No. | on the 

handy reply card, page 166 


A CAST IRON BOILER FOR COMPETITIVELY 
priced hydronic systems in small and medium- 
sized homes has been added to its line 

by Bastian-Morley Co., LaPorte, Ind. 

Less than a yard high, its depth varies 

with the number of sections, which provide 
inputs of 70,000, 90,000 or 120,000 

Btu/hr. It can be furnished as 

a factory-assembled and wired 

packaged unit. Check No. 2 

for further information. 


A “CAMEO” LINE OF WATER 
softeners and filters has been 
introduced by Duro Co., Dayton, O. 
Externally, the units feature 
“appliance-type” styling enhanced 
by a Cameo label plus an 
attractive control box design. 
Functionally, the principal 

feature is the firm’s new tank 
lining over hot-dip galvanized steel. 
More information on these 
domestic-application units 

can be had by checking No. 3. 
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this section your 








in this section. 





How to use this special section: 


AT THE END OF THIS SPECIAL SECTION of new products, 
trade literature and free DE publications on management, 
selling and technical subjects, you will find a postage-paid 
reply card, numbered according to the items appearing 


® For more data on any of the products or literature—or 
to obtain any of DE’s free publications—merely circle the 
appropriate number on the reply card and mail it. Do- 
MESTIC ENGINEERING’S Readers Service Department will 
rush the requested information back to you. 








Hose with Reusable Fittings 

A chemically inert hose with re- 
usable fittings for conveying fuel, 
steam, lubricants, hydraulic fluids, 
etc. under conditions of movement 
and vibration has been introduced 
by Anaconda Metal Hose, Water- 
bury, Conn. The lightweight, % 
through 1%-in. id hose—having a 
core of Teflon, covered with stain- 
less steel wire braiding—withstands 
temperatures from -65 to 450F. 

Check No. 5 on reply card. 


Packaged Water Systems 
Packaged water systems with the 
pump mounted on the top of a 
vertical tank have been included in 
its line of jet pumps by Tait Manu- 
facturing Co., Dayton, O. The 
systems are available in both shal- 
low-well and convertible models 
and are mounted on 42-gal., hot- 
dip galvanized tanks. All of the 
models can be hooked up in base- 
ments in offset installations. 
Check No. 6 on reply card. 


Receptor-Bath Combination 

A receptor bath for motels, small 
apartments, cabins and other in- 
stallations having limited space has 
been announced by Eljer Co., a di- 
vision of The Murray Corp. of 
America, Pittsburgh. Made of 
enameled cast iron, it measures 12 
by 37 by 42 ins. and features a wide 
front rim and integral back corner 
seat. It comes in white and colors. 

Check No. 4 on reply card. 


Ratchet Wrench Kit 

Four of its ratchet wrenches are 
offered in a roll-up vinyl kit by 
Imperial-Eastman Corp., Chicago. 
Included are the %, %s, % and 
%4-in. wrenches. Some applications 
for the cadmium-plated tools are 
making up tube fittings, high- 
pressure hose fittings and pipe fit- 
tings. All parts are replaceable. 
Only 30-deg. handle movement is 
required to get a new grip on a nut. 

Check No. 7 on reply card. 
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monthly shopping guide for products, tools, 





2-Way Radio Unit 

A line of lightweight, compact 
2-way radios has been engineered 
by General Electric, Lynchburg, 
Va. The competitively priced 15-w 
units are designed for both low- 
band (27 to 50mc) and high-band 
(150 to 174mc) frequency and have 
VHF-FM audio. The set has 15 
tubes and 2 transistors. When “on”, 
battery drain is 4.2 amps. 

Check No. 8 on reply card. 


Pressure Tank Float 


A float that can be installed 
within a pressure tank—old or new 
—to provide a barrier against air 
absorption and waterlogging has 
been introduced by Baker Manufac- 
turing Co., Evansville, Wis. It can 
be installed permanently to cover 
the water’s surface in any vertical 
pressure tank (as shown in the 
illustration) with a 1%-in. or 
larger tapping. 

Check No. 11 on reply card. 
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Sprayed-Coil Conditioner 

A sprayed-coil, draw-through 
conditioner for applications re- 
quiring a high percentage of out- 
door air for ventilation has been 
developed by Trane Co., La Crosse, 
Wis. Available in 14 horizontal and 
13 vertical sizes, it features inter- 
nal factory insulation of the en- 
tire unit, including tank. Coil face 
velocities reach 600 fpm. 

Check No. 9 on reply card. 


Price Pfister Modifies 
Trip Waste and Overflow 


Two of its plunger-type and two 
of its popup-type trip waste and 
overflow units have incorporated 
new design features according to 
Price Pfister Brass Manufacturing 
Co., Los Angeles. A locknut on the 
overflow ell permanently positions 
the waste to the tub, making pos- 
sible 1-man installations. The waste 
tube is adjustable to 2% ins., and 
the overflow tube has a 3%-in. 
adjustment. A soft, beveled wash- 
er for the overflow ell permits ad- 
justment for any difference in the 
angle of the tub and makes the 
trip waste fit all tubs. A plastic 
wrench which fits the locknut and 
drain plugs is supplied. 

Check No. 12 on reply card. 


Sink and Tray with Ledge 

A sink and tray with ledge has 
been announced by American- 
Standard, New York City. Over-all 
measurement of the unit, which is 
made of cast iron coated with acid- 
resisting enamel, is 21 by 42 ins. 
Designed for installation with a 
standard mounting frame, it can 
be fitted with centerset or single- 
lever faucet. 

Check No. 10 on reply card. 





Use handy reply card on page 166... 
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Consult your wholesaler for local availability 





Round Lavatory 

Its round Radiant lavatory is 
now available with faucet drillings 
on both 8 and 4-in. centers accord- 
ing to Kohler Co., Kohler, Wis. 
It is made of enameled cast iron 
and is designed for installation 
with a metal frame in countertops 
and cabinets. The 18-in. diameter 
unit, which has concealed front 
overflow, is furnished in white as 
well as in green, blue, yellow, 
peach, gray and tan. 

Check No. 13 on reply card. 


= 0} 


Improved Pipe Coupling 

Its pipe coupling is available 
in an improved design and in a 
wider range of standard pipe sizes 
from % to 4 ins., in lengths from 
2 to 36 ins., according to the Mar- 
man Division of Aeroquip Corp., 
Los Angeles. The gasket is fully 
contained in the retainer to assure 
uniform pressure of the gasket 
against the pipe and sleeve. It is 
made for 150 psi service at -40 to 
250F temperatures. 

Check No. 14 on reply card. 


Bastian-Morley Adds Two 
Electric Water Heaters 


Two electric water heaters have 
been introduced by Bastian-Morley 
Co., LaPorte, Ind. 


= One model (illustrated) comes in 
30, 40, 52, 66, 80 and 100-gal. sizes, 
and the other is a tabletop unit 
made in 30, 40 and 50-gal. cap- 
acities. Both are glass-lined. They 
are available with single or double 
elements, the double-element units 
having interlocking thermostats, 
single or double throw. Features 
are heavy steel tanks, Fiberglas 
insulation, immersion-type heating 
elements, cold water inlet baffle 
and a magnesium rod. 
Check No. 16 on reply card. 


Use handy reply card on page 166... 
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Job-Site Sign 

A job-site sign to be used at 
locations where its plastic pipe is 
being installed is available from 
Johns-Manville Corp., New York 
City. It combines identification of 
the type of installation as well 
as giving the contractor’s name. 
Measuring 30 ins. wide by 20 ins. 
high, it is printed in orange and 
black. J-M will imprint free the 
contractor’s name and phone num- 
ber or address. 

Check No. 15 on reply card. 


Oil-Fired Unit Heaters 

A line of oil-fired unit heaters 
utilizing a gun-type burner for No. 
2 fuel oil is being manufactured 
by Kresno-Stamm Corp., Palisades 
Park, NJ. For open-area instal- 
lations such as in warehouses and 
greenhouses, it comes in 80,000, 
140,000 and 180,000-Btu outputs 
with deliveries to 3,200 cfm with 
a 50-ft throw. The self-contained, 
factory-assembled and wired unit 
also comes as a blower heater. 

Check No. 17 on reply card. 
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Laundry Tray Faucet 

A direct-sweat laundry tray fau- 
cet has been added to its line by 
Royal Brass Manufacturing Co., 
Cleveland. It features an elevat- 
ed spout and brass canopy handles. 
The wide clamping legs are extra 
heavy and adapt to concrete, enam- 
eled iron shelf back and glass fiber 
tubs. All working parts are made 
of brass or bronze. Bonnet, stem 
and “O” rings are renewable: The 
spout is threaded for a hose. 

Check No. 18 on reply card. 


Mor-Flo Heater Adds 


Plumbing Fixture Line 


The Mor-Flo Heater Corp., 
Cleveland, has entered the plumb- 
ing fixture manufacturing field 
with the introduction of the 5 
porcelain-enameled steel units 
shown here. They are: 1. a 5-ft 
bathtub with right or left drain 
and depth of 15% ins. plus 54%4-in. 
seat; 2. a 21 by 32-in. double-bowl 
sink with 3 or 4-hole drilling, with 
2 depressed soap dishes and 8-in. 
deep bowl; 3. a 21 by 24-in. single- 
bowl sink with 3 or 4-hole drilling, 
with depressed soap dish and 7-in. 
deep bowl; 4. a lavatory with 2 
depressed soap dishes, 6-in. deep 
bowl, available in 2 sizes—15% by 
19% ins. and 18 by 20 ins.; 5. 
a round lavatory with 2 depressed 
soap dishes; the unit measures 18 
ins. in diameter and has an 8-in. 
deep bowl. 

Check No. 20 on reply card. 
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Wheeler Cutter Handles Large-Diameter Water Main 


A hydraulic pipe cutter, desig- 
nated the Super and designed for 
use on 10 through 20-in. diameter 
cast iron water mains is available 
from Wheeler Manufacturing Corp., 
Ashtabula, O. 


#The unit employs the company’s 
“squeeze and pop” principle of op- 
eration, standard on all of the pipe 
cutters in its line. The large- 


diameter pipe cutter does not re- 
quire the utilization of accessory 
equipment. The unit can be instal- 
led on pipe by 2 men, and then the 
pipe is cut by 1 man. The product 
severed in half a 4-ft length of 
16-in. cast iron water pipe in 33 
secs. pumping time in a recent 
demonstration of public works 
equipment in New York. 
Check No. 19 on reply card 








and improved product 





Free-Standing Fireplace Designed by Majestic Co. 


A free-standing fireplace has 
been designed by Majestic Co., 
Huntington, Ind. The hearth is 
raised and surrounds the fire on all 
sides. It is made of simulated cer- 
amic tile of porcelain-enameled 
steel, 84% ins. sq, attached to the 
unit’s steel framing. On 3 sides are 
removable panels of %4-in. heat- 
resistant glass. The remaining side 





is enclosed by a black mesh fire- 
screen. A star-shaped, sloping hood 
covers the firebox area and joins 
a 10-in. sq flue housing that con- 
tains an 8-in. round steel flue. 
The flue is installed for venting 
directly through a ceiling or el- 
bowing into a class A masonry 
or all-metal prefabricated chimney. 
Check No. 21 on reply card. 


Chrysler Develops Large 


Room Air Conditioners 


A line of 20 models of room air 
conditioners has been introduced 
by Chrysler Corp.’s Airtemp Divi- 
sion, Dayton, O. Illustrated is a 
28,000-Btu/hr unit, largest in the 
line, developed mainly for hot 
humid areas and for commercial 
applications. It fits standard-sized 
windows and cools to 1,800 sq ft 
(an area larger than the average- 
sized American home). Features of 
the conditioners, which are adapt- 
able also for in-the-wall installa- 
tion, include an automatic thermo- 
stat, 2-speed fan, vent and exhaust 
controls to replace indoor air with 
fresh filtered outdoor air, 4-way 
direction of cool air, and sound 
absorbing construction for quiet 
operation. A window-mounting kit 
has been developed to aid in in- 
stallation of the units. 

Check No. 23 on reply card. 


Round Lavatory 

A round enameled cast iron lava- 
tory, 18 ins. in diameter, has been 
introduced by Eljer Co., a division 
of The Murray Corp. of America, 
Pittsburgh. Features are an integral 
front overflow, drillings on the 
ledgeback and twin soap depres- 
sions. A stainless steel ring with 
lugs is furnished for countertop 
installation of the unit which is 
furnished in white and 6 colors. 


Check No. 22 on reply card. 


Single-Lever Faucet 

An improved model of its single- 
lever faucet having 1 moving part 
is available from Sterling Faucet 
Co., Morgantown, W.Va. It is 
furnished with 8-in. centers and is 
designed for installation on stand- 
ard-punched sinks or ledges. Fea- 
tured is the volume control located 
in the shanks of the unit which can 
be used to regulate the pressure of 
the water before it reaches the 
mixing chamber. 

Check No. 24 on reply card. 


Domestic ENGINEERING, Marcu 1961 











Gas Burner Line 

A line of gas burners has been 
introduced by Wayne Home Equip- 
ment Co., Fort Wayne, Ind. Illus- 
trated is the firm’s domestic power 
burner with inputs to 400,000 Btu. 
The other 3 types and their max- 
imum inputs are atmospheric in- 
shot burners, 225,000 Btu; com- 
merical power burners, 1,000,000 
Btu; and atmospheric upshot con- 
version burners to 275,000 Btu. 


Check No. 25 on reply card. 


Pipe Alignment Guides 

A line of pipe alignment guides 
and roller pipe supports has been 
introduced as an adjunct to its 
series of expansion joints by Flex- 
onics Corp., Maywood, Ill. Each 
guide consists of a cast steel seg- 
mented spider, sized to % to 24-in. 
od pipe,.free to move axially in a 
segmented steel cylinder. The spid- 
er is clamped to the pipe, and the 
guiding cylinder is securely fixed 
to the supporting structure. 

Check No. 27 on reply card. 


Domestic ENGINEERING, Marcy 1961 


Gustin-Bacon Air Duct Is Made of Glass Fiber 


A round glass fiber air duct for 
residential heating and air condi- 
tioning is available from Gustin- 
Bacon Manufacturing Co., Kansas 
City, Mo. The prefabricated prod- 
uct combines thermal and acoustic- 
al insulation with its air distribu- 
tion characteristics. It comes in 
standard sheet metal sizes in 6-ft 
lengths and needs no pre-assembly. 


Kohler Adds New AIll- 


Brass Fittings Line 


A line of all-brass fittings has 
been announced by Kohler Co., 
Kohler, Wis. 


®The competitively priced units 
“were developed tor the segment 
of the market which wants a com- 
petitive price but still requires 
quality; ornamentation has been 
eliminated to reduce the price of 
the line while offering a fitting 
that is all brass.” Featured in the 
units is the firm’s no-drip valve. 
lt is constructed so as to press 
the seat washer against a chrome- 
plated brass seat, shutting off the 
water supply completely. 
Check No. 28 on reply card. 


For assembly, standard sheet metal 
fittings are used. It is engineered 
“to meet normal insulation and 
condensation prevention require- 
ments of year-round use.” Shown 
is an extended plenum system in 
which large sizes have been used 
for the plenum itself with smaller 
sizes employed as runouts. 
Check No. 26 on reply card. 
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Chevrolet 14-Ton Van Hauls Light or Bulky Loads 


A '%-ton delivery van for low- 
cost hauling of light or bulky loads 
in stop-and-go driving has been 
introduced by the Chevrolet Divi- 
sion of General Motors Corp., 
Detroit. If offers 1,350-lb payload 
capacity, over-all length of 167 ins. 
and a 7-ft walk-in body with 211 
cu ft of load space. Features of 


Heating-Ventilating Units 

Its line of large-volume heating- 
ventilating units has been ex- 
panded to 17 basic sizes with heat- 
ing capacities from 20,000 to 3,800,- 
000 Btu and air capacities from 600 
to 54,000 cfm according to Trane 
Co., La Crosse, Wis. Shown is a 
2-fan, wall-mounted model with 
swivel discharge nozzles. Sectional 
construction handles present and 
future building needs. 

Check No. 31 on reply card. 
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the truck are its independent front 
suspension and coil rear springs. 
The driver’s compartment has slid- 
ing doors on both sides and an 
adjustable folding seat. Double rear 
doors are 38 ins. wide, but avail- 
able as options are doors 56 and 66 
ins. wide. 
Check No. 29 on reply card. 


Basket Strainers 


Four competitively priced basket 
strainers for protecting pumps, 
valves and regulators have been 
added to its line by Strong, a 
division of White Sewing Machine 
Corp., Conneaut, O. Made in semi- 
steel and cast steel, the strainers 
range from 2 to 16 ins. with flang- 
ing, from 125 to 300 psi. Baskets 
are brass or stainless steel with 
%40-in. perforations. 

Check No. 32 on reply card. 


Globe Valve 


A copper-to-copper globe valve 
rated for 125 psi wsp and 200 psi 
wog has been developed by Ham- 
mond Valve Corp., Hammond, Ind. 
The unit has a screw-over bonnet 
and swivel-type disc holder with 
composition disc for hot and cold 
water. It is interchangeable with 
a steam disc. The valve comes in 
3%, through 2-in. sizes. 

Check No. 30 on reply card. 





Combination Cabinet-Vanitory 

A wall-hung, combination medi- 
cine cabinet-vanitory has been 
added to its line of products fab- 
ricated of laminated plastics by 
Kenneth M. Young Co., Santa 
Clara, Calif. It measures 19% ins. 
in depth and has 25 to 48-in. 
widths and comes in 6 colors. Four 
screws secure it to a wall. Other 
products in the line include tables, 
sink tops and snack bars. 

Check No. 33 on reply card. 
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bring you details on any of these products and services 





met-i-pak 

features of this 

metal-to-metal cartridge 

A. Extra deep broaching for sure handie 
grip. 

B. Positioning lugs assure positive posi- 


D. Entire unit seated with permanent “O” 
ring. 

E. Stem is completely isolated from water, 
for longer life and smooth service. No 
threads to wear or bind. 

F. Permanent precision-honed and 

G. matched plates for tong life, meinte- 


Food Waste Disposer 

A “commercial quality” food 
vaste disposer of 3-qt capacity has 
been announced for home use by 
National Disposer, Medina, O. It 
is equipped with a 4%-hp reversing 
motor for clearing jams. Other 
features include a polished nickel 
stainless steel sink flange plus a 
matching cover and split-ring con- 
struction to aid in installation. 

Check No. 34 on reply card. 


~ 


Sealing Compound 

A sealing compound developed 
for plumbing applications but suit- 
able for caulking and_ sealing 
around tanks, air ducts and water 
lines is available from Devcon 
Corp., Danvers, Mass. The quick- 
setting, white, non-yellowing sealer 
is supplied in a 6-oz plastic tube 
with a long applicator nozzle for 
reaching into crevices. It can be 
smoothed by a wet finger. 

Check No. 36 on reply card. 
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nance free service. No washers or pack- 


ing to replace—ever. 


HH. Compression “O” ring seal against water 


line pressure. 


New Faucet Control Developed by Universal-Rundle 


A metal-to-metal cartridge-type 
faucet control has been announced 
by Universal-Rundle Corp., New 
Castle, Pa. 


= Permanent, precision-honed and 
matched plates provide operation 
under any water pressure. A roll- 
pin stop is designed to assure that 


Day & Night Announces 
60,000-Btu Wall Furnace 


A forced air wall furnace of 
60,000-Btu capacity has been added 
to its line by Day & Night Manu- 
facturing Co., La’ Puente, Calif. 
Measuring 84 ins. in height, 14 ins. 
in width and 10*i6 ins. in depth, 
the unit can be mounted flush 
to a wall or recessed between 
ordinary stud spaces. Heat is de- 
livered at floor level. Delivery can 
be from the front of the unit only 
or in 1 or 2 additional directions 
as well with short, through-the- 
wall ducts to register grilles in ad- 
jacent rooms. It is available in sin- 
gle or 2-speed models. The unit 
is vented with standard 4-in. oval 
type B double-wall vent pipe with- 
out cutting the ceiling plate. A 
casing extension is available to 
conceal the venting. 

Check No. 37 on reply card. 


the handles will shut off in the 
same position every time. The com- 
pletely sealed control is available 
as optional equipment for all of the 
firm’s Luxury Trim plumbing fit- 
tings. The illustration above details 
construction features and working 
operations of the unit. 
Check No. 35 on reply card. 
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Armstrong Cork Develops Prefabricated Air Duct 


A prefabricated air duct molded 
‘from glass fiber and encased with 
an air-tight vapor barrier has been 
added to its line by Armstrong 
Cork Co., Lancaster, Pa. It has 
been designed to be an air duct, 
thermal insulation and sound ab- 
sorber in 1 piece. Furnished in 
6- ft sections with id sizes of stand- 
ard galvanized sheet metal furnace 


pipe, it is ready for installation 
with sheet metal fittings, air boots, 
register boxes and other fittings. 
The duct is suitable for heating 
and cooling applications and is 
suggested for heating systems that 
are designed to add on cooling at 
a later date as well as for self-con- 
tained central air conditioners: 


Check No. 38 on reply card. 





. is the title of a reprint 
from the pages of Domestic 
ENGINEERING. It is free to sub- 
seribers who wish to increase 
their water systems business 
—-as did the Guthrie & Lyon 
firm of Milwaukee. Several 
years ago newspaper head- 
lines proclaimed that the 
area’s 20,000 private wells 
were unsafe. The decision of 
the firm’s president to coun- 
teract the scare was the be- 
ginning of a story that can 
help you expand your water 
systems markets. For copy... 





He proved private wells are safe 


Circle “Safe Private Wells Reprint” on reply card. 
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Insulating Plastic Foam 

Two developments in insulating 
plastic foam have been announced 
by Dow Chemical Co., Midland, 
Mich. One (illustrated) is a ure- 
thane foam with high solvent re- 
sistance and heat distortion. Its 
composition renders it suitable for 
use on both hot and cold lines. The 
other product (competitively pric- 
ed) is a new Styrofoam brand 
flame-retardant insulation. 


Check No. 39 on reply card. 


Redesigned Valve Packings 

A complete change-over to Tef- 
lon (plastic)-impregnated asbes- 
tos-base packings for its valve line 
has been announced by Ohio Brass 
Co., Mansfield, O. The packings 
are flexible, smooth-surfaced and 
inert to the ordinary influences 
encountered in the piping of steam, 
water, oil, gas and air. The Teflon 
plastic maintains its properties at 
temperatures of -450 to 500F. 

Check No. 40 on reply card. 
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Pool Chiorinator, Timer 

An automatic chlorinator with a 
24-hr pump control (box mounted 
on tank) is available for swimming 
pools from Everpure Inc., Chicago. 
Shown here, the unit—which is 
enclosed in stainless steel—is used 
in conjunction with a pump and 
filter. The chlorinator maintains 
a constant chlorine residual that 
ensures that all algae and bacteria 
are killed upon entry into pool. 

Check No. 41 on reply card. 


Submersible Sump Pump 

A sump pump designed for resi- 
dential and light commercial ap- 
plication has been added to its 
line by Piqua Machine & Manu- 
facturing Co., Piqua, O. Features 
of the unit are a fast changing 
switch assembly and a _ positive 
acting switch and float. The hous- 
ing of the pump—which is compet- 
itively priced—has been designed 
to be completely submersible. 

Check No. 43 on reply card. 
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Harvester Vehicle Features Removable Components 


A small, all-purpose vehicle de- 
signed for low-cost transporation 
of passengers and cargo has been 
introduced by International Har- 
vester Co., Chicago. Offered in 2 
or 4-wheel drive models, it in- 
cludes a 3-person passenger com- 
partment with removable steel top, 
5-ft long pickup body, fold-down 
windshield, removable door glass, 


removable doors and a 4-cylinder 
“economy” engine. A _ full-length 
1-piece steel top that encloses both 
driver compartment and body is 
optional. As shown here, with its 
steel top removed, the vehicle 
becomes an open runabout. Over- 
all length is 12 ft 10 ins., and its 
wheelbase is 100 ins. 
Check No. 42 on reply card. 


Competitively Priced China Fixtures Made by Case 


A line of vitreous china bath- 
room fixtures, competitively priced, 
has been announced by Case Man- 
ufacturing Corp., Robinson, III. 


®Included in the line are 2 close- 
coupled, reverse trap and wash- 
down water closets and a com- 
panion lavatory manufactured in 
2 sizes. The water closets are con- 


structed so as to provide strong 
but quiet action and are built with 
shelf-type covers and paneled 
tanks. Both units have leakproof, 
2-bolt tank-to-bowl connections. 
These products are produced in 
white and several colors. Another 
plumbing fixture available from 
the firm is a 1-piece water closet. 
Check No. 44 on reply card. 
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Turn the card for trade literature listing 





Fixtures for Industrial Use Introduced by Bradley 


A line of fixtures for industrial 
applications has been announced 
by Bradley Washfountain Co., Mil- 
waukee. Included are stainless steel 
column and wall-hung showers, 
54-in. circular washfountains (il- 
lustrated) also made of stainless 
steel and 36-in. semi-circular units. 
The pedestal of the 1-piece circu- 
lar fixture has panels of mild steel, 


Universal-Rundle Adds 
Low Water Closet 


A low-profiled water closet that 
features the firm’s Uni-Tilt flush 
valve has been added to its line by 
Universal-Rundle Corp., New Cas- 
tle, Pa. 


= The valve is designed to assure 
positive flushing action with each 
use. Quiet, siphonic jet action is 
provided. The water closet has 
been designed with an elongated 
bowl. This feature has been incor- 
porated with the unit’s 1-piece 
construction to “make overflowing 
impossible.” From the floor to the 
top of the tank, the water closet 
measures 1834 ins. This fixture is 
available in the company’s line of 
6 colors as well as in white. 


Check No. 47 on reply card. 


bonderized and finished in acid-re- 
sisting synthetic enamel to har- 
monize with the bowls. Scuff bases 
are gray enameled. Both the pedes- 
tal panels and scuff bases are 
available in stainless steel. A 
washfountain for 2-person service 
employing foot-pedal water con- 
trol is available also. 
Check No. 45 on reply card. 


Food Waste Disposer 

A 2-model line of food waste 
disposers featuring an automatic 
reverse system that helps prevent 
jamming has been introduced by 
Whirlpool Corp., St. Joseph, Mich. 
A 3-set cover control—for sealing, 
draining and grinding—that allows 
operation of the unit only when 
the cover is set correctly is an- 
other feature. Capacity of the 
\%-hp disposer is 1% qts. 

Check No. 46 on reply card. 


Youngstown Kitchens Augments Wood Laminate Line 


A new laminate finish termed 
Cherrywood is available for its 
line of steel kitchen cabinets ac- 
cording to the Youngstown Kitch- 
ens Division of American-Standard, 
Warren, O. It is especially suit- 
able for installations that tie in 
with an Early American decor. This 


finish supplements other stylings 
in the firm’s laminate line which 
includes Honeywood and Provincial 
Honeywood finishes. All are avail- 
able in the company’s more than 
200 wall, base utility and special 
kitchen storage cabinets. 
Check No. 48 on reply card. 
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E71 DETAILED INFORMATION 


ON ADS, PRODUCTS, LITERATURE, SERVICES a 


Your no-postage reader service reply card, attached at the right, enables you to ob- 
tain free information on new products, equipment and services described in the Service 
Section; on trade literature listed on the back of this card; and on products advertised 
throughout this issue. Merely check the key numbers.* 


1. Read advertisements and note the number below the ad. Place an X in the box at 
the left of this number on the reply card for complete details. 


2. Review the New Products described in this issue starting on page 153. Check num- 
bers on the reply card corresponding to the items listed. 


3. Read the Trade Literature reviews on the reverse side of this page. To obtain your 
free copies, use the handy reply card and mark the appropriate numbers. 


4. A special feature on labor and time-saving tools and techniques appears in this 
issue, beginning on page 106. For further information, check the appropriate 
numbers on the reply card at right. 


*EXPLANATION OF KEYED NUMBERS FOR ADS: 


First number, “3,” represents this issue, the third month. Second set of digits 
indicates page on which item appears, thus “-002-” means page 2. Third set of dig- 
its describes position of item on the page; for instance “-01” identifies the first ad 
(or the only ad), “-02” the second ad, and so on. 
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C) 62—High-Capacity Sub 

(} 63—Plastic Pipe Fittings 

() 64—Control Valve Sizing 

(1 65—Thermal Insulation 

C) 66—Water Heaters, Conditioners 
(} 67—Fastener Guide 

(] 68—Infrared Heaters 

() 69—Pyrex Brand Drainline 

C} 70—Water Treatment Equipment 


TOOLS AND TECHNIQUES (See pages 106-108) 


(J 7i—Double-Duty Drill 

(0 72—Hammer Drive Fastener 
() 73—Abrasive Cutoff 

{) 74—Installation Jack 

() 75—Pocket 2-Way Radio 

0) 76—Cheek-Cutting Machine 
() 77—Multi-Purpose Saw 

() 78—Electric Hammer 


, Magnesium Levels 


{} 81—Impact Valve 

( 82—Slide Card for Pipes 

(} 83—Friction Loss Estimator 
) 84—Power Ditcher 

(0 85—Gasoline Rotary Hammer 
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ducers, New York City. 
Cheek No. 49 on the reply card. 


ITS HYDRONIC ACCESSORY PACKAGE, its balanc- 

ing and p valve for 2-circuit systems and 

its indicater for balancing water flows, 

paang they gg taal gt an ena ll 

letins from Bell & Gossett, Morton Grove, Ill. 
Check No. 50 on the reply card. 


POLYETHYLENE PIPE type, density and proper 

tion are discussed in literature from 

mion Carbide Plastics Co., New York City. 
Check No. 51 on the reply card. 


HEAT CYCLE DEFROST SYSTEMS for low-tempera- 
ture defrosting are described in a bulletin from 
Dunham-Bush Inc., West Hartford, Conn. 

Check No. 52 on the reply card. 


RESIDENTIAL WALL CLOSET SUPPORTS designed 
for easy installation are covered in 2 data sheets 
from Zurn Industries Inc., Erie, Pa. 

Check No. 53 on the reply card. 


VENTILATING FANS for commercial, industrial 

and institutional use are shown in a bulletin 

from Modine Manufacturing Co., Racine, Wis. 
Check No. 54 on the reply card. 


ITS CENTRIFUGAL PUMP—double ball bearing, 

end suction and competitively priced—is shown 

in a bulletin from Deming Co., Salem, O. 
Check No. 55 on the reply card, 


POWDERED ACID CLEANER for removing scale 

deposits is described in a bulletin from Hagan 

Chemicals and Controls Inc., Pittsburgh. 
Check No. 56 on the reply card. 


PIPE AND TUBING MEASUREMENT is simplified by 
the use of techniques presented in a booklet 
from Aeroquip Corp., Jackson, Mich. 

Check No. 57 on the reply card. 


POWER RCOF VENTILATORS, accessories and a 
well exhaust fan are described in a bulletin 
from Ilg Electric Ventilating Co., Chicago. 

Check No. 58 on the reply card. 


VALVES AND FITTINGS are covered in a 464-page, 
fully illustrated catalog (which includes new 
features) from Crane Co., Johnstown, Pa. 

Check No. 59 on the reply card. 


TWELVE NEW ELECTRICAL, MECHANICAL ITEMS 
are announced in a complete-line catalog from 
Holub Industries Inc., Sycamore, Il. 

Cheek No. 60 on the re~'y card. 


A GUIDE TO VENTILATING GAS APPLIANCES has 
been compiled by the Metalbestos Division of 
William Wallace Co., Belmont, Calif. 

Check No. 61 on the reply card. 


HIGH-CAPACITY SUB PUMPS for industrial and 

municipal water supply systems are covered in a 

ulletin from Sumo Pumps Inc., Stamford, Conn. 
Check No. 62 on the reply card. 


FITTINGS FOR PLASTIC PIPE are specified in 2 

catalog sheets from Industrial Plastic Fittings 

Division, R & K Plastic Industries Co., Denver. 
Check No. 63 on the reply card. 


REGULATOR AND CONTROL VALVE SIZING is sim- 
plified by a sizing chart bulletin from OPW- 
Jordan, Cincinnati. 

Check No. 64 on the reply card. 


THERMAL INSULATION for applications ranging 
from -400 to 3,000F is described in a 64-page 
catalog from Johns-Manville Corp., New York 
City. Also available from the firm are 2 bro- 
chures describing 2 kinds of PLASTIC PIPE. 

Check No. 65 on the reply card. 


ITS WATER HEATERS AND AIR CONDITIONING 
systems are the subject of 3 manuals from Pio- 
neer Manufacturing Co., Los Angeles. 

Check No. 66 on the reply card. 


A FASTENER GUIDE giving data for choosing the 

correct fastener for any use is available from 

Diamond Expansion Bolt Co., Garwood, N. J. 
Check No. 67 on the reply card. 


INFRARED HEATERS for direct radiant heating of 
hard-to-heat areas are shown in a bulletin from 
Fostoria Corp., Fostoria, O. 

Check No. 68 on the reply card. 


PYREX BRAND DRAINLINE and fittings are covered 
in a revised and expanded catalog from Corning 
Glass Works, Corning, N. Y. 

Check rma y 69 on the reply card. 


WATER TREATMENT EQUIPMENT SELECTION is the 
subject of a technical reprint from Graver Water 
Conditioning Co., New York City. 

Check No. 70 on the reply card. 


Domestic Encineerinc, Marcu 1961 





ARE: YOU 
THE 









e If you get to see only 
DOMESTIC 


e Or, if the office or 


) routed to you late, 
- after others finish 
reading the 
current issue— 

e Or\ if you find 
that it is better to 
have your own 
personal copy 
arc tit-tem CoM cells 
home address— 
THEN WHY 
NOT ENTER 
YOUR ORDER 
NOW FOR 


PERSONAL 
COPY AT 
THIS LOW 
INTRO- 
DUCTORY 
RATE? 


otcasional copies of 
ENGINEERING— 


company copy.is 


YOUR OWN . 


Wh 


NO 












ADDRESS” 


1F EMPLOYEES 


ADORESS 


OR CITY 


“OF EMPLOYEES 


© @ BILL ME 


-_ “* 


DOMESTIC ENGINEERING 
MAGAZINE 


“Tr 12 “ISSUES — $5. 00 a 24 ISSUES— $8.00 
@ PAYMENT ENCLOSED 


ABOVE RATES ARE FOR U.S. ADDRESSES 








TITLE OR POSITION . 
ZONE 


SIGNATURE 


INTRODUCTORY ORDER FOR 


DomESTIC ENGINEERING 
Eley: Valy ial 






a 12 ISSUES — $5. 00 r 24 ISSUES — $8. 00 
M BILL ME @&@ PAYMENT ENCLOSED 


ABOVE RATES ARE FOR U.S. ADDRESSES 





TITLE OR POSITION. 
Oe ATE 


SIGNATURE 





ae 
2 | 





FIRST CLASS | 
PERMIT NO. 71 | 


{ 


CHICAGO, ILL. | 
scieis mepesiinbiesesaeisibiboniinihe mummers eA ae Ske i 


BUSINESS REPLY MAIL 


‘ nC) POSTAGE STAMP NECESSARY If MAKED IN THE UNITED STATES 
os 
Postage Will Be Paid By— 


DOMESTIC ENGINEERING 


MAGAZINE 
1801 PRAIRIE AVE. 
CHICAGO 16, ILL. 


FIRST cuss | 
PERMIT NO. 71 | 
CHICAGO, ILL. | 


pute pe AE 


BUSINESS REPLY MAIL 


i 
f WD POSTAGE STAMP NECESSARY 1F MAMKED IN THE UNITED STATES 
7 

Soon en 


Postege Will Be Paid By— 


DOMESTIC ENGINEERING 
MAGAZINE 
1801 PRAIRIE AVE. 
CHICAGO 176, ILL. 








EASY-INSTALLING BRIGGS BEAUTYWARE | BRIGGS 


MEANS MORE PROFITS FOR YOU 


























Medallion Tub is credited by some plumbers with saving 
as much as $11 per installation. Manufactured of porcelain- 
enameled formed steel, it is far lighter yet stronger than cast 
iron. Installs quickly, easily. H-frame eliminates need for 
blocks, shims, extra supports. Seam-free, one-piece con- 
struction and leakproof wall flange. 


2 Bree MWe AS ee 





Chaucer Lavatory, produced of high density vitreous 
china, typifies the unmatched beauty of complete line styling 
by Briggs. Distinctive lines and useful wide shelf make the 
Chaucer welcome in any home. Spray spout, anti-splash rim. 
Installs in counter top, vanity or on legs. Choose Briggs for 
your residential, commercial, industrial installations. 


Check 3-171-01 on Reply Card 








SOLVE 


3 COMMON WATER PROBLEMS 


AUTOMATICALLY 
WITH JUST ONE 


o> 
31 UNIT 


@ FILTERS... 
all suspended matter 

@ SOFTENS... 
to zero hardness 

@ REMOVES IRON... 
both Iron Rust and Iron 
in Solution 


Here’s a really great “customer-convincer”™ 

ONE compact unit that clears up ALL 
major water problems — automatically. 
Exclusive DIA-MATIC timing and meter- 
ing insure regeneration exactly when 
needed. No screens to clean. No channel- 
ing to worry about. Equipped with highest 
efficiency softening medium. Completely 
care-free except for occasional salt refill. 
Get details from 











OSHKOSH FILTER and SOFTENER CO. 
OSHKOSH, WISCONSIN 


Check 3-171-02 on Reply Card 
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Use Stic-Klip® for FAST ECONOMICAL 
DUCT INSULATION APPLICATION 


SST RREA TPES EAS UM 
UTI LLL 


Inside or out of duct work, Stic-Klip® Insulation Anchors and 
Fasteners eliminates the necessity of drilling, punching, wiring 


or welding. Insulation is independently supported and will not 
sag. 


Fast, 5-Second, low cost application, strong positive bond, 
no fire hazard from welding or hot asphalt, makes Stic-Klips® 
tops for insulation applications on heating or air ducts. 


Write for free illustrated folder. 


MANUFACTURING CO., INC. 
90 Regent Street 
Cambridge 40, Massachusetts 





Ask about the time and labor saving 5-Second application method. 





Check 3-171-03 on Reply Card 
171 








This Dia ond i is a Water System 


vi _—, 


DEMPSTER 
CONVERT-O-JET, 
the high quality, low- 
cost convertible system. 
Available in thrifty % 
and 4 HP and powerful 
% and 1 HP modeils— 
plus extra powerful 
b> Dual Convert-o-Jet with 
unique back-to-back im- 
pellers that require only 
¥2 HP motor. Everything 
furnished for easy con- 
version except the ex- 


DEMPSTER PRIME-O-JET 

self-priming (after case is filled) shallow 

well system. Low in cost, high in per- & 
formance. Pressure type or with Matched je" 
Flow with built-in 4 gal. tank. 


It pays for water system dealers to specialize in Dempster 
—the most complete line of water systems, with 83 years 
of experience behind it! Now Dempster systems are more 
profitable than ever. Their high quality of construction, 
higher level of performance, means permanent customer 
satisfaction. As a Dempster Dealer you never have to lose 
a sale—the Dempster line covers every possible require- 
ment for type, power, depth, pressure, capacity — and 
price! 


Dempster RECIPROCAT- a 
oY Dempster SUBMASTER—sub- ING ‘Water Systems for 


+l, mersible pumps. Greater deep or shallow wells. 

depth, more capacity—eas- Sturdy, reliable, with 

ier to install and service. electric motors or gaso- 
line engines. 








Dempster JETMASTER 
systems — single, dual, 
and multi-stage. Silent, 
efficient, built for years 
of service 


Write today for Dempster Water System Catalog 
and detailed, illustrated folders with performance 
tables and charts. 


DEMPSTER MILL MFG. CO. 
BEATRICE, NEBRASKA 
Branches a detose tas it. feta Te 
"| San Antonie, Texas | fer howe ne | - 
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Coin-Operated Dry Cleaners: 
A New Plumbing Market Is Born 


(Continued from page 124) 
cago Plumbing Testing Laboratory. The lab 
has been working with models of coin-oper- 
ated dry-cleaners for several years. 

“Where water is used in the machine proc- 
ess,” Zimmer reported to DE, “it should be 
protected against back siphonage, back flow, 
or during dormant or inert periods. The 
drainage system should be equipped with 
retention separators to hold down the vol- 
ume of solvent dumped into the system. 

“The drainage system is very vulnerable 
to the reception of the solvent in the event 
of leakage. Since the material is heavier 
than water, the solvent will also go to the 
floor drains. 

“One big concern is that the solvent will 
get into the sewers, then vaporize due to 
temperature changes. We'll get to the point 
soon where we might have to equip men 
who work in sewers with gas masks.” 


«Zimmer also expressed fears that con- 
densation could occur in the ventilating 
ductwork, causing solvent to drip into the 
structure of the building. He added: “Rules 
must be formulated for construction where 
these machines are involved covering ma- 
terials used in the ductwork, rate of airflow 
in the ventilating system and number of air 
changes in a given period of time. In ad- 
dition, the ambient temperature should be 
regulated. The hotter it is, the faster the 
solvent evaporates. 

“In my opinion, two separate ventilating 
systems should be required, one for the 
cavity of the store and another associated 
with the equipment.” 

Basements in buildings housing dry-clean- 
ing machines are potential hazards, as are 
single walls between buildings, Zimmer 
feels. He says: 


= “The fire department doesn’t like the idea 
of installing these machines in any building 
with a basement. Since vapors from the 
solvent are heavier than air, air could be 
forced out in event of leakage, pilot lights 
on appliances put out, and you have all the 
potential for a big explosion. Further, if you 
have single walls between buildings, pos- 
sible penetration of vapors is greater. I 
think the fire prevention bureaus have a 
lot of meat in their idea that air space should 
be left between single-wall buildings.” 
Zimmer also strongly opposes unattended 
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operation of laundry and cleaning centers, 
citing fire, vandalism, and accident prob- ¢ 
lems. He repeatedly emphasized this point a4 | s i N G 
when interviewed by a DE reporter. 

Some manufacturers have given little | 
thought to the use of automatic dry-clean- | CO STS! 
ing machines in the home. Zimmer, how- | 2% 
ever, feels they have “tremendous possibili- 
ties” there. 

“The hazard would be less in homes where | 
the volume of solvent would be smaller,” SPEED! 


Zimmer says. “It would be easy to ventilate 
to the outside, and better care would be 


| + 
taken of the machine. I’m looking forward | PO WER! 
to the extensive use of these machines in | = 
PRODUCTION! 


the home.” 


# Norge’s president Quayle also sees an 
eventual home use for the machines. 

“This is the first of the waterless-wash- 
ing machines,” Quayle is quoted as saying 
in the Wall Street Journal. The newspaper 
said Quayle sees the machines “eventually 
adapted for home use to take care of all 
types of clothing with equal ease in a man- 
ner of minutes.’ Other manufacturers are 
not jumping out on any limb predicting home 
machines, however. 

Whirlpool is not presently planning to 
produce a home dry-cleaning machine, and 
“does not foresee such a machine on the 
horizon so long as present solvents are re- 
quired.” Standard Ince. officials told DE the 
machines are “not adaptable for home use,” 
as did William Browne, of the National In- 
stitute of Drycleaning. 

“Their cost and the cost of the solvent 

(Please turn to page 174) 
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Threads !/2” to 2” 
pipe! 
Threads !/,” to 2” 
bolts! 











PIPE TOOLS, INC. 


DANA AVE 
WARREN OHIO 





Hey Bert! Looks like we'll need a 
square tub for this unit!’ 
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@ Insto-gas <> 


Torches and Furnaces are Dependable 


STURDY FURNACES FOR 
MELTING LEAD AND COMPOUNDS 


The nationally 
known screw-on 
furnace... 
Originated by 
INSTO-GAS. 


The companion 
furnace for 
bench or floor 


RUGGED TORCHES FOR SWEATING 
ALL SIZES COPPER PIPE AND FOR 
MELTING OUT SOIL PIPE JOINTS. 


ELIMINATE costly Acetylene and hazardous Gasoline 
USE INSTO-GAS 
THE QUALITY LINE FOR OVER TWENTY-FIVE YEARS 
SOLD THROUGH BETTER WHOLESALERS 
INSTO-GAS CORPORATION * DETROIT 7, MICHIGAN 


Check 3-174-01 on Reply Card 














IT’S YOUR QUICK, EASY ANSWER TO... 


Pricing Problems! 


the Bradford 


GUIDE TO ESTIMATING 

BUYING, SELLING, BILLING 

and CHECKING INVOICES! 
Whether it’s a question in plumbing, 
heating or sheet metal work, you'll 
find the BRADFORD PRICE BOOK 
answers price data showing prevailing 
material costs... ~—_. as bg 
suggested selling price. in 
24 sections. WRITE FOR Arta IN 
FORMATION TODAY. 


Subscribers use this book to check on latest market discounts and prices. 


THE 


BRADFORD PRICE BOOK 


QUINCY 69, MASSACHUSETTS 
Check 3-174-02 on Reply Card 





of Humidifiers and Filters 


‘means MORE SALES 
MORE PROFITS for you! 


Geukcastibe MANUFACTURING CO. + MILFORD, MICHIGAN 


"Check 3-174-03 on Reply Cord 


(Continued from page 173) 
make them impractical for home use,” 
Browne said. 

However, the huge potential sale of ma- 
chines for the home can hardly be out of 
sight of manufacturers conscious of new 
markets. 

At least one executive of a large firm told 
a DE reporter that home machines “are sure 
to come.” 


=» Cost of the machines vary. Average cost 
of a Whirlpool drycleaner, for instance, “is 
expected to be $2,250 depending upon the 
quantity purchased,” according to the com- 
pany. 

The Standard model costs about $6,250, 
with an estimated installation cost of $500 
or less. 

Norge’s machine carries a price tag of 
$15,000 “for a bank of eight,” slightly less 
than $2,000 apiece. 

The model being planned by Philco will 
cost “in the neighborhood of $5,000,” ac- 
cording to advance releases, the Westing- 
house machine about $2,300, and the Ham- 
mond Laundry-Cleaning Machinery Co. will 
sell a four-washer battery for a unit price 
of under $10,000. 

Maintenance, installation and operational 
costs of the machines also vary, due to the 























‘Remember that $87,000 job you put under 
my direction because | was the one man 
you could depend on—well, wait'l! 
| tell you what happened.”’ 
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different types, and number of machines in- 
volved. 

Standard estimates the operational cost 
of its machines at 25 cents per nine-pound 
load, for example. Westinghouse has an- 
nounced that cost per load will average 30 
cents, not including such overhead costs as 
rent, insurance, etc. 

Total cost of the Norge Cleaning and 
Laundry center in Lombard, IIl., which will 
accommodate 16 dry-cleaners, 44 standard 
washers, and 18 dryers, was “in excess of 
$100,000.” Whirlpool is offering the most 
“different” installation to date—a geodesic 
dome structure housing six machines which 
will cost around $25,000, including all equip- 
ment. 

The cleaning effectiveness of the machines 
is apparently high. 

William Browne, of the National Institute 
of Drycleaning, told DE that “the cleaning 


Why Chicago rancets 


ask less “time-out” 
for repairs 


Operating records prove it. 
Chicago Faucets stay leak- 
free far longer because they 
close with the pressure; wash- _ 
ers are spared the life-short- * 
ening fight against pressure. 
When they do need attention 
just lift out the standard op- 
erating mechanism, drop in a 
spare and put the faucet back 
in service immediately. Prod- 
ucts of more than 50 years of 


specialization, Chicago Fau- 
cets promise you maximum 
service with minimum up- 
keep. And you choose from 
the largest selection available 
of faucets for hospital use. 


ability of the coin-operated machines in com- 
parison with that of standard equipment 
is, I think, about the same.” 


# Other questions which pop up in connec- 
tion with the machines are answered below. 

Shrinkage. Whirlpool boasts that “in more 
than 10,000 clothes loads cleaned by cus- 
tomers .. . the company received no com- 
plaints on garment shrinkage.” 

Ironing. Most garments will come ready- 
to-wear from the machines, manufacturers 
claim—a big point with housewives. 
will still require pressing, however. 

Fading. Solvent soluble colors will fade, 
Whirlpool says. 

What can be cleaned. Not all fabrics can 
be put in these machines. The Whirlpool 
model, for example, is not recommended for 
“leather or leather-trimmed articles, imita- 
tion leather or plastic-coated fabrics, rub- 
ber, rubber-lined, or rubber-trimmed ar- 
ticles, fur garments, and pillows, cushions 
or stuffed toys. 

Spotting. Special “spot guns” are pro-, 
vided at Norge installations, and the com- 
pany says 97 percent of spots can be re- 
moved. Whirlpool advertises its process 
removes up to 85 percent of all spots dur- 
ing the regular cleaning cycle. 











The secret's in this 
standard oper- 
ating unit which 
can be replaced 
as easily as a 
light bulb, 


Some 


No. 904 Bed Pan Flusher 
with integral vacuum 
breaker. Others with con- 
cealed piping, different 
spouts and sprays, etc. 


No. 631 Wrist-Operated 
Wash-up Fixture. Also 
pedal- and leg-operated 
types, different spouts, etc. 
a 


WASHER 











The Chicago Faucet Co. 
2712 N. Pulaski Rd., Chicago 39, Ill. 


HERE'S HELP — 


if you buy or specify 
faucets for hospital 
use write for complete 
catalog . . . or new 
Sketch Book of engi- 
neering dota on spe- 
cial faucets. 


s How are coin-operated dry-cleaning ma- 
chines being received by that crucial cus- 
tomer, the American housewife? 

To find out, DE reporters spent an eve- 
ning at the Norge Cleaning Village in Lom- 
bard, IIl., interviewing women using the ma- 
chines and talking to representatives of the 

(Please turn to page 176) 











Distributed through the plumbing trade exclusively 
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(Continued from page 175) 
Norge distributor in the Chicago area, Fed- 


eral Equipment Co. 

Philip Anoff of Federal told DE that busi- 
ness at the village has increased steadily 
since the center was opened on January 28, 
a Saturday. 

“On the first week-end about 100 loads 
a day were done in the dry-cleaning ma- 
chines,” Anoff said. “By the fourth week, 
business jumped to about 140 loads a day. 
In one two-day period, 400 loads were 
cleaned. I estimate that we’re getting 60 
to 70 new customers a day here.” 

So far, the machines are operating very 
well, Anoff said. (One machine was out of 
operation the evening DE was at the cen- 
ter due to a customer who left debris in a 
jacket pocket.) 

The center in Lombard is being operated 
on an attended basis. 





«“There’s a big investment here,” Anoff 
said, “and we found an attendant is neces- 
sary. Attended operation cuts down on 
rowdyism, and the machines aren't in jeop- 
ardy, 


“Besides, people are very glad to know 
that someone is around to help them, if 
they need it,” 

It hasn’t taken customers long to cateh 


on to the machines, Anoff said 
“We felt it would take time to educate 
the consumer when we atarted—but people 
can't wait, No push is necessary, The buai 
ae | ness is there.” Anoff said the volume of 
DEPENDABILITY laundry business has also increased during 
| the first few weeks of operation, indicating 
' women are doing both their laundry and 
' dry-cleaning at the same location, 

< : " " Dry-cleaning machines at the center were 
CHECK THESE OUTSTANDING FEATURES: | in use constantly while DE was at Lombard, 
with housewives putting everything from 

children’s clothes to drapes into them. 


eDE reporters questioned several women 
on their reaction to the new machines, and 
received the following answers: 

Mrs. George Medwick, Lombard, IIll.: “I 
think these machines are a very good idea, 
and it’s the second time I’ve been here. I'll 
have more clothes drycleaned now, and 
will buy more things that can be drycleaned. 
These machines save time.” 

Mrs. A. Fraser, Glen Ellyn, Ill.: “I think 
the machines are fine, but anything I con- 
sider extra-good I'll still take to a dry- 
cleaner. Everything else I'll bring here, 
though.” 

Mrs. Catherine Strzyzewski, Lombard: “I 
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can save a lot of money here, and the ma- | C S 
chines clean well. I'll bring things here I FOR OPPER, BRA S and 
would have taken to a drycleaner, and do | 
both my laundry and drycleaning at once.” ALUM | N U M 8,9 IN 5 ST ON 
Mrs. G. J. Liska, Lombard: “This is the 
first time I’ve been here. If the machines 
work well I’ll come back, and bring all my 
drycleaning here if the results are good. 
I’ve tried to come three times before, but 
the lines were too long to use the machines.” 
Mrs. X, Elmhurst: “If the results are 
good, I imagine I’ll use the machines a lot 
—but not for pants if I have to press them.” 
Mrs. Pat Schleinzer, Elmhurst, Ill.: “Dry- 
cleaning costs too much. If the results are 
good I'll bring most of my drycleaning here, 
but I’ll still do my laundry at home.” 





» Mrs. John Ziegler, Lombard: “I’ve used 
the machines before, and like them very 
much. I’m trying some drapes today. Any- 
thing that needs ironing I'll still take to a 
regular drycleaner, however.” 

Mrs. Merryann Ivison, Villa Park, Ill: 
“T just love the place. I’ve been in twice, 
and I'll come again. I’ve got some real good 
skirts in the machine now. rusia CUTTERS B.,.... poten 

Other manufacturers report “enthusiastic Range thru 44° 0.0 All Sizes thru 4 
acceptance” of the machines, Whirlpool, for 
example, says “initial market research ef 
forts related to the first installation in Ben 





ton Harbor, Mich,, revealed an overwhelm 


(Please turn to page 179) 


FLARING, SWAGING LEVER.TYPE BENDERS 
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| NEW, Advanced Features 
' Long Service Life 


’ Smooth, Easy, Accurate 


For all copper, brass and aluminum tubing, 
Toledo offers fine precision made tubing tools at 
popular prices. Toledo Quality Checked to give 
you better on-job performance and 

long service life to help you 

increase job-profit dollars. 


(SOLD THRU AUTHORIZED “TOLEDO” DISTRIBUTORS) 


“f 


- Write For New Catalog 
MEL MILLAR ‘ 
| , EDO (eli; octet 
“What's this | hear about you working on 


the project across the road during PIPE THREADERS ¢ WRENCHES © MACHINES e TUBING TOOLS 
your coffee breaks?” 











THE TOLEDO PIPE THREADING MACHINE CO...TOLEDO 3, OHIO 
Check 3-177-01 on Reply Card 
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SITUATIONS OPEN 





WANTED 


Assistant Sales Manager for cast iron 
plumbing specialty manufacturer. Ad- 
dress Key 513-E, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 


PLUMBING-HEATING MAN 


Experienced on distributor level. Good 
pay, pension, benefits. Address Key 
500-E, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 





SITUATIONS WANTED 





MAN INTERESTED IN A CONNEC- 

tion as salesman, representative or as 
your contact man in Southeast Florida. 
Thirty years experience as a plumbing 
supply wholesaler in the Northeast. 
Record and references available on re- 
quest. Address Key 497-E, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 


POSITION DESIRED BY MAN WHO 

has held responsible position and now 
seeks greater opportunity. Thoroughly 
experienced in heating, air condition- 
ing, sheet metal, and refrigeration, at 
dealer, wholesaler and manufacturing 
level Would like position as Sales 
Representative, District Manager or 
Sales Manager in far Western area. 
For detailed resume, Address Key 495- 
E, “DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 





SALES MANAGER. MAN UNDER 40 

desires new challenge as chief sales 
executive of medium to small heating 
or air conditioning manufacturer. Elec- 
tric heating preferred. Can handle all 
aspects of marketing. Presently em- 
ployed as national and export sales 
manager of heating manufacturer. Ad- 
dress Key 474-E, “DOMESTIC ENGI- 
ag oe 1801 Prairie Ave., Chicago 
16, Illinois. 





REPRESENTATIVES WANTED 





MANUFACTURER 

of distinctive line of plumbers brass 
expanding distribution area . . . needs 
experienced, capable representation in 
. - « Minnesota, Iowa, Nebraska, Colo- 
rado, and Utah. Address Key 512-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 





MANUFACTURER'S REPRESENTA- 

tives: Lucrative protected territories 
with America’s fastest growing full-line 
residential heating equipment manufac- 
turer. Men with proven sales ability in 
plumbing jobber field need only apply. 
Liberal earnings supported by a power- 
ful national and trade advertising pro- 
gram make these openings choice plums 
for the right men. Act now! Send full 
particulars. P. O. Box 6225, Holmesburg 
Station, Philadelphia 36, Pennsylvania. 
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Advertising Department, 


ceding publication date. 





RATES FOR CLASSIFIED ADVERTISEMENTS 


Light face advertisements, fifteen cents per word, including head- 
ings and address. For keyed address count seven words. Minimum 
advertisements, $3.00 per insertion. Rates for bold face adver- 
tisements, $6.00 per inch. Address all advertisements to Classified 
DOMESTIC ENGINEERING, 1801 
Prairie Ave., Chicago 16, Illinois. All Classified Advertisements 
are payable in advance! Closing date: Fifteenth of month pre- 


ALL COPY IS SUBJECT TO THE APPROVAL OF THE PUBLISHERS 














REPRESENTATIVES WANTED 


REPRESENTATIVES WANTED 





INTERESTED IN 
NEW FRONTIERS? 
YOUR FUTURE? 


Due to expanded production facilities, 
we are opening additional territories, 
such as Missouri-Arkansas-Louisiana- 
Illinois - Indiana - Michigan - Missis- 
sippi - Tennessee - Kentucky - Ohio - 
the Carolinas-West Virginia-New York 
state and the New England area. We 
are a leading manufacturer of PVC 
plastic pipe for the oil, water and gas in- 
dustries—We also need coverage on our 
new PVC sewer and drain pipe (soon to 
be approved by FHA.) A new revolu- 
tionary plastic irrigation pipe. Electrical 
conduit coming. We are going forward. 
Join us. If you are willing to work, we 
have the product and the marketing 
helps, catalogs, technical data, testi- 
monials, etc. All territories are pro- 
tected. We are looking for agents who 
like a good company, excellent repu- 
tation and top quality products. If you 
can qualify, send full details. Address 
Key 490-E, “DOMESTIC ENGINEER.- 
ING,” 1801 Prairie Ave., Chicago 16, 


Illinois. 





SALES PARTNERS WANTED EX- 
perienced salesmen (2) one covering 
western New York and one covering 
eastern New York calling on plumbing 
supply jobbers. Work on partnership 
basis with manufacturers agency carry- 
ing top lines. Good money being made 
Sales agreement and partnership ex- 
ceptional. Specify territory and lines 
carried. Write: Address Key 514-B, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois 





HEATING SPECIALTIES 


manufacturer seeks representatives 
calling on plumbing and heating whole- 
salers. Send full particulars as to lines 
handled, territory covered, etc. Address 
Key 510-E, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 
Illinois. 

















MINNESOTA— DAKOTAS: 

sive representation wanted by full 
line quality tubular brass manufac- 
turer. Address Key 501-E, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Illinois. 


AGGRES- 


COPPER FITTINGS 


Highly competitive short line copper 
fittings, American made, some territo- 
ries still open, full territory protection. 
MANUFACTURERS DISTRIBUT- 
ING COMPANY, 131 San Lorenzo 
Ave., Coral Gables, Florida. 





LOOKING FOR A PRODUCT TO SELL 

that will easily add $15,000 per year 
to present income? Our line of fuel ad- 
ditives are sold on customer satisfac- 
tion or money back guarantee. Write 
stating territory and lines now handled. 
Address Key 489-E, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Lllinois. 





REPRESENTATIVES WANTED 


to call on wholesale plumbing and heat- 
ing supply jobbers to sell a quality line 
of patented plumbing and heating spe- 
cialties for a well known American 
manufacturer. Most of our items are 
patented and many other items patent 
pending. We are marketing a patented 
spray aerator easily connected to the 
sink faucet spout, indoor and outdoor 
drinking fountains which attach to 
present fixtures for bathroom and gar- 
den use, flush clean air vents for chilled 
water and hydronic heating systems as 
well as other standard items. A num- 
ber of choice territories open in the 
United States and Canada. Aggressive 
men now selling for American manu- 
facturers need apply. Give full resume 
in first letter. Address Key 491-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 180 AND 182 
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(Continued from page 177) 
ing acceptance by the customer with an 
exceptionally high percentage of repeat pa- 
tronage.” 

Dr. Dorothy Lyle, the director of con- 
sumer relations for the National Institute 
of Drycleaning, made these conclusions: 

“Coin-operated drycleaning is here to 
stay if it can make a fair profit to the busi- 
ness investor. There was a great deal of evi- 
dence that the majority of articles I saw 


tionably, these machines will reduce the 
volume of business done by dry-cleaning 
establishments and this will necessarily 
create ‘technological unemployment.’ 
“Our union intends to place the facts 
before the public in every possible man- 
ner. Also, we believe that the public should 
be informed as to the problems arising in 
connection with these machines—including 
dangers to life and safety which shall re- 
sult in any city if these machines are per- 


cleaned in the machines were articles that 
probably would not have been sent to the 
commercial drycleaner, and there was no 
evidence that the coin-op customers I ob- 
served planned to use this service to the ex- 
clusion of the commercial drycleaner.” 

Dr. Lyle, however, did not give a whole- 
hearted endorsement to the new trend. She 
concluded: “There is evidence that the type 
of service the coin-op customer is receiving 
cannot be compared with commercial dry- 
cleaning services, particularly from the 
standpoint of appearance.” 


mitted to operate without qualified attend- 
ants in charge.” END 





s» Among the problems facing coin-op in- 
stallations is the growing opposition of la- 
bor and some government officials to un- 
attended operations. 

Over 30 bills have been passed by vari- 
ous government units around the nation 
outlawing unattended operation. Police and 
fire officials don’t like unattended coin-ops 
either, claiming they create hazards. 

Ralph Fagan, general president of the 
Laundry, Dry-Cleaning and Dye House 
Workers’ International, made his union’s 
position clear in a statement to DE: 

“I believe coin-operated dry-cleaning 
machines do have a large potential mar- 
ket, although the exact extent thereof is ‘Mr. Martin is out. However, if it’s 
entirely a question of the future. Unques- very important he'll see you.” 


Handy TUBE BENDER 


Smoothly Bends Any Pipe or Tubing 
3%” to 1%” 0O.D.... 


e Just a twist of 
the wrist assures 
perfect even bends 
—right angle, any 
angle, U and off- 
set. Save enough 
on ONE job to 
pay for your Seo your oup- 
HANDY TUBE oe’ write, for 
BENDER. — 
HOLSCLAW BROS., INC. 


436 N. WILLOW ROAD @ EVANSVILLE, INDIANA 














SHERWOOD Ball Cocks 
YOUR BEST BUY LINE... 
for Both Low Down and High Tanks 


That's —_ The SHERWOOD Ball Cock line not only covers every 
tank flush control, but is known nation wide for its long established 
top quality—every unit of uniform dependability in quiet, efficient, 


water al _— Order SHERWOOD BALL COCKS FROM YOUR 
WHOLESAL 


SHERWOOD BRASS WORKS 
6331 E. Jefferson, 





Detroit 7 


Check 3-179-01 on Reply Card Check 3-179-02 on Reply Card 
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REPRESENTATIVES WANTED 





REPRESENTATIVES WANTED 


LINES WANTED 





PLUMBERS BRASS-FLEXIBLE 
SUPPLIES 


Several territories available for repre- 
sentation to plumbing wholesalers. Ad- 
dress reply including lines handled and 
HAR- 
CRAFT BRASS, A Division of Harvey 


Aluminum, Torrance, California. 


territory to Sales Manager, 


MANUFACTURER’S REPRESENTA- 

tives for complete tubular. brass 
manufacturer. Florida and several ter- 
ritories open. State territory covered, 
lines now handled, experience, ete. Ad- 
dress Key 509-E, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois 





NATIONALLY SOLD 


line of medicine cabinets, mirrors, 
vanity cabinets and glass doors and en- 
closures. Many areas open for this com- 
plete line. Give full resume of lines 
carried, specific area covered, and ex- 
perience. Replies confidential. Address 
Key 484-E, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 


Illinois. 


EXCLUSIVE PROTECTED TERRITO- 

ries open for nationally distributed 
unique washer replacement plumbing 
specialty item packaged for sale to 
plumbing supply houses, hardware dis- 
tributors and retailers. Unique demon- 
stration sells 8 out of 10 on first call. 
Address Key 504-E, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois 


CHECK AND FOOT VALVES 


New manufacturer in field with top 
quality, new design and competitively 
priced line. A few territories still open. 
Exclusive territories. Full range of 
sizes. TYPHOON PRODUCTS, 131 


San Lorenzo, Coral Gables, Florida. 


AGGRESSIVE REPRESENTATIVE 
calling on the plumbing jobber 
wanted by specialty manufacturer. 
High commission, good volume. Texas. 
Louisiana, Mississippi, Alabama, Okla- 
homa, Tennessee, Kentucky, West Vir- 
ginia and Virginia open. Address Key 
156-E, “DOMESTIC ENGINEERING.” 
1801 Prairie Ave., Chicago 16, Illinois. 


MISSOURI KANSAS QUALITY 

manufacturer tubular brass products 
desires aggressive representation. Ad- 
dress Key 503-E, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois 
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SALES AGENT WANTED 


For States of Colorado, Utah, Idaho, 
Wyoming and Montana. Complete line 


of cast brass faucets, valves and fittings. 


THE CENTRAL BRASS MFG. CO. 
2950 East 55th St. 
Cleveland 27, Ohio 


REPRESENTATIVES WANTED BY 

competitive manufacturer of roof 
flashings, will shortly introduce new 
quality line and desires agents calling 
on plumbing and hardware jobbers in 
Alabama, New Mexico, Colorado, West- 
ern Pennsylvania, Indiana, Central and 
Eastern Missouri, and Illinois except 
Chicago. Address Key 499-E, “DOMES- 
TIC ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois 


BRUSH-ON SOLDER 
FOR SWEATING FITTINGS 
CLEANS - FLUKES - SOLDERS 


Modern. Quick. Sure. Economical 
money-maker, repeat, companion item. 
Liberal commission. A few good ter- 
ritories available including Southern 
California. Send complete information, 
lines now handled. Address Key 502-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 





MANUFACTURER REPRESENTATIVE 

now covering wholesale plumbing 
supply jobber upper New York State 
and Western Pennsylvania. Quality line 
curb cocks, gas cocks, flared fittings. 
Address Key 494-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Illinois 





LINES WANTED 





WAREHOUSE 


in Jackson, Mississippi. Manufacturer’s 
agency serving Mississippi, Louisiana, 
and Arkansas, wants line to supplement 
present lines of water heaters, pump 
tanks, plastic pipe. FACTORY DIS- 
PLAY AND WAREHOUSE COM- 
PANY, Hartwell Cook, Sales Repre- 
sentative, P. O. Box 514, Jackson, 
Mississippi. 


TUBULAR BRASS PRODUCTS 

wanted by large established agency 
with tubular products experience for 
Eastern Pennsylvania, Southern New 
Jersey, Delaware, Maryland and Vir- 
ginia. Large following. Address Key 
11-E, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 





THE SCHUTZE SALES CO. 


1999 North Snelling Ave. 
St. Paul 13, Minn. 
Manufacturers Agency Selling 
Important Mid-Northwestern Jobbers 





MANUFACTURERS ... AS MARKET 

analysts and sales consultants, allow 
our account representatives to aid you 
in establishing national distribution. 
Our representative will act as your 
company’s Sales Manager until you are 
in a position to retain a full time Sales 
Director. Address Key 493-E, ““DOMES- 
TIC ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 





TEXAS, OKLAHOMA, 
LOUISIANA & ARKANSAS 


Two men covering the above states with 
15 years experience in the area. Want 
fast moving plumbing items, competi- 
tively priced for plumbing and hardware 
jobbers. Send full particulars. Ware- 
house available DALLAS SALES 
COMPANY, 2614 Elm Street, Dallas 26, 


Texas. 





LIBERTY SALES ASSOCIATES 
12-15 29th Ave. 

Long Island City 2, N. Y. 
Covering the wholesale plumbing and 
heating supply jobbers New York and 
New Jersey—Warehousing facilities. 





Experienced sales representative in De- 
troit and Michigan area, needs lines of 
soil pipe, fittings, seats or allied items. 
Can produce prompt satisfactory re- 
sults. Address Key 458-E, “DOMES- 
TIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 


MICHIGAN: “OLD SCHOOL SALES 

Type’—wWill drop two lines, replace 
with one, and serve only three manu- 
facturers. If you contemplate Michigan 
changes and demand alert, respected 
representation, let’s exchange confi- 
dences. Interested in plumbing or hy- 
dronic fields. Address Key 415-E, “DO- 
MESTIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 


BOSTON 


Manufacturers’ representative with long 
successful experience selling to New 
England plumbing and heating supply 
jobbers, can give aggressive, concen- 
trated representation to additional 
major quality line. Address Key 481-E, 
“DOMESTIC ENGINEERING,” 1801 


Prairie Ave., Chicago 16, Illinois. 
| FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 

SEE PAGES 178 AND 182 
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OVER 


WITH U. S. 
CONSOLIDATED 
SHIPMENTS 


The difference between “Consolidated” 
shipments and ordinary “full-load” 
shipments can be the difference between 
working for yourself, or others . . . and 
can make the difference between being 
a wholesaler or just a warehouseman. 


USE THE U.S. CONSOLIDATED SHIPMENT 
ADVANTAGE and order vitreous china 
and cast-iron fixtures in mixed or 
matched colors of each. You can also 
order bathroom vanities, oil and gas- 
fired home heating boilers, as well as 
domestic and commercial water heaters 


ALL IN THE SAME LOAD! 


TURN ONE LOAD FOR CASH WHILE AN- 
OTHER LOAD IS ROLLING! Such a variety 
of fast moving items keeps your ware- 
house active as a relay point between 
our factory source and your customers. 
The longer you store an item, the more 
it costs you, and the less you profit by it. 


DON’T TIE UP CAPITAL 
IN TOO MUCH INVENTORY Ca — 


Let your money 
earn more. Try 
consolidating 
your purchases 
with U.S. 





UNITED STATES 


PLUMBING FIXTURE 
HEATING AND COOLING CORPS. 
30 CITY PARK AVE., COLUMBUS, OHIO 


Check 3-181-01 on Reply Card 
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New RIBEID No.I41 
Geared Threader 


| For 24", 3", 32", 4" Pipe and Conduit 


No. 141 


Pat. Appl'd. For. 


Save Time...Cut Costs 
on all large threading jobs! 


1. Only 1 Set of High Speed Dies threads 
2%", 3”, 3%” and 4” pipe and conduit. No 
extra die sets to change or lose! Die size 
selector plate sets quickly and locks at desired 
size. Easy adjustment for tapered, straight, 
over or under size threads. 


2. Jam-Proof for safe threading by power 
or hand. Drive pinion kicks out automatically. 
Die head Can’t Jam ... avoids costly repairs 
and delay. 


3. New Fast-Action, Cam-Type Workholder 
sets to size by quick turn of collar. Set screw 
holds work centered for perfect threads every 
time... adjustable for drip threads. 


Your Supply House has them! 
Order your new RIG@aIbD No. 141 Threader today! 


Check 3-181-02 on Reply Card 
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LINES WANTED 


LINES WANTED 


BUSINESS OPPORTUNITIES 





WESTERN PENNSYLVANIA 
AND WEST VIRGINIA 


The Sloan Valve Company . . . exclusive 
representative for 26 years ... wants 
one or two top non-competitive lines. 
Now have an associate for most effi- 
cient coverage and service. Address 
Key 496-E, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 
Illinois. 





FLORIDA 


Intelligent, consistent, state wide cov- 
erage. We contact plumbing, water 
supply, refrigeration and hardware 
wholesalers. All replies answered and 
strictly confidential. Address Key 480-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 





WESTERN PENNSYLVANIA AND AD- 
jacent areas, 5 years selling leading 
jobbers, carrying few lines, will devote 
time to good line. Address Key 507-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 





NEW YORK AND NEW JERSEY 


Well organized manufacturers’ repre- 
sentative sales organization seeking ad- 
ditional lines for representation through 
plumbing supply wholesalers in New 
York and New Jersey. Warehouse 
available. Address Key 505-E, “DO- 
MESTIC ENGINEERING,” 1801 Prai- 
rie Ave., Chicago 16, Illinois. 





CALIFORNIA—ARIZONA 
NEVADA 


Manufacturers’ representative desires 
one or two major competitive lines. 
Ample coverage. Warehouse facilities. 
Address Key 506-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Illinois. 





NORTHERN OHIO — WELL ESTAB- 

lished, limited number lines, selling 
leading wholesalers, attending CSA, ag- 
gressive, intelligent coverage. Address 
Key 508-E “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 
Illinois. 





MAX ROTHENBERG CO., INC. 
11-05 38th Avenue 
Long Island City, N.Y. 


Manufacturers’ agency covering New 
York and New Jersey—Warehousing 
available. 





ENTIRE STATE OF OHIO 
MATHES-FRISCHMAN 
& ASSOCIATES 
3494 Lee Road 
Shaker Heights 20, Ohio 


Serving the plumbing wholesaler 
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WESTERN PENNA. 
WEST VIRGINIA AND OHIO 


Experienced sales organization with 
warehouse facilities centrally located 
desires an additional manufacturer in- 
terested in volume representation. Ad- 
dress Key 465-E, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 


NEW PRODUCTS OR PATENTS 

wanted . metal fabricating com- 
pany with national distribution to 
wholesale plumbing, floor covering and 
building material distributors seeks 
new products in these fields. Address 
Key 498-E, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 
Illinois. 





MISCELLANEOUS 





NEW YORK AND NEW JERSEY TER- 

ritory, long established, experienced 
sales organization, 6 salesmen, own 
warehouse, want one more good line 
selling wholesale plumbing-hardware 
jobbers. Address Key 464-E, “DOMES- 
TIC ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 





NEWHOUSE and SON, INC. 


4619 Pershing Ave. 
St. Louis 8, Missouri 
25 years service to Missouri 


and Kansas Jobbers. 





WESTERN PENNSYLVANIA 
AND WEST VIRGINIA 


If you are looking for young, aggres- 
sive, intelligent, representation in the 
above territory, please contact us at 
once. Address Key 383-E, “DOMES- 
TIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 





UPSTATE NEW YORK. AGENCY 
established 1948. Two men calling on 
Plumbing and Heating Wholesalers. No 
DTU accounts. Desire additional line. 
Prime Manufacturers only. Aggressive 
and well known. Address Key 516-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 





KANSAS—NEBRASKA 
Western MISSOURI 


Do you have “tired-blood” in this area? 
We can give aggressive representation 
that gets results on a specification or 
staple line with volume potential. Ad- 
dress Key 515-E, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 





FOR SALE 





FOR SALE PLUMBING AND 
heating concern, old reliable firm, 
forty years of service. Address Key 
492-E, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 





FOR SALE: WELL KNOWN STOKER, 

new crated, size C-20, Serial 46-20. 
Nationally known boiler, 10 section 
double, steam 15, water 30, A.S.M.E. 
standard, size 48 10D, serial NC 121035. 
This is a new boiler, never used. For 
sale by the MADISON NURSERY & 
GREENHOUSE, Madison, Minnesota. 
Phone #598-7465 


Use These Pages to Get 
What You Want 


Are you looking for a competent em- 
ployee? 

Do you contemplate changing posi- 
tions ? 

Do you have a patent for sale? 

Do you wish to buy or sell a plumbing 
and heating business? 

Are you a manufacturers’ representa- 
tive seeking additional lines? 

Are you a manufacturer seeking addi- 
tional representation ? 

Your advertisements, under the proper 
classification in these pages, will put 
you in touch with the people you desire 
to reach. 

The cost for light-faced advertisements 
is only 15 cents a word and the mini- 
mum advertisement is only $3,00 per 
insertion. 

Bold-faced advertisements are $6.00 per 
inch. Address your advertisements to 
Classified Advertising Department, DO- 
MESTIC ENGINEERING, 1801 Prai- 


rie Avenue, Chicago 16, Illinois. 





BOOKS 








ATTENTION CONTRACTORS! 


Your free book catalog is now ready to send 
to you! 

The publishers of Domestic Engineering Maga- 
zine have compiled this comprehensive 72-page 
catalog of Technical and Business Books de- 
voted exclusively to the Heating, Cooling 
Plumbing and Electrical fields. 

No longer is it necessary to search through 
vast listings from numerous publishing firms 
to locate books of immediate interest to you. 
We have done this job for you. 

More than 100 books are listed along with a 
capsule description of contents, size, date of 
issuance and price. 

Six sections enable you to pinpoint the books 
which pertain to your particular need. These 
are as follows: Sec. I: Heating, Ventilating, 
Air Conditioning, Refrigeration. Section II: 
Electrical. Section III: Piping, Plumbing, Cor- 
rosion, Fire Protection. Section IV: Pumps, 
Heat Transfer. Section V: Sheet Metal Layout. 
Welding. Section VI: Engineers’ Handbooks, 
Business References. 

Send today for your FREE COPY of the Book 
Catalog to: 

Book Department 

DOMESTIC ENGINEERING COMPANY 
1801 Prairie Ave., Chicago 16, III. 


| FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 178 AND 180 
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TO SEWER —»— 


SUBMERSIBLE Wp. 


rss | 
PRICED LOWER THAN MANY 
CONVENTIONAL SUMP PUMPS 


@ OPERATES UNDER WATER @ FOR ECONOMICAL 
Hermetically sealed motor with a leak-proof INSTALLATION 


rotating shaft seal assures dependable per- Is easily installed in a metal tile or concrete 
formance at all times. sump 2’ to 8’ deep. 


e FOR GAS-TITE 
’ —- INSTALLATIONS 


If current fails moisture cannot damage pump 9g FOR SMALL SUMPS 


or motor. Can be installed thru a 15” opening. 


SPECIFICATIONS 


MOTOR: '; HP, 1750 RPM, 110 volt 


SUMP PUMP 





18 
MINIMUM DIA 


with, MIcRO-SWITCH 


CONTROL 


SCREEN: Heavy gauge large area verti- 


CAPACITOR TYPE with overload protec- 
tion. Motor cannot burn up due to locked 
rotor. Furnished with 10 ft. waterproof 
cable, plug and adapter. 

IMPELLER: Non-corrosive, high efficiency 
open type. 


cal type. 

SHAFT: Stainless steel. 

DIMENSIONS: Hot. 11”, dia. 1254"", wt 
50 Ibs. 

MOTOR AND SWITCH HOUSING: Cast 


iron. 


FOR EXTRA CAPACITY 

Now available with 2” discharge 
and 2 HP Capacitor Type Motor. 
Also a “PLUG-IN” unit. Ask for 
Bulletin SE-850. 


ONE 
MIL LI ON STA R Ts Send for Bulletin SE-800 and complete prices dis- 
counts and the name of your weil jobber neares! 


PUMP COMPANY oe 


1512 N. Fremont Street @ Chicago 22, Illinois 
Check 3-183-01 on Reply Card 


ENGINEERED FOR 














BEST 
FROST PROOF 


SEAT-ACTION CLO 
MADE SINCE 1906 F 


INSTITUTIONS * SCHOOLS & CHURCHES. 
INDUSTRIAL PLANTS + PUBLIC AND 
SEMI-PUBLIC INSTALLATIONS 


Mune OF 4 Bruny OF 


>” Guaranteed by 
_ Houscheoping 


9 5 soveensco Wit 


faucet corporation 


GREENSBURG INDIANA 








Check 3-183-02 on Reply Card Check 3-183-03 on Reply Card 
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When a Plumber 
Needs a Friend... 


eall on the 


APCO MAN 








"Wesglas” tubs feature the perfect combination 
of style and durability that adds up to more 
sales—less service callbacks—more profit. All 
"Wesglas’” tubs of fiberglas*, are impervious 
to soaps, detergents, mild acids and drain 
solvents, and they will not stain, chip or craze. 


“Wesglas’ cabinet model tubs feature Hide-a- 
Hose, the modern way to conceal all hoses at the ; : owe 
rear of the tub and eliminate messy handling Your APCO Man is a pipe specialist you can call 
and dripping, as an optional extra. Feature for in on full time basis — well-trained, and author- 
feature, you can't beat “Wesglas” tubs. ized to speak for the Company. He is thoroughly 
there is o “Wassles” tub for every job require: familiar with your customers’ problems, and can 
UAL AASLicM Cole Koh ance] melt mel tia a] olihZ-Mirellel-lakelale| often make profitable suggestions, Call him in 
specifications. on your next job! 


*TRADE MARK—OWENS CORNING FIBERGLAS 


OXFORD MODEL 0-55-1 Hip ; Sa ” LY) 

—Fiberglas tub with shelf E. UN 

attached to grey enameled A HOSE } \ KX 4 © 
> ies - 





steel stand. ; 
All APCO Cast Iron Soil Pipe is centrifugally cast in sand-lined 
molds for uniformity and smooth metal structure throughout. 


Sold Nationally Through 


Plumbing Supply Wholesalers : | ((p~ APCO Cast Iron Soil Pipe is identified by 
: the orange hub and bead on spigot end — 


WwW & 5 g E L % re re) ; k your assurance of meeting all specifications. 
3 ! Pe aa. Pr ‘ 


1625 E. Euclid Avenue 
Detroit 11, Michigan 


Check 3-185-01 on Reply Check 3-185-02 on Reply Card 
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o-/o 

PAT 
AT. 2s 
' MANUALLY 


OCKWISE UN 
ERATION T 


ERS INCORP 


SIMPLE INSTALLATION 


aera 


TOTAL COMFORT 


New zone valve 
matched to modern comfort... 


Easy to install, foolproof in operation, the economical 
new TACO-Zone provides the positive, reliable control 
that today’s water heating and cooling systems demand. 

Small and compact, the TACO-Zone closes tightly; 
mounts in any position. Just open manually before sweat- 
ing ...no need to remove head .. . wire only three termi- 
nals! No motors, gears, cams or pinions to cause trouble, 
wear or noise. Operates at a low, safe 24 volts. Power ele- 
ment crushes foreign particles which often foul ordinary 
valves, and is easily replaced without draining the system. 

For your next heating or cooling installation, “build 
in’’ total comfort and troublefree operation with TACO- 


Zones. Be sure you have specifications on other TACO 
Products . . . the complete line that’s “‘efficiency engi- 
neered”’ to cover the field. Write TAcO HEATERS, INCOR- 
PORATED, 1160 Cranston Street, Cranston 9, Rhode Island. 


3 
Maco 


EFFICIENCY ENGINEERED PRODUCTS 


Check 3-186-01 on Reply Card 


186 
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BRASS — 


Machined for perfect 
soldering joint. 


FIBER INSULATION — 


Extra hard fiber insulating collar 
separates brass from galvanized nut. 





RUBBER INSULATION — 


Special treated rubber washer 
forms a water-tight seal and 
prevents brass from contact 
with galvanized female. 


METAL-TO-METAL THREADS — 


The extra strength of metal 
makes tight joints possible. 


TAPER TAPPED — 


Assure leakproof connections. 


ZINC PLATED — 
Zinc plated inside 
and outside. 


COPPER FROM STEEL 
CEP. 


Yo" 
« 34" 
34" 
1” 
1” 
1%” 
12” 


<x < «OO 


Hi 


COPP 
*ALSO : . ee 
BRASS x 2 
(IPS) FROM x %" 
BRASS (IPS) FROM COPPER 


F.LP. INSULATING FLANGE UNIONS 
FIP i | COPPER FROM STEEL 


Y/p!" STEEL 
COPPER 
y," won ” jth 
y4" ae : 12” (1% 
1” 242" x 242” (258” 0.0. 
3” x 
1%” AP. 4” x 
MIP. FP. 61%” 
%" x Yn" Qu" 


STEEL FROM STEEL 


<< >< x mK 


bad 








ortlis, 
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Low Water Cut-offs on Hot Water Boilers? 








... the industry has = cog e 
COMPRESSION TANKS Cut-off. Widely used 


given the answer Feet ser bats 


Yes, the answer has come from the field . . . 
from the engineers, contractors and manu- 
facturers. They have seen the logic of install- 
ing a water level control on hot water space 
heating boilers . . . a low water cut-off, or— 
for even greater precaution —a feeder cut-off 
combination. 

We knew it was a good idea. Expected it 
to grow and grow. But frankly we have been 
surprised at how rapidly the heating indus- entities 
try has taken hold of water level control as a Qf) : tow water 
logical team mate for an ASME pressure Ba ng 
relief valve. 

In fact, many local codes now require a 
low water cut-off, or feeder cut-off combina- 
tion, on hot water boilers installed in places il area 
of public occupancy—including multiple 
dwelling units. a 

Notice the diagrams of recommended in- 
installations opposite. For more detailed 
discussion get this booklet that tells the 
whole story: “Basic Safety Controls for Hot 
Water Space Heating Boilers.”’ 
































Th e What-Why-How | The essential low water control for a hot water boiler. 
A r : ‘ A McDonnell Low Water Cut-off located above lowest 
in eight interesting pages permissable water level; also McDonnell A.S.M.E. Pressure 


Write for Bulletin P-30C | Relief Valve. 





McDonnell No. 247-2 
Feeder Cut-off Combi- 
nation. Widely used 
for hot water boilers. 
Other models 
COMPRESSION TANKS _ for larger boilers. hy: 
—_ 





SUPPLY MAIN 


MSDONNELL ASME 
Your Jobber — ve 


- 230 or 240 SERIES CHECK 
Stocks MCDONNELL 
Products 














MCDONNELL & MILLER, Inc. 
3500 N. Spaulding Ave., Chicago 18, Ill. 


Doing One NIN, Shing Wel. 


2 

( 2 The safest and most complete control for a hot water boiler. 

| Offers a combination of mechanical and electrical safe- 
| 


guards which is today’s best and most complete answer. 
A 


HOT WATER BOILER 
































A McDonnell combination Boiler Water Feeder and Low 


Water Cut-off; also McDonnell A.S.M.E. Pressure Relief 


Reeth 








